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You Can Meet All Competition 


on all cast warm air heaters by handling 


THERMO ALL CAST WARM AIR HEATERS 


N order that our all cast warm air heaters be 
the best and most satisfactory, we took up the 
matter of their design with our dealers and found 
out from them just what points of merit they 
thought should be included in the construction of 
perfect all cast warm air heaters. This informa- 
tion received was carefully gone over, and from the 
data left after a process of elimination was born 


THE THERMO 


ALL CAST WARM AIR HEATER 


piecemeal and completeness were the ideas 

embodied. Every modern improvement that 
would tend to make THE THERMO ALL CAST 
WARM AIR HEATER more satisfactory was 
used. Many exclusive features make them the 
best produced. 


AMERICAN FURNACE COMPANY 


2725-27-29-31 Morgan Street 
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Our Catalogs 


\ \ 7 i also manufacture a line of steel 
warm air heaters. Each one of 


our lines is complete in itself. Send for 


our complete catalogs and price lists to- 
day and get in line for an increase in 


your warm air heater business. 


ST. LOUIS, MISSOURI 
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“QUICK MEAL” 
WICK OIL STOVE 
With Step 


Has two top cooking burners and two 
burners under step. A very convenient 
stove, as baking and cooking can be 
done at the same time. ‘The step 
burners can also be used for cooking 
or for heating the wash boiler. 





Has Blue Porcelain Enameled Burner Drums which cannot rust. Has 
Glass Founts where you can readily see the oil. This prevents you from 
letting the Founts go dry, which would burn up the wicks. This stove 


is also made with three top burners and step. 


RINGEN STOVE COMPANY 


Div. of American Stove Co. 























SAN FRANCISCO, CAL. ST. LOUIS, MISSOURI 














Know about 


FRONT RANK 


Furnaces 


The more you __ investigate 
Front Rank construction and 
Front Rank policy, the better 
you ll like our ideas of doing busi- 
ness, and our ways of building 
warm air furnaces. 








Ask us to send you our latest 
catalog, and a special proposition 
for dealers. 


Haynes-Langenberg Mfg. Co. 
Paik: Sadhocest Saint Louis 
































ESTABLISHED 1880 


Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
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THROUGH action of the National Warm Air Heat- 
ing and Ventilating Association at its recent meeting 
in Cleveland, a very important step has 
been taken which cannot but be resultful 
of much good for the entire warm air 
heating and ventilating business. 

As will be seen from the report of this meeting, 
which is published on page 49 of this week's issue of 
AMERICAN ARTISAN, it was decided to start an adver- 
tising campaign, the purpose of which is to instruct 
the general public, builders and contractors, and the 
home owners in particular, as to the many advantages 
which properly installed warm air heating and ven- 
tilating apparatus possesses over other appliances 
used for that purpose. 

It is worthy of note in this connection that such an 
advertising campaign as has been outlined and adopted 
at the meeting, would have been less likely to bring 
satisfactory returns for the money expended, were it 
not for the fact that for years an educational cam- 
paign has been carried on among the installers of warm 
air heating and ventilating apparatus to inculcate a full 
appreciation of the necessity for efficient installation 
of such apparatus. 

Much of the credit for the starting of this educa- 
tional movement must be given to John H. Hussie, 
Omaha, Nebraska, who for many years has served 
the National Association of Sheet Metal Contractors, 
first as its president and later on as chairman of its 
Warm Air Heater Committee and to whom is also due 
the enactment into code form a series of regulations 
covering the installation of warm air heating and ven- 
tilating apparatus which is now known as the Omaha 
Code adopted by the City Council of Omaha. 

AMERICAN ARTISAN has always stood as an expo- 
nent of the necessity for proper installation of warm 
air heating and ventilating apparatus—both from the 
standpoint of the ultimate user of the apparatus and 
from that of the installer and manufacturer. This 
publication has also strongly urged the advisability of 
demonstrating the efficiency of properly installed ap- 
paratus by an advertising campaign direct to the house 
owners, contractors and others in the class of con- 
sumers, and takes this occasion to congratulate the 
entire warm air heating and ventilating field upon the 
action taken in Cleveland. 

Whatever AMERICAN ARTISAN can do to bring about 
a fuller appreciation, on the part of those who are 
vitally interested, of the many desirable features and 
advantages of properly installed warm air heating and 
ventilating apparatus, it may be counted upon to do 


Forward 
March, Warm 
Air Heater. 


all in its power to that end. 

So far as the individual installer is concerned, he 
will now have presented to him one of the great oppor- 
tunities which come to men only at rare intervals. 

In order to reap the fullest measure of the benefit 
from the great advertising campaign which is to be 
carried on under the auspices of the National Warm 
Air Heating and Ventilating Association, the installer 
must make it a point to see that the work done by him 
and the material used in such installations as he makes, 
are of the very highest class, for unless the apparatus 
is properly planned and efficiently installed, all the 
good words we may state in its favor will have no 
influence with the men whose personal experience 
the and inefficiently-installed 
warm air heater is unsatisfactory. 

It is, therefore, a matter of congratulation that in 
AMERICAN ArtTISAN Warm Air Heater Special, is- 
sued on November 27, 1915, it was shown that a very 
great improvement was found in the manner of instal- 


with poorly-planned 


ling warm air heating and ventilating apparatus. 
With this as a foundation, there is every reason 

why the use of warm air heating and ventilating ap- 

paratus should increase very greatly from now on. 








ly is incumbent upon the retail hardware dealers 
all over the country to take immediate action to pre- 


vent legislation which unduly restricts 


Aggressive 
Action! the sale of revolvers, pistols and other 
Necessary ays 
in Revolver SMall firearms. 
Situation. There is a well defined movement 


which although possibly fostered by men who mean 
well, has for its purpose the practical prevention of 
such sales by regular retail hardware stores. 

The ostensible reason, or the chief argument pre- 
sented by those who sponsor the various bills and 
ordinances touching on this matter which have been 
and are being presented for passage to the respective 
legislative bodies, is that by the enactment and en- 
forcement of such laws the criminals will find it more 
difficult to obtain weapons with which to arm them- 
selves while engaged in committing burglaries, hold- 
ups, robberies, etc. 

As is shown by specific instances on page of 
this week’s issue of AMERICAN ARTISAN, the restric- 
tions placed by such laws on the sale of firearms do 
not in any way prevent the person who has no regard 
for law from securing a revolver or automatic pistol, 
but they do tend to make law-breakers out of men 
who in every other respect must be classed as law- 
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abiding citizens. 
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So far as the retail hardware dealer is concerned— 
or other regular, legitimate retailers of firearms— 
these laws simply deprive them of a legitimate source 
of profit and present to the illegitimate dealer oppor- 
tunities for undue profits. 

It is also a significant fact that in rural localities in 
states where such laws are in force, the mail order 
purchases of firearms are of exceptionally large vol- 
ume, as compared with communities in which such 
laws are not in force, which is further proof that the 
average citizen will not allow unfair and undue re- 
strictions to interfere with his inborn right as a citizen 
of the United States to bear arms for the protection of 
his family, himself and his property. 

At the coming Annual Conventions of the various 
State Hardware Associations the dealers may well 
consider ways and means by which obnoxious and in- 
effective revolver legislation now in force may be 
repealed, as well as prepare for aggressive opposition 
to the enactment of such laws. 








THE STEVENS BILL, which is to prevent indiscrim- 
inate price cutting on standard, trademarked mer- 
chandise, has been re-introduced in 


To Pass Congress at Washington by Representa- 
a” tive Ayres of Kansas and will no doubt 


be enacted into a law during the present 
session if the retailers of the country in whose inter- 
est the bill is designed, show sufficient energy to prove 
to their Representatives and Senators that they really 
want this bill passed. 

As has been stated upon numerous occasions by 
AMERICAN ARTISAN, the Stevens Bill does not in any 
sense attempt to restrict the retailer from cutting 
prices on merchandise, the selling of which depends 
principally on the efforts of the local retailer. Nor 
does the Stevens Bill in any way interfere with the 
reduction of prices on a trademarked article which is 
affected by season or by fashion. Nor does the Ste- 
vens Bill make it possible for the manufacturer of a 
trademarked article to place undue restrictions in 
the matter of profit and resale prices on the retailer. 

There are only three classes of retail interests 
who offer any opposition—organized or otherwise— 
to the Stevens Bill, these three interests being the 
retail mail order houses, the large city department 
stores and the various kinds of chain stores, and it is 
significant that in all three cases, the cut price of 
standard, trademarked, nationally advertised mer- 
chandise is the chief means of drawing trade to these 
various stores and it is a well known fact that the 
losses incurred by the cut prices are made up many 
times over by unduly high prices on merchandise, the 
value of which cannot be judged by the consumer. 

On page 32 of this week’s issue of AMERICAN 
ARTISAN is published an article by John Shepard, 
Junior, president and treasurer of the Shepard Nor- 
well Company, Boston, a large department store 
which, however, does not follow the method of ad- 
vertising common to most of the large city depart- 
ment stores. In this article, Mr. Shepard shows very 
plainly that the objections which have been brought 
out by the opponents of the Stevens Bill are not only 
not based on facts but that every objection made by 
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these opponents is overcome by a specific provision 
in the bill. 

AMERICAN ARTISAN, as heretofore, strongly recom- 
mends to its readers that they take every means 
within their power to induce their Representatives 
and Senators in the United States Congress to vote 
in favor of the passage of the Stevens Bill. One of 
the best methods of doing so is to write the respective 
Representatives and Senators a personal letter stat- 
ing that it is the wish of the writer—John Jones of 
Smithville, Iowa—that the Representative or Senator 
vote for the passage of the Stevens Bill, stating that 
John Jones feels that the enactment of this bill will 
be for the benefit, not only of the retailers but of the 
general public. 

There is no time like the present to write this letter 
and as soon as you have read this editorial and the 
article on page 32 in this week’s issue, write the 
letter to your Representatives and Senators and mail 
it at. once. 








THERE IS more than one way of missing profits in 

the retail hardware business—or for that matter in 

any retail, wholesale or manufacturing 

What It Costspusiness—but one of the most common 

to Be ; : ; . : 

indepentent. “*7* of doing so, and still less consid- 

ered, is that of assuming an imaginary 
independence. 

Here we have for instance a hardware dealer. He 
doesn’t get along very well with the two other hard- 
ware men in his town. In fact, he has nothing to do 
with them and yields them only the barest imitation of 
a nod when he meets them on the street. He tries to 
make capital of the fact that he is “independent,” 
“doesn’t belong to the Association and therefore isn’t 
bound by agreements as to prices, etc.” 

It is barely possible that he may gain a bit of trade 
by that sort of talk, but let us see if his independence 
isn’t a rather expensive proposition. 





—so-called 

He carries fire insurance. Being the sort of man he 
is, it is quite probable that he wouldn’t carry any, be- 
cause, as he says, “he doesn’t believe in cooperation” 
—and what else is fire insurance? But he has to carry 
fire insurance, because no wholesaler or manufacturer 
would extend him a line of credit if he didn’t. 

So he buys the most costly fire insurance he can 
find—because he “simply won't have any one dictate 
to him as to how he shall run his business’”—meaning 
that he isn’t willing to work with any other hardware 
dealer for their common good. He buys the “old 
time” fire insurance and pays premiums that are from 
25 to 100 percent higher than is necessary. 

In the report of the Pacific Northwest Hardware 
Mutual Fire Insurance Company, which is affiliated 
with the hardware dealers’ association in that section, 
a number of instances are shown where members have 
saved in policy premiums for fire insurance on their 
stocks all the way from one to two hundred dollars a 
year. 

This saving is a direct net profit—and the “inde 
pendent” hardware dealer, by assuming his attitude 
of being “wiser,” just passes up this opportunity o! 
saving each year several times the small amount he is 
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required to pay in membership dues to the state organ- 
ization. 

There are many other ways in which the “inde- 
pendent” dealer misses direct profits, and probably 
there will always be some of these “independent” hard- 
ware dealers, for it seems a providence of the powers 
that be that there must always be a certain percentage 
of foolish folk to make this world uncomfortable to 
live in. 








RANDOM NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 
A. W. Glessner, whom many know as head of the 
Excelsior Steel Furnace Company, Chicago, has for 
many years been prominent in the newspaper world 
as owner and publisher of the Gazette, of Galena, 
Illinois, but I note that he has recently relinquished 
control of the paper, turning it over to Edward 
Grimm, who has been associated with him in the 
publishing business for thirty years. 
* * *K 





George W. Milligan, who spends his spare time in 
selling Elite vacuum cleaners, but otherwise is mostly 
occupied with his high-power automobile, tells the 
following story on one of his friends who has a coun- 
try place with a bit of lawn around, which he enjoys 
keeping in “close trim.” 

One day while pushing the lawn mower, this friend, 
whom we shall call Jones for want of a better name, 
was stung by a hornet but suffered no serious dam- 
age except to his feelings. 

Sometime after Jones’ had moved back to their 
city apartment he was awakened by a buzzing sound 
almost directly above ‘him. 

He ducked his head under the covers. 

When he ventured an ear out to listen he heard 
the sound again, even louder than before. 

Again he ducked under the covers. Then, realizing 
that he couldn’t stay in bed all day, he put his head 
out from under the covers and yelled. This was 
with the idea of scaring whatever was buzzing. 

He succeeded in that, but it wasn’t a hornet or bee. 

It was a hired girl running a vacuum carpet 
sweeper on the floor of the flat overhead, says George. 

x * x 


I was quite interested in reading an account of a 
gathering of the officers and employes of the Engman 
Matthews Range Company, South Bend, Indiana. The 
South Bend Tribune gave more than a column to the 
story and it was mightly interesting to me, giving, as 
it did, an insight into the relations that exist in this 
Company and which ought to obtain in every business 
organization. 

The occasion was a “family dinner” given by the 
Company to its employes—about 150 in all were pres- 
ent—and the spirit of brotherhood and fellowship was 
so evident that no one could doubt that the same spirit 
governed the employes in the performance of their 
duties. 

A Presbyterian minister, Dr. C. A. Lippincott, 
sounded the keynote, dwelling upon man’s duty to him- 
self. “T tell you, men,” said he, “that every man owes 
it to himself to do his best at all times. He owes it 
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to himself to do the best work he possibly can. He 
owes it to himself not to slight any task that comes 
before him. Every time a man slights his work, fails 
to do his best, while he hurts his employer, he hurts 
himself more. Perhaps his employer can stand it; but 
he himself cannot.” 


The speaker also dwelt upon the obligation that 
rests upon employers of labor. They are more than 
mere purchasers of a commodity. They are stew- 
ards with a heavy responsibility to carry. They owe it 
to be concerned in the lives of their men quite as much 
as in the product of their hands, he said. 


Harry E. Engman, Jr., son of one of the’ founders 
of the Company, spoke in the same vein. 


“Some of you men are older than I am,” said Mr. 
Ingman, “but after all we are one big family and ] 
want you all to feel that I’m just a big brother to you 
all. When you're in trouble I want you to come to me 
and if I can and you deserve it, I will do what I can to 
help you. And | know you fellows, because we get close 
together, will see and understand our problems better. 
We know you only want what is fair and just and you 
know we only want what is fair and right. And we 
both know that neither can impose on the other. We 
are building ranges, but we are not putting iron, steel 
and copper alone into them. We are putting our intel- 
ligence, our hearts, our lives into them also.” 

Isn’t this the sort of spirit that goes to make an 
organization successful ? 

Isn't this the sort of spirit that will make the indi- 
vidual a success in life no matter what his position 
may be? 

When a man doesn’t merely work for what wages 
he may receive, but puts into his work the best there 
is in him, he will be certain to become more efficient 
and thereby force himself into more prosperous condi- 
tions, for true efficiency always brings full reward to 
the man who works with his full heart and mind. 

* * x 

We all know some one among our friends who 
is always ready to give a helping hand to others, and 
we usually like him much better for his being just that 
way. But I wonder if we wouldn’t feel just a little 
better and be “better friends with ourselves” if we 
followed his example more often. 

I was reminded of this by reading the following 
beautiful sentiment in poetical form, and I pass it on 
to my friends among the readers of AMERICAN 
ARTISAN: 

Did You? 
Did you give him a lift? He’s a brother of man, 
And bearing about all the burden he can. 


Did you give him a smile? He was down-cast and, blue, 
And the smile would have helped him to battle it through. 


Did you give him your hand? He was slipping down hill, 
And the world, so I fancied, was using him ill, 

Did you give him a word? Did you show him the road, 
? 


Or did you just let him go on with his load: 


Do you know what it means to be losing the fight, 
When a lift just in time might set everything right? 

Do you know what it means—just the clasp of the hand, 
When a man’s borne about all a man ought to stand? 


Did you ask what it was—why the quivering lip? 
Why the half-suppressed sob, and the scalding tears drip? 
Were vou brother of his when the time came of need? 
Did you offer to help him, or didn’t you heed? 
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HARRY L. WOOD. 


nye 


“The sunshine comes along with him.” 

The poet of an earlier day must have been a prophet 
as well to pen words an age ago, which so fittingly 
characterize the subject of our sketch. 

As far as we can learn, Harry L. Wood was born 
at St. Louis, Michigan, in 1878. His early life was 
spent on a farm nearby and from what we know of 
Harry as he is today, we have reason to believe that 
any farm duties that may have been delegated to him, 
were performed with a heavy heart, for Harry de- 
tests routine. 

We know, however, that during those years spent 
on the farm, a love for hunting and fishing was de- 
veloped, which has never been satiated. Spin a fish- 
ing yarn or show him a gun 
and his reminiscent self will 
quickly recall some personal 
incident which fits the situa- 
tion nicely. 

Harry’s longing for a con- 
tact with the world of oppor- 
tunities led him, at an early 
age, to associate himself with 
construction work. The con- 
struction of the Soo Canal 
held out bright prospects to a 
boy at that age and from the 
Soo he drifted farther and 
farther West, steering the 
ousiness end of a steam shovel 
through cuts and fills in the 
Rockies. Some mighty inter- 
esting tales of dangers and 
daring may be extracted from 
his inexhaustible fund, by 
judicious questioning and an 
occasional nod of approval 
and interest, should you 
chance to enjoy a quiet chat 
with him, while he interrupts his narrative for an- 
other puff from that favorite cigar. 

In 1900, however, this care free life was abandoned 
and for a period of years we find him cloistered in a 
hardware store with his father. 

About this time the warm air heating world held 
many secrets. It is not surprising, therefore, to find 
Harry’s ambition led him to the wider field of preach- 
ing warm air possibilities. Consequently, for ten 
years prior to 1915 he traveled the length and breadth 
of Michigan, as warm air heating salesman and engi- 
neer. 

What hardware or warm air heating man in Mich- 
igan does not know Harry L. Wood and welcome his 
approach? His earnest, sincere manner, tempered 





only with honest solicitude for his every acquaintance, 
has won for him an ever increasing number of loyal 
friends. Whether customer or competitor, the warmth 
of his smile and the firm shake of the hand carry the 
same message of good fellowship. 

As a heating man Harry is especially well regarded, 
for it has been his wont to continually study every 
development in warm air heating and recognize every 
progressive step in construction. A great many suc- 
cessful heating men in Michigan silently recognize 
him as the outside influence which directed them to- 
ward their real success, for we never find him happier 
than when explaining facts about warm air heating to 
practical installers, enthusing them with its possibili- 
ties or making simple a per- 
plexing problem. Nor is the 
apprentice forgotten! Actu- 
ated by a desire to see the ap- 
paratus maintain the high po- 
sition in the heating world 
which it justly deserves, he 
realizes that the fate of to- 
morrow’s jobs rests in the 
hand of today’s apprentice. 
Ilis mission is not’solely one 
of sales; the missionary spirit 
is highly developed. 

Harry's real opportunity 
came through the organiza- 
tion of the Rudy Furnace 
Company, which located at 
Dowagiac, Michigan, in 1915. 
In fact, the many features of 
construction which entitles 
the Rudy product to the name 
which so fittingly character- 
izes it, “That Different Fur- 
nace,’ are to a large extent 
the result of Harry’s study of 
every phase of warm air heater construction and the 
many suggestions gathered by him through years of 
actual contact with men who know the “practical” 
end of the heating business. 

Harry never says “yes” when he means “no.” That 
he has been successful, we may attribute as much to his 
sincerity as to his ability, for his judgment is not col- 
ored by the hope of glory or recognition. What more 
can we say? A consistent, energetic heating man, 
risen from the ranks. As time goes on, through his 
association with the Rudy Furnace Company, as 
Vice-president, the scope of his endeavor will be 
widened and it is logical to believe that both his in- 
fluence and fame of his product will continue to grow 
and expand. 
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HALL OF FAME 

















HARRY M. HART. 





In these days of war and pestilence there is a great 
deal of discussion in this country about the necessity 
for and advisability of “Preparedness.’’ ‘There are 
those who contend that the maintenance of a well- 
equipped army of considerable size would make the 
United States feel something like the proverbial man 
who carries a chip on his shoulder or, in other words, 
would be conducive to the tendency which makes men 
fight with or without very much of a reason or ex- 
cuse. 

On the other hand, there are a large number of 
men—and women for that matter, too—who argue, 
with considerable force, that the person who is not 
prepared to take care of himself in a physical way 
against the aggressions of 
others surely is made to suf- 
fer for his unpreparedness. 

Without in any way at- 
tempting here to say which of 
the two groups is right in its 
contention, it is rather inter- 
esting to note that everyone 
who has had any sort of mili- 
tary training is an advocate 
of preparedness and also that 
a great many who have had 
no military training of any 
kind are on the same side of 
the question. 

This, however, is not to be 
taken as an indication that 
because these people are in 
favor of equipping them- 
selves and having the youth 
of the country trained in mili- 
tary discipline and tactics, 
they also advocate a large 
standing army, for many of 
them do not. The principal 
point at issue with them is that a man who has not 
learned how to defend himself makes a poor job of it 
when he is forced to do so. 

Anyone who has ever met Harry M. Hart, general 
manager of the L. H. Prentice Company, installers 
of steam and hot water heating apparatus, is at once 
impressed with the fact that Mr. Hart is a believer in 
“Preparedness” at least so far as his own person is 
concerned, for he carries himself in a way that sort 
of gives the prospective hold-up-man the idea that he 
had better pass Mr. Hart up. 

And this way of carrying himself is one of the re- 
sults of the early training which Mr. Hart received 
during his school days, for he attended a military 
academy and here learned not only that it is neces- 





sary for a man to submit to personal discipline but 
also to keep himself in trim so as to take care of him- 
self in any physical encounter that might happen 
along. 

Harry M. Hart was born in Dyer, Indiana, in the 
year of Grace, 1878, and after he had gone through 
the grammar school he became a student at the Mich- 
igan Military Academy, at Orchard Lake, Michigan. 

Here, as has been stated, he coupled with his 
studies of the intricacies of algebra, chemistry, physics, 
a bit of history and other regular features of an aca- 
demic curriculum, a thorough course in military train- 
ing for several years, and if anyone should ask him 
what his opinion of that sort of training is, Harry’s an- 
swer would be quite emphatic 
and along the line that every 
young man ought to have it— 
for his own good as well as 
for that of the general public. 

Ile is quite positive in his 
statement that no one can 
inmake a good executive unless 
he has learned to obey in- 
structions implicitly and one 
of the best ways of learning 
that, says, Mr. Hart, is to be 
subject to military discipline. 

When Hart was 
twenty years of age he de- 
cided that it was time to go to 
work and so he sought out a 


young 


good place in which to learn 
everything in the 
which he decided was to be 
that of 
and hot water heating. 


business 


his life work steam 


The place he decided on 
was a position with the L. I. 
Prentice Company and he be- 
came an employe of this in 1898. It is 
worthy of note that he has remained with this com- 


concern 


pany ever since and mounted through various pos! 
tions of small and great responsibilities to that of 
general manager. 

Mr. Hart is a thorough believer in the value of 


trade organization and has for many years been a 
prominent member of the American Society of Heat- 


ing and Ventilating Engineers. Ife has served as an 
officer in various capacities of the Illinois Chapter of 
that organization, having occupied the office of presi- 
dent during the 1913 to 1914 term, and at the recent 
annual convention of the American Society of Heating 
and Ventilating Engineers, he was chosen president to 


serve during 1916. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The Sunray Stove Company has purchased an acre 
and a half of land at Delaware, Ohio, and will com- 
mence the erection of a modern factory building in 
the Spring. 

According to the /ndianapolis Star, the appoint- 
ment of a receiver for the General Stove and Furni- 
ture Company, Indianapolis, was asked in a com- 
plaint filed in Superior Court, by the Spence Table 
Company. The defendant is alleged to be insolvent. 

According to the New York Times of January 25th, 
a petition in involuntary bankruptcy has been filed 
against William I’. Straube, a stove manufacturer, 
Chicago, in behalf of the Fort Dearborn National 
Bank, Chicago, on claims aggregating $5,267 ; liabili- 
ties and assets not yet estimated. 
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NEW YORK STOVE SALESMEN PLAN GOOD 
TIME FOR FEBRUARY MEETING. 


The Stove Salesmen of New York State met on 
Friday evening, January 21, 1916, at their new 
spacious quarters, Allaire’s Scheffel Hall, 143 East 
17th Street, New York City. 

President Frederick A. Feld occupied the chair for 
the first time, and expressed his gratification over the 
large attendance of members. 

The resignations of Charles L. Krekel as Secretary 
and George S. Russ as Treasurer were finally accepted 
after a long discussion in which each member present 
participated, requesting them to serve another year. 
The President on behalf of himself and the associa- 
tion thanked them for the efficient service which they 
have rendered the Association for the past five years. 

President Feld then inquired of Daniel F. Biersack 
if he would kindly act as temporary secretary, until 
the members would elect someone for the office, and 
George S. Russ was requested to remain as temporary 
treasurer. 

The Entertainment Committee was instructed 
through a motion to provide suitable entertainment for 
the members and their friends at the next meeting, 
which will be Friday evening, February 18, 1916. 

The members also had the pleasure of having Past 
President George Wagoner of the mother association 
ut stove salesmen, the Pennsylvania organization, with 
them and it did one’s heart good listening to Brother 
Wagoner’s talk on Stove Salesmanship and the way 
in which the mother association had reached its high 
water mark, and wished to see the day that the New 
York organization would outgrow it because it is lo- 
cated in the metropolis. 

James M. Dowling, after thanking the members for 
the aid they had given him during the past year in his 
capacity as chairman of the Entertainment Commit- 
tee, said that he felt assured that his successor would 
surprise them all. Thereupon the new chairman, 


William J. Maskiell, arose thanking Mr. Dowling for 
his kind remarks, and also the President for the ap- 
pointment as chairman of one of the important com- 
mittees, and promised that he would do his very best 
with the assistance of the members in giving the As- 
sociation social entertainment. 

Charles Froelich, who has been one of the hardest 
workers for the Association, requested the President 
to recall him from all committees which he had been 
given the honor to serve on, as he felt he needed a 
vacation, especially as the Secretary and Treasurer 
were getting one. President Feld requested him as a 
personal favor to serve at least on the Entertainment 
Committee, where he has done such good work for the 
past six years, and that he would relieve him as chair- 
man of the Publicity Committee of which Holmer E. 
Sherwood accepted the chairmanship. The meeting 
adjourned at 10:30 P. M. and refreshments were then 
served to the members. 


os 


PATENTS ASH SIFTING SHOVEL. 

The United States Patent Office has granted patent 
rights, under number 1,165,574, for an ash sifting 
shovel to William 
James Davidson, Win- 
nipeg, Manitoba, Can- 
ada. It is described 
herewith: A __ sifting 
shovel adapted for use 
in the ash pit of a fur- 

oe). ee Tf nace, said shovel hav- 
ing a screen portion and a handle and means on the 
handle to jar the shovel, said means comprising a pair 
of projecting members spaced apart and positioned to 
alternately engage the front plate of the furnace on 
the opposite sides thereof as the shovel is reciprocated. 








IMPROVED DOME DAMPER FOR FIREPLACES. 








The latest design of the Stover dome damper for 
fireplaces is shown in the accompanying illustration. 





Stover Improved Dome Damper. 


According to the manufacturers, the chief feature of 
this type is that the cover of the damper is pivoted in 
the center, which with the worm mechanism, results 
in unusually easy action without danger of the posi- 
tion of the cover being altered by drafts or vibrations. 
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They also state that the damper is substantially con- 


structed, the dome is very high and the flanges at the 
sides are wide so as to allow freedom in arranging the 
angle of the side walls of the fireplace. To give the 
dealer full particulars, the manufacturers will send 
their catalog of fireplace fixtures, number 1550, illus- 
trating and describing the damper and other acces- 
sories, also giving details of their installation. Those 
desiring copies of this catalog and information about 
others of the Company’s products should address the 
Stover Manufacturing Company, 719 East Street, 
Freeport, Illinois. 





HEAT DISTRIBUTER FOR COOKING 
COMPARTMENTS PATENTED. 





Harold V. Coes, New Haven, Connecticut, assignor 
to The Sentinel Manufacturing Company, New 
Haven, Connecticut, 
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Rice Ane I~ pit 4 has secured United 
« w\ ells States patent rights, 
aa 34-] under number 1,- 
oan 4 168,857, for a heat 


distributer for cook- 
ing compartments 
described in the fol- 
lowing: In a cook- 
ing apparatus for 
conjoint fire and 
fireless cooking, the 
combination with an 
cooking 
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1,168,857 
insulated 
compartment having an insulated front door, an 
egress draft-passage in its upper portion, and a burn- 
er opening in its lower portion, of a closure for the 
said egress draft passage, a burner co-acting with the 
said burner opening, an open front removable heat 
distributer smaller in size than the said compartment 
in which it is positioned to form air spaces between 
its exterior surfaces and ‘the interior surfaces of the 
said compartment, a baffle plate mounted in the lower 
end of the said heat distributer for deflecting the 
heated air into the said air spaces from which it 
reaches the said egress draft passage, an equalizer 
centrally located upon the lower face of the said 
baffle plate, and a heat conserver adapted to be inter- 
posed between the said baffle plate and the bottom of 
the said compartment and arranged over the burner 
opening therein. 





FAVORITE STOVE AND RANGE COMPANY 
HOLDS ANNUAL MEETING. 


The annual meeting of the Favorite Stove and 
Range Company was held at Piqua, Ohio, on Monday, 
January 24th, at which the election for officers re- 
sulted as follows: Stanhope Boal, President; E. W. 
Lape, Vice-president and Treasurer; L. M. Frigge, 
Secretary; John H. Fecker, Superintendent, and the 
following Board of Directors: Stanhope Boal, Jacob 
Bettmann, E. W. Lape, C. C. Winkelmann and C. C. 
Jeleff. It is reported that the last year was a very 
satisfactory one and indications point that 1916 will be 
equally as satisfactory as they are adding several new 
lines and getting out some new and attractive patterns. 





AMERICAN ARTISAN AND HARDWARE RECORD 





PATENTS GRATE FOR GAS RANGES. 


Robert B. Caverly, Philadelphia, assignor to Hale 
and Kilburn Company, Philadelphia, has been granted 
United States patent rights, under number 1,168,852, 
for a grate for gas ranges described herewith: The 
combination with a top frame of a range adapted to 
be given a flat enamel finish and having an opening 
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therethrough, of a grate mounted across the opening, 
comprising a single sheet of pressed metal having 
openings therethrough, downturned edge flanges rest- 
ing on said top frame adjacent the opening therein to 
form the support for the grate, and having baffle plates 
secured to its under surface, said baffle plates having 
vertical flanges extending downwardly within the top 
frame opening and parallel to and adjacent to edges 
thereof, but spaced from said edges and from said 
downturned edge flanges, substantially as set forth. 
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WRITE FOR THIS CATALOG OF OIL STOVES 





The 1916 catalog of the Clark Jewel oil stoves has 
been issued and is ready for distribution. It illus- 
trates and describes the wide line of oil stoves and 
ranges, together with the various accessories and re- 
pair parts. The manufacturers state that the Clark 
Jewel oil stoves will continue to have the same five 
burner construction as in former years and that cer- 
tain improvements have been added in details of the 
construction and finish. The stoves will as heretofore 
be furnished in black japan as well as the attractive 
olive green enamel. Copies of the catalog may be 
obtained by addressing George M. Clark and Com- 
pany Division of the American Stove Company, Chi- 


cago. 





PATENTS HOT PLATE. 


Conrad Franz, Erie, Pennsylvania, assignor to 
Germer Stove Company, Erie, Pennsylvania, has pro 
or cured United States 

‘ under 





patent rights, 


number 1,168,875, for 








a hot plate described 





"1,168,875. 2472? herewith: In a_ hot 
plate, the combination of a top plate; a burner below 
the top plate; a mixer tube extending laterally from 
the burner; a protecting ring around the burner sup- 
ported on one side on the mixer tube and at the bppo 
site side by the top plate; a connection between the 
burner and the protecting ring at the side opposite the 
mixer tube; and means for supporting the mixer tube 
outside the protecting ring. 
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Apparently when some hardware dealers read about 
business conditions being so much better than last 
spring they do not take the time to investigate and see 
for themselves, but simply are contented with the 
false belief in their own minds that business is no 


better. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 58 to 63 inclusive. 








The Marshall-Wells Hardware Company will add 
three stories to their present four story warehouse 
building at Portland, Oregon. 

The Noera Manufacturing Company, Waterbury, 
Connecticut, manufacturers of hardware specialties, 
will erect a brick addition to their plant. 

According to the New York Times, Julius Ullman, 
dealer in hardware at 1619 First Avenue, New York 
City, has made an assignment to Jerome Harris. 

According to the New York Times, a petition in 
bankruptcy has been filed against Abraham D. Lubash, 
dealer in hardware and house furnishings at 2943 
Third Avenue. Mr. Lubash made an assignment in 
the Bronx to M. J. Le Boyer. 

D. IE. Giesen Company, who conduct a very large 
hardware and tool store at 215 Prospect Street, Cleve- 
land, Ohio, are remodeling their premises and have 
turned the entire second story of their building into an 
attractive sales room. Their rapidly increasing busi- 
ness necessitated: this enlargement. 
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WALTER M.TAUSSIG GOING INTO BROADER 
FIELD OF ACTIVITY. 


Walter M. Taussig, president of Wiebusch & Hil- 
ger, Limited, New York, and of the Challenge Cut- 
lery Corporation, Bridgeport, Connecticut, while re- 
taining his interests in these companies and remaining 
with them in an advisory capacity, has become a di- 
rector and officer of the American Chain Company, 
Bridgeport, Connecticut, and will hereafter devote 
the greater part of his activities to the interests of the 
latter company. 

Through the consolidaticn of the American Chain 
Company and the Weed Chain Tire Grip Company, 
the sales organization of these combined interests has 
become sufficiently large to make it necessary and de- 
sirable for the company to market all of its products 
through its own organization, covering in a large way 
both domestic and foreign fields. It is for this reason 
solely, it is stated, that its relations with Wiebusch 
& Hilger, Limited, who formerly sold its products to 
the merchants’ trade, have been changed. 

Wiebusch & Hilger, Limited, will retain all of their 
other agencies, and the business will be continued un- 
der the active management of P. L. Van Alstine, who 
has been elected treasurer of the company, and with 
Mr. Taussig’s advice and assistance the business will 
be continued in the same energetic and successful 
manner as heretofore. 


SAUL REPRESENTING UNIVERSAL CASTER 
AND FOUNDRY COMPANY ON 
PACIFIC COAST. 


Eugene C. Saul, one of the best known salesmen 
in the hardware field, has taken over the line of the 
Universal Caster and Foundry Company, of, Newark, 
New Jersey, for the Pacific coast territory. Mr. Saul’s 
office is in the Monadnock Building, San Francisco. 
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VISITING LADIES OF ILLINOIS HARDWARE 
DEALERS TO BE ENTERTAINED BY 
CHICAGO LADIES. 








A committee has been appointed by President John 
Schuberth of the Chicago Retail Hardware Associa- 
tion to entertain the ladies of visiting delegates to the 
Convention of the L[llinois Retail Hardware Associa- 
tion during the week of February 8th. The commit- 
tee is composed of the following: 

Mrs. John Schuberth, chairman; Mrs. Gustav G. 
Kngelhardt, secretary; Mrs. Grant W. Porter; Mrs. 
‘red Ruhling; Mrs. John Hora and Mrs. Simon J. 
Koehler. 

Tuesday, at 1 P. M.—Lady visitors to the Con- 
vention will meet with the committee at the Hardware 
Club Rooms, 56 East Randolph Street, and after an 
informal reception, a high class moving picture show 
will be attended. 

Wednesday, at 1 P. M.—The Ladies’ Auxiliary of 
the Hardware Club will hold a reception for the visit- 
ing ladies and will entertain at a luncheon. 

Thursday, at 1 P. M.—tThe visiting ladies will be 
guests of the committee at a luncheon, to be followed 
by a matinee at one of the vaudeville theatres. 


PITTSBURGH RETAIL HARDWARE DEALERS’ 
ASSOCIATION MEET FRIDAY, 
JANUARY 28. 








The regular monthly meeting of the Pittsburgh Re- 
tail Hardware Dealers’ Association was held [‘riday 
evening, January 28th, at the Fort Pitt Hotel. The 
amendment to one of the By-Laws, providing for the 
admission of eligible retail hardware dealers who are 
located outside of the territory covered by the present 
By-Laws if there is no local hardware association in 
their district, was discussed, and matters relating to 
the convention in February also were taken up. Of- 
ficers for the ensuing year were elected and the Enter- 
tainment Committee provided a light luncheon and the 
usual smokes. 





A man’s character is indicated by the way you look 
at him, whether up to him, down on him, into him, or 
look out for him. 
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Good Citizens Should Work for Repeal of © 
Present Anti-Revolver Acts 








A Chicago banker living in one of the North Shore 
suburbs outside of the city limits and going back 
and forth between his home and his place of business 
in his automobile, entered a Chicago hardware store 
one day to buy a couple of automatic pistols with 
which to protect himself, as a number of holdups had 
occurred at a certain spot on the road which he had to 
pass morning and evening. The hardware dealer in- 
formed him that it would be necessary for him to 
secure a permit from the Superintendent of the Chi- 
cago Police Department before he could buy the 
guns. The banker went to the office of the Superin- 
tendent of Police and after considerable waiting was 
informed that he must bring with him two neighbor- 
ing householders who would vouch for his good char- 
acter before the permit could be issued. 

The banker concluded that rather than go to this 
trouble, he would try another method and sent an 
order by letter for the two automatic pistols to the 
hardware dealer, requesting him to deliver them by 
parcels post at his home in the suburb. This was 
done and the banker came in possession of the guns. 

So long as he kept them in his home he had 
broken no laws nor had the Chicago hardware dealer, 
but the moment he put them in his automobile or 
carried them around in his overcoat when he came 
into Chicago, he had violated the Chicago Anti-Re- 
volver Ordinance. 

A student at one of the colleges in Chicago wanted 
to secure a revolver for target practice, but being 
informed by the hardware dealer at whose store he 
called to buy the gun, that a permit from the Super- 
intendent of Police would be necessary, the young 
man decided that this was too much trouble and a 
classmate living outside of Chicago in one of the sub- 
urbs volunteered to procure a revolver for him. The 
suburban student did buy the revolver and tutned it 
over to a third student who was to collect the amount 
involved from the first student. 

Thus the Chicago Anti-Revolver Ordinance did not 
prevent the student from securing the gun he wanted, 
hut it did cause three young men to break the law. 

Mr. Jimmy Burglar had the misfortune sometime 
ago to lose his automatic pistol while in the perform- 
ance of one of his hazardous jobs and knowing that 
he could not buy another one from a Chicago dealer, 
invested twenty cents in carfare to go to Hammond, 
Indiana, where without any trouble he obtained the 
gun he wanted. Here again the Chicago Anti-Revol- 
ver Ordinance utterly failed to accomplish its pur- 
pose. 

This ordinance, like many similar state laws, was 
framed by well-meaning persons who intended to 
make it difficult for the criminal to obtain firearms or, 
?s has been stated by some of the advocates of these 
laws, for the purpose of reducing the chance of a 


man to become a criminal through the possession of 
a revolver. Their argument is that if a man owns a 
revolver or automatic pistol, he is more likely to let 
his anger get the best of him and thus do serious 
bodily injury to the person against whom he has a 
grudge. . 

As has been shown in the foregoing, none of these 
laws carrying provisions requiring the issuance of a 
permit to buy and possess a revolver, prevent the 
man of criminal intent from securing such a weapon; 
but they do keep the law-abiding citizen from obtain- 
ing the only means of defense that will make it pos- 
sible for him to have an even chance with the criminal 
who does possess a gun. 

A few days ago a sergeant of police in Chicago 
killed two of his children and then committed suicide, 
using the revolver which had been issued to him by 
the Chief of Police as a part of his equipment. Did 
the Anti-Revolver Law in any way prevent this man 
suddenly seized with lunacy from committing this 
crime ? 

What Police Officials Think of Chicago’s Anti-Revolver 

: Ordinance. 


In the Chicago Tribune of January 28th, the fol- 
lowing news item was published which shows what the 
Chicago police officials think of the Anti-Revolver 
Ordinance of that city: 

Although the city ordinance requiring permits for 
the purchase of revolvers has been in effect since June 
20, 1914, only 848 such permits have been issued. 
Several banks have recently made application, the lat- 
est being the People’s Trust and Savings bank, which 
obtained permission to buy six revolvers for the cash 
iers’ cage. 

Assistant Chief Schuettler declares the ordinance is 
a “joke” 

“All that is necessary to evade it is to go out of 
town—say to Evanston—and you can purchase all the 
guns you want without being placed on record with 
the police department,” he said. ‘Moreover the fee 
in Chicago is $1.00, and by paying 20 cents carfare 
you can get out of paying a fee. The only way to 
regulate the sale of revolvers is by passing a federal 
law.” 

Ifforts are being made in a number of states to 
have obnoxious legislation of the kind indicated in 
the foregoing repealed during the present sessions of 
the legislatures, and in view of the facts cited in the 
foregoing it would seem that all law-abiding citizens 
should get behind the efforts which are thus being 
put forth to have the ineffective and dangerous laws 
repealed and substitute in their place laws which will 
entail severe punishment for the carrying and use of 
firearms for illegal purposes. 

It is a well known fact that a very small percentage 
of the criminals who are caught while committing a 
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holdup or burglary or any other kind of robbery or 
after having committed such crimes, are found to 
have in their possession some kind of a gun or some 
other weapon of a dangerous character. It is also 
true, however, that very little attention is paid by the 
court and the prosecuting officers to the circumstance 
that the criminal did carry such a weapon. When he 
goes up for trial, the testimony in most cases is con- 
fined almost exclusively to the facts relating to the 
actual robbery or whatever other crime was com- 
mitted. In some states there are special provisions 
under which the punishment for a crime is consider- 
ably increased if the convicted criminal was also 
found guilty of having a gun in his possession at the 
time the crime was committed. 

It is legislation of this sort, rather than laws and 
ordinances which tend to prevent the law-abiding 
citizen or make it difficult for him to secure proper 
means of defense against crime, that is needed, and 
every good citizen should cooperate with those who 
are now endeavoring to have such laws placed on 
the statute books instead of the present ineffective and 
very dangerous laws now in existence in many states. 





MICHIGAN RETAIL HARDWARE ASSOCIATION 
ARRANGES SPLENDID PROGRAM FOR 
ANNUAL CONVENTION. 





According to a letter from Arthur J. Scott, Marine 
City, Michigan, Secretary of the Michigan Retal Hard- 
ware Association, their Program Committee has ar- 
ranged a most interesting and evenly balanced pro- 
gram for their Annual Convention at Grand Rapids, 
February 15, 16, 17 and 18. 

The principal speakers at the Convention will be 
Paul H. Neystrom, New York City, who will talk on 
“Salesmanship”; Stanley L. Krebs, Philadelphia, on 
“Two Snakes in a Business Brain”; Curtis M. John- 
son, Rush City, Minnesota, on “A Dealer’s Service to 
His Community”; Roy F. Soule, New York City, on 
“Points of Contact”; A. T. Stebbins, Rochester, Min- 
nesota, on “Mutual Fire Insurance,’ and Bevan Law- 
son on “Price Maintenance.” 

An innovation in the conducting of the Question 
Box has been decided upon, and pamphlets have been 
issued containing many questions, divided under such 
headings as Buying, Trade Building, Selling, Collec- 
tions, Competition, Insurance, etc. A committee of 
twelve dealers will conduct the discussions, each one 
handling the questions coming under the general 
heading assigned to him. It is quite certain that this 
feature will prove most interesting and instructive. 

On Tuesday evening, February 15th, there will be 
a theatre party at the Keith’s Empire Theatre and 
on Thursday evening there will be a buffet luncheon 
and entertainment at the Pantlind Hotel, at which 
the manufacturers and jobbers of Grand Rapids will 
be hosts. 

The visiting ladies will be entertained by a Ladies’ 
Committee during the business sessions. They have 
arranged for a theatre party at the Majestic Gardens 
on Wednesday afternoon, February 16th, and a pro- 
gressive card party at the Pantlind Hotel on Thurs- 
day evening. 


QUESTION BOX MOST PROMINENT FEATURE 
OF SOUTH DAKOTA HARDWARE 
DEALERS’ CONVENTION 
PROGRAM. 





‘The Annual Convention of the South Dakota Re- 
tail Hardware Association will be held February 1, 
2, 3 and 4 at Sioux Falls. 

The program is marked by the absence of set 
speeches and in their place the Question Box becomes 
the most important feature as will be noted from the 


following outline: 


Tuesday, February 1, 

Forenoon session, 11 a. m.—Meeting of executive com- 
mittee, Parlor C, Cataract Hotel. 

Afternoon session in Gilbert’s Hall, 2 p. m—Opening 
ot convention by the president, H. C. Parker. 

Music. 

Short addresses by manufacturers, jobbers and their rep- 
resentatives. 

Reports of president, secretary and treasurer. 

The president will appoint committees on Legislation, 
Resolutions, Auditing, Nominations and Grievances. These 
committees will meet for organization immediately after ad- 
journment of this session. 

Wednesday, February 2. 

The executive sessions will be “Question Box” sessions, 
the questions being contained in booklet “Problems of the 
Retail Hardware Merchant.” 

“Trade Building’—Led by F. J. Shephard, Mitchell. 

“Profitable Lines”’—Led by William Morsfelder, Avon. 

“Buying”’—Led by John R. Silkensen, Dell Rapids. 

Evening.—Entertainment. 

Thursday, February 3. 

Executive session 1:30 p. m. 

Question box. 

“Price and Service’—Led by P. O. Beaulieu, Winner. 

“Selling’—Led by Edward A. Ryan, Spencer. 

“Profits’—Led by D. D. Gross, Yankton. 

“Cash and Credit’”—Led by U. R. Iwerks, Alpena. 

“Collections’—Led by Nick Kieffer, Fedora. 

“Competition’—Led by O. W. Anderson, Lane. 

Afternoon session in Gilbert’s Hall—Executive session 
1:30 p. m. 

“Jobbers’—Led by Frank Smith, Sioux Falls. 

“Local Clubs”’—Led by K. A. Ramsey, Marvin. 

“Merchant and Farmer’—Led by R. L. Collingnon, 
Woonsocket. 

“Association’—Led by George Rew, Mitchell. 

“The Convention”’—Led by John Van Meter, Letcher. 

“Value of Trade Paper’—Led by A. G. Steinfeld, Fair- 


view. 











Friday, February 4. 

Executive session 1:30 p. m. 

“Insurance.” 

“Legislation’—Led by F. I. Pixley, Montrose. 

“General”—Led by H. A. Peterson, Mitchell. 

Consideration of both new and unfinished business. 

Report of committees. 

Election of officers. 

Adjournment. 

At the close of this session the new Executive Commit- 
tee will hold a short meeting. 


REGISTERS TRADEMARK ON CUTLERY. 





Under serial number 87,173 copyright has been 
granted to the Oneida Community, Limited, Oneida, 
87,173, New York, for the trade- 
COMMONITY mark shown in the accom- 

panying illustration. The 

particular description of 
goods is: Carving knives, ice cream knives, desseri 
knives, dinner knives, tea knives, bread knives, meat 
knives, fish knives, daggers, fish eaters, shears, cheese 
scoops and pincers made of non-precious metal. The 
Company claims use since on or before 1908 and tie 


claim was filed June 7, 1915. 


If consistency is a jewel, persistency is money :n 
the bank. 
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Hardware Dealers Must Advance Prices 
on All Lines to Make Fair Profit 


By Witiiam T. Gormtey, of Bullard and Gormley Company, Chicago, Illinois. 








On page 21 of the January 22nd issue of AMERICAN 
ARTISAN I discussed some of the reasons why J con- 
sidered it good policy for 
retail hardware dealers to 
go into the market and 
make provision for secur- 
ing supplies to last them 
during the coming season 
at least. 

The natural inference of 
the facts as related in that 
article is that whatever the 
merchant or the hardware 
dealer buys now will cost 
him more money than it previously did and this again 
means that if he is to make a reasonable profit on his 
investment over and above a fair pay for the labor 
he performs in operating his store, he must ask higher 
prices from the consumer. . 

The question naturally comes up as to whether it 
would be good policy to let the selling prices remain 
as they are on the merchandise which is now in stock, 
or whether these prices should also be advanced, and 
it may be of interest to some hardware dealers who 
have not yet decided on this point to know of what 
is being done by others, and I shall in the following 
give some of the reasons for the argument that the 
best method is to advance prices now rather than to 
wait until the present stock is exhausted. 

Some of us are prone to look upon the grocer as a 
person who occupies a lower scale in the merchan- 
dising field, but if we observed his methods, we would 
find that in many ways he uses superior judgment 
than many of us who are engaged in the retail hard- 
ware business. 

Let us suppose that the traveling grocery salesman 
calls upon the owner of a grocery store and informs 
him that on Saturday, January 29th, the price of gran- 
ulated sugar will be advanced from $4.85 to $5.65. 
Does Mr. Grocer wait until he has sold the three 
barrels of sugar he has in his stockroom or dges he 
advance his price on Saturday, January 29th? 

According to the statements of those who must be 
supposed to know, the grocer who knows his busi- 
ness does not wait, but takes the extra profit on the 
three barrels he has in stock, knowing full well that 
when the price is reduced he will have to cut his 
price on the day that the reduction is announced, no 
matter whether he has half a barrel or ten barrels in 
stock. 

Following this line of argument, it would therefore 
seem the proper policy for the retail hardware dealer 
to go through his stock and re-mark every item on 
which an advance has been announced. And it is pe- 
culiarly fortunate that the price advances have come 
just at this time, because this is the month of the 





Willlam T. Gormley. 





annual inventory, and much additional labor and 
trouble will thus be avoided. The re-marking can be 
done at the time the inventory is being taken. 

There is this point, however, to consider: that some 
of the other hardware dealers in the same community 
may not advance their prices, some of them arguing 
that by sticking to the lower figures as long as pos- 
sible, they may gain additional business; while others 
are of the slipshod kind who pay little or no atten- 
tion to the higher cost they have to pay for mer- 
chandise, continuing to mark their stock at the same 
price they have been in the habit of doing. 

This opens up a question which has been discussed 
many times before and which will probably never be 
conclusively decided—that of whether price is the 
most important factor in making a sale and holding a 
customer. 

So far as my own personal opinion is concerned, 
I do not hold to this opinion, for it has been demon- 
strated to me time and again that two stores doing 
business in the same block and catering to the same 
class of trade may follow entirely different methods 
in marking their merchandise and that one store may 
ask prices considerably higher for the same grade and 
have no trouble in getting those prices. 

I have seen hardware dealers refuse to cut prices on 
staple lines such as nails, hinges and other items, the 
intrinsic value of which can be ascertained compara- 
tively easily, and yet these hardware stores have con- 
tinued to grow and prosper in competition with other 
hardware stores which made a policy to cut prices on 
staple lines. 

And, of course, when it comes to merchandise, the 
intrinsic value of which is not known to the average 
consumer, the mere figure of the selling price is in 
itself no indication of its value and here the customer 
can only judge by the general character of the store 
which he patronizes. 

Generally speaking, I believe it can be truly stated 
that while price, of course, is of some importance in 
making a sale and holding a customer, by far the most 
important considerations are those of service and gen- 
eral satisfaction and when a retail hardware dealer 
operates his store with those two as his chief guide 
posts, he is more likely to make a success than if he 
depends solely on price as a means of contracting 
and holding trade. 

If we look at the matter in this light then we shall 
have no hesitancy in marking up the stock which we 
have on hand now, so that the selling price will be in 
harmony with the new cost price. 
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Chicago, January 24, 1916. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








HIGH CLASS WINDOW DISPLAY OF BATH 
ROOM FIXTURES. 


The accompanying illustration shows a novel win- 
dow display of bathroom furnishings arranged by J. 
FE. Gallagher of the Wimberly and Thomas Hardware 
Company, Birmingham, Alabama, which received Hon- 
orable Mention in AMERICAN ARTISAN Window Dis- 
play Competition. Here we have a faithful reproduc- 








of the wares, together with signs and cards bearing 
the names and brands. The entire display bespoke of 
infinite consideration, and the increased sales more 
than amply compensated for the expenditure involved. 


—~-@———_—___—— 


CLEVELAND STONE COMPANY HOLDS 
ANNUAL MEETING. 





The stockholders of the Cleveland Stone Company, 
Cleveland, Ohio, at their annual meeting elected the 





Window Display of Bath Room Furnishings Which Received Honorable Mention in AMERICAN ARTISAN Window Display 
Competition. Arranged by J. E. Gallagher for Wimberly & Thomas Hradware Company, Birmingham, Alabama. 


tion of a bathroom equipped with every accessory to 
the smallest detail. 

The window containing the display measured 10x 
10x12 feet, its background and side representing two 
walls of the room. Around these ran a wainscoting 
of metal, four feet high, stamped to imitate tile. The 
walls, built of composition board, were painted blue 
while the 1%xz2 inch strips covering the edges and 
the wainscoting took a white tint. To continue the 
creation of natural conditions the floor was covered 
with white hexagon tile with a fancy border of blue 
and white tile. 

In suitable places about the room were attached all 
the various accessories, and extreme care was taken 
to form a most convenient arrangement. The space 
in the center of the room contained a neat showing 


following directors: Commodore George H. Worth- 
ington, J. H. Wade, E. A. Merritt, General George A. 
Garretson, L. A. Murfey, William G. Dietz, Andrew 
Squire, former Judge W. B. Sanders, H. W. Cald- 
well, J. R. Miller, and C. W. Walters. 

The Board then selected the following official staff : 
Mr. Walters, president; Mr. Wade and Mr. Caldwell, 
vice-presidents; Mr. Miller, secretary-treasurer, and 
A. V. Brown, assistant secretary. 

It was the consensus of opinion at the meeting that 
the outlook for business is very good except for the 
possibility that steel mills may be unable to deliver 
sufficient structural steel, thus retarding other indus- 
tries. 





Prosperity has decided that she won’t wait for pos- 
terity. 
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HUNTING GOODS WINDOW DISPLAY. 





An interesting window display of hunting goods, 
which received Honorable Mention in AMERICAN 
ArTISAN Window Display Competition, is shown in 
the accompanying illustration. It was prepared by 
Harry J. Imschweiler of the Sanner Hardware Com- 
pany, Tremont, Pennsylvania. 

The window displayed to good advantage rifles and 
shotguns, shells and cartridges, hunting clothes and 
other accessories. The arrangement was made espe- 
cially attractive by lining the window corners with 
branches and leaves, scattering leaves over the floor 
and boxes, and mounting various wild animals and 
birds in realistic positions. 

On the background, which was dark colored, were 
shown hunting costumes, and in front of these stood 











and a big banquet, served to make the occasion the 
most successful of any held heretofore. 

The schedule of talks, demonstrations and discus- 
sions was arranged so as to have every hour count 
for increased sales efficiency. On the first day, the 
subject of “Door Hangers” was thoroughly reviewed, 
while the evening was devoted to “Sales Experience” 
talks. 

lor the next day the program consisted of a series 
of interesting talks on “Overhead Carrying Equip- 
ment,” “Tire Door Fixtures,” “Grindstones, Grind- 
ers and Iixtures” and many similar subjects, the dis- 
cussions being led, as on the previous day, by ‘A. J. 
Gering and E. J. G. Phillips. The evening was the 
occasion of the indoor game between the office men 
and the salesmen which took place at the Aurora 
Y. M. C. A. Although president W. H. Fitch, sec- 





Window Display of Hunting Goods Which Received Honorable Mention in AMERICAN ARTISAN Window Display 
Competition. Arranged by Harry J. imschweiler for the Sanner Hardware Company, Tremont, Pennsylvania, 


a tall display rack holding rifles and shotguns with 
price tags attached to the barrels. In the foreground 
there were several neatly arranged groups of am- 
munition boxes and attractive show cards. 

The display proved to be very interesting and 
doubtlessly increased the store’s sales of hunting sup- 
plies. 


+--+ 
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SALESMEN OF RICHARDS-=-WILCOX 
MANUFACTURING COMPANY MEET IN 
1916 CONVENTION. 





The 1916 “Get Together” Convention of the sales- 
men of the Richards-Wilcox Manufacturing Com- 
pany, Aurora, Illinois, took place recently in Aurora. 
A comprehensive program of instructive talks and 
discussions, supplemented by an indoor baseball game 


retary M. D. Jones and superintendent P. L. |loffman 
of the Company performed for the office force, they 
were defeated in a thrilling, “big-league,” battle. 

Thursday found the assembly discussing hardware 
specialties and other hardware accessories. Then the 
big time of the “Get Together Banquet” arrived, and 
all the salesmen assembled in the beautifully decorated 
hall of the Y. M. C. A. A splendid repast, named 
“(Good Dope” combined with toasts, encomiums and 
prophecies gave to all present the time of their lives 
and imbued them with renewed vim and determination 
to spread the knowledge of their Company’s products 
and principles, and to make the present year a record- 
breaker in sales and good will. 

cinieeeoacianseuieta amas 

When you have bargains to offer your trade, see to 

it that your trade hears about them. 
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UNIQUE ADVERTISING NOVELTIES AT THE 
STATE HARDWARE CONVENTIONS. 


At the Annual State Hardware Conventions, 
the manufacturers of the Penn Safety Razors are 
advertising these products by two unique methods, 
both of which never fail to arouse great interest and 
good fellowship among those attending. 

The first of these is a “Human Automaton,” Glason 
by name, who acts as a mechanical figure in imitating 
the motions of shaving with the Penn razor—raising 
and lowering the arm with the razor near the face and 
turning the head from side to side. The reason at- 
tributed by his employers to the tremendous interest 
he arouses, is that his clockwork impersonation 1s 
without a flaw. The blank stare with which he goes 
through the motions of shaving is the gaze of a 
mechanism, such as we see on the mechanical toys 
bought at Christmas time. These toys as a rule are 
short-lived, but Glason has kept this act up for years 
without getting out of order, perfecting an art which 
has entertained thousands of people in cities from 
Maine to California. No doubt, at first it must have 
been a great strain to keep from doing something 
human, but it is said that now he can remain per- 
fectly motionless, without winking, for four hours. 

The second novelty that the manufacturers, A. C. 
Penn, Incorporated, 100 Lafayette Street, New York 
City, employ is a “Lucky Number Contest,” which is 
said to resemble a presidential convention at the mo- 
ment when one section has commenced to “whoop it 
up” for some “favorite son.” 

The contest is conducted in this manner:  But- 
tons are distributed to everyone attending the Con- 
vention, every tenth button having a companion but- 
ton somewhere on someone in the crowd. ‘Then, 
when the wearers of these tenth corresponding but- 
tons find each other, they are entitled to a Penn Safety 
Razor. 

As a means of creating friendly interest among 
strangers this contest proves to be most successful. 
The fun is fast and furious, creating much enjoy- 
able excitement. Everybody gets to know every- 
body else and naturally becomes acquainted with the 
products advertised. 





SECURES PATENTS FOR DOOR LOCKS. 

William A. Lurie, Chicago, Illinois, has procured 
United States patent rights, under numbers 1,168,524 
and 1,168,525, for two styles of door locks described 
in the following: 

Number 1,168,524: In a lock, the combination of 
a bolt plate having a head, pawls pivoted in said head 
and having inner and outer teeth adapted to project 
beyond the opposite sides of the head, a bar movable 
on said bolt plate tending to keep said pawls spread 
apart with the teeth projecting, opposed latch plates 
in the jamb with which the door is associated, means 
controlled by entry of the bolt into the jamb for 
causing said latch plates to be moved against the op- 
posite sides of said bolt head and in front of the outer 
teeth of the pawls when said teeth are projected from 
the head, an escutcheon plate on the door having an 
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opening through which the ball head travels and dis- 
posed in front of the inner teeth of the pawls when 
such teeth are projected, and actuating means asso- 
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ciated with said bolt plate and bar thereon and 
adapted to first cause shifting of said bar to release 


the pawls and then inward movement of said ball 


plate. 

‘ Number — 1,168,525: 
| In a door lock, the 
_ combination of a con- 

taining case having a 
face plate provided 
with a bolt opening, a 

bolt member having a 

head adapted to slide 

through said opening, 
detent pawls pivoted in 
said head and _ having 
detent teeth, means 
tending to swing said 
pawls to be entirely 
within said head, a 
spreader bar slidable on said bolt member, spring 
means acting on said bolt member and spreader bar 
and tending to force said members outwardly, means 
for causing outward movement of the spreader bar 
on the bolt member before outward movement of the 
bolt member by the spring means, said spreader bar 
being adapted during the latter part of its outward 
movement to co-operate with said pawls to spread 
them apart to carry their teeth beyond the sides of the 
bolt head, a detent member for checking the forward 
movement of said spreader bar on said bolt member 
before said spreader bar reaches full outer position 
whereby to prevent co-operation of said bar with said 
pawls and to allow the bolt head to reach its outer 
position while the pawls are still within the head, and 
means for effecting release of the detent member after 
the bolt head has reached its outer position whereby 
to then allow the spreader bar to co-operate with the 
detent pawls to spread said pawls to carry their teeth 
into detent position beyond the sides of said bolt head. 


RESULTS OF AMERICAN ARTISAN WANT AD 
VERY SATISFACTORY. 























To AMERICAN ARTISAN: 
Please discontinue our ad in AMERICAN ARTISAN. 
The results were very satisfactory. 
BisHop HarDWARE CoMPANY. 
Dowagiac, Michigan, January 19, 1916. 
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POPULAR PAINT ASSORTMENTS. 


For the 1916 season, the Montauk Paint Manufac- 
turing Company, Brooklyn, New York, are offering 
to the hardware 
trade small as- 
sortments of the 
Di - Mel - Ine 
paints, stains 
and enamels in 





cans, as_ here- 
with illustrated, 
to retail at ten 
cents. These as- 
sortments com- 
prise a total of 
one gross and 


include the en- 
Di-Mel-Ine Paint Assortment. tire Di-Mel-Ine 














color variety of 29 shades consisting of prepared 
paint, ten colors; varnish stain, six colors; screen 
enamel, black and green; stovepipe enamel; furni- 
ture varnish; enamel paint, seven colors; gold paint 
and aluminum paint. The manufacturers state that 
these assortments: have proven very popular with re- 
tailers because there are no more than six cans of 
any one color, the list is confined to popular items that 
sell quickly and repeat steadily, and the cans are sold 
only at ten cents, which are expressly intended to 
enable the retail hardware dealer to get the business 
on paint specialties at a popular price for a small, 
handy can of paint, stain or enamel to be used in 
small jobs about the home. Each assortment is 
packed complete in a_ shipping case, weighs 100 
pounds and is accompanied with easel and hanger for 
display purposes, together with outdoor metal sign 
and set of eight window posters. Further details of 
this and other Di-Mel-Ine assortments can be ob- 
tained from the Montauk Paint Manufacturing Com- 
pany, 160-164 Second Avenue, Brooklyn, New York 


+--+ 
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REGISTERS TRADEMARK FOR VACUUM 
CLEANERS. 





Under serial number 91,015 copyright has been 
granted to the National Sweeper Company, Torring- 
ton, Connecticut, for 


P NA the trademark shown 

Ki F in the accompanying il- 

> Wess lustration. The particu- 

We lar description of goods 

€ Yaa is combined hand vac- 

uum cleaners and sweepers. ‘The Company claims use 

since January 8, 1914 and the claim was filed No- 
vember 29, 1915. 
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PRESIDENT BARBER APPOINTS DELEGATES 
TO CHAMBER OF COMMERCE 
CONVENTION. 





President D. Fletcher Barber, of the National Re- 
tail Hardware Association has designated the follow- 
ing as delegates to the convention of the Chamber of 


Commerce of the United States, which meets in Wash- 
ington, D. C., February 8, 9 and 10: 

D. Fletcher Barber, Boston; M. L. Corey, Argos, 
Indiana; George M. Gray, Coshocton, Ohio, and 


Charles T. Woodward, Carlinville, Illinois. 


TUBULAR LANTERNS PATENTED. 

James Barnes, Rochester, New York, assignor to 
R. E. Dietz Company, New York City, has secured 
United States patent 
rights, under numbers 
1,167,735 and 1,167,- 
736, for tubular lan- 
terns described in the 
following: Number 
1,167,735: In a tub- 
ular lantern, the com- 
bination with round 
lantern tubes each 






1,167,735 






provided near its upper end with a pair of spaced an- 
nular beads which are formed integrally on the tube, 
of a bail having eyes at the lower.ends thereof which 
encircle and are rotatably mounted on the tubes be- 
tween the beads thereof. 

Number 1,167,736: In a tubular lantern, the com- 
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bination with a tube provided with an opening for the 
bail and with a locking depression formed in the wall 
of the tube on the inner side thereof adjacent to said 
opening, of a bail journaled in said opening and pro- 
vided within the tube with a projecting locking arm 
adapted to spring into said depression when the bail 
reaches the upright position, thereby holding the bail 
yieldingly in that position. 


NATIONAL CONVENTIONS TO BE HELD 
IN 1916. 


The following national conventions of associations 
of manufacturers, retailers, and wholesalers of hard- 


ware and kindred lines have been announced: 

Stove Founders’ National Defense Association, at New 
York City, May 9, 1916. 

National Association of Stove Manufacturers, at New 
York City, May 10 and 11, 1916. 

American Iron and Steel and Heavy Hardware Asso- 
ciation, at Pittsburgh, May 24, 25 and 26, 1916. 

National Retail Hardware Association, at Boston, Massa- 
chusetts, June 12 to 15, 1916. 

National Warm Air Heating and Ventilating Asso- 
ciation, at Detroit, Michigan, June 14, 1916. 

National Association of Sheet Metal Contractors, June 
20, 21, 22 and 23, 1916, at Peoria, Illinois. , 

American Hardware Manufacturers’ Association, at Bir- 
mingham, Alabama, June 21, 22 and 23, 1916. rine 

Southern Hardware Jobbers’ Association, at Birming- 
ham, Alabama, June 21, 22 and 23, 1916. _ 

Old Guard Southern Hardware Salesmen’s Association, 
at Birmingham, Alabama, June 22, 1916. 
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OWNER OF LARGE BOSTON DEPARTMENT 
STORE ARGUES IN FAVOR OF 
STEVENS BILL. 


In a recent statement issued by John Shepard, 
Junior, president and treasurer of the Shepard Nor- 
well Company, which operates large department stores 
in Boston, Massachusetts, and Providence, Rhode Is- 
land, he goes into a detailed argument in favor of the 
Stevens Bill to prohibit indiscriminate price cutting 
on standard trademarked merchandise. It is worthy 
of special note that although the Company of which 
Mr. Shepard is at the head is in the department store 
business, he does not wish it to be put in the same class 
as those other department stores which have gone on 
record as opposing the Stevens Bill. 

The closing paragraph of Mr. Shepard’s statement 
is one which can be subscribed to by every retail hard- 
ware dealer who believes in honest methods of mer- 
chandising: 

“Instead of this bill being an injustice to the store- 
keeper, as is stated by Mr. Kirby, it can only prove a 
help to every honest-minded merchant who does not 
wish to live upon the reputation of some first-class 
article whose manufacturer he is able to damage by 
price cutting.” 

Mr. Shepard’s statement follows in full: 

To AMERICAN ARTISAN: 


Having been interested since the inception of the Stevens 
Bill in its aims and intentions, I cannot refrain from reply- 
ing to remarks made by Mr. Kirby at a recent luncheon. Mr. 
Kirby’s remarks regarding the Stevens Bill seemed to me to 
be simply an attempt to find some reason for argument 
against the bill, and those he presented were not convincing, 
and are easily controverted. 

Certainly every merchant who is not in the business of 
price-cutting would be glad to know that on a trade-marked 
or special brand article (and only such would come under this 
law) a reasonable profit was assured, and that much staple 
merchandise now sold at practically cost would be disposed 
of at a legitimate profit. 

There could be no detriment to a first-class merchant if 
prevented from cutting the price of such merchandise as is 
above referred to, and trade-marked merchandise, remember, 
is generally that for which the manufacturer has created, or 
will create, a demand. In such cases you buy from a manu- 
facturer goods for which the advertising has been, or is be- 
ing done, and for which a demand has been created, and you 
would make your legitimate percent of profit. 

You would not, as Mr. Kirby puts it, “be in the grasp of 
the manufacturer and liable to all his whims,” for his whole 
success depends on having the retailer satisfied with the in- 
tended profit, and the consumer satisfied with his product. 

In other words, to my mind, the manufacturer’s strong 
point will be his arranging his prices so that the retailer will 
be satisfied, and no manufacturer who expects to succeed will 
be foolish enough to arrange prices in any other way. 

No retailer is obliged to buy any particular merchandise 
and will not do so uniess a demand is being created, and this 
demand he will be glad to supply at the satisfactory profit 
which the manufacturer will place upon his merchandise. 

Please tc remember that it is only trade-marked or special 
brand goods on which a certain selling price can be required, 
and that Mr. Kirby’s talk about the impossibility of marking 
down merchandise and having sales, etc., has no apparent 
bearing whatever on this bill. 

Sesides, the trade-marked goods will not embrace and 
could not naturally embrace, hundreds upon hundreds of 
articles that are in the market constantly and from which 
come the larger part of our business. 

He goes on to make the point that you have to be a bank- 
rupt or go out of business in order to change the price on 
trade-marked merchandise. It is for every manufacturer’s 
interest to see that his goods are sold, or else he will have no 
demand for them, and if the goods hapnen to be such (and 
thev seldom will be) that weather conditions affect the sale, 
such manufacturer would naturally arrange that on a certain 
date certain prices might be made to dispose of such stock as 
is on hand, the same system as that employed today by the 
Manhattan Shirt Company. 

If the goods become shopworn.or soiled in any way, then 


the Stevens Bill provides satisfactorily for the sale of the 
merchandise. 

Perhaps one of the weakest statements made by Mr. 
Kirby was the fact that the consumer would be penalized by 
the passage of this bill. All merchants must make a reason- 
able average percent on their sales or they cease to exist. 
Selling well-known articles, as is done today in many in- 
stances at about cost, must be equalized by a larger profit 
marking on other products. 

As for the elimination of competition, we will find plenty 
of competition outside of any trade-marked merchandise. Not 
only competition in prices, but competition in service. 

Personally, I cannot see one point that has been made 
wherein a first-class merchant is going to suffer. I see only 
benefit to him, but I do see a natural opposition on the part 
of houses which exist by price-cutting, this being one of the 
means of deceiving the public into the belief that other mer- 
chandise which they sell is also marked lower than the market 
price, whereas their average must be proportionally the same 
as anyone else, in order to keep alive. 

B. Altman & Company resigned from the Retail Dry 
Goods Association of New York because the attempt was 
made to have the Association make an organized effort against 
this bill, and this was probably largely on account of one 
man who was connected with that Association. 

Why the National Retail Dry Goods Association (some 
members and directors of which are in favor of the Stevens 
sill) is so strongly opposing it, I do not know. 

I believe the best merchants throughout the United States, 
the reputable houses who want to do business squarely, are in 
favor of this bill. 

Instead of this bill being an injustice to the store-keeper, 
as is stated by, Mr. Kirby, it can but prove a help to every 
honest-minded merchant who does not wish to live upon the 
reputation of some first-class article whose manufacturer he is 
able to damage by price-cutting. 


NEW TRADEMARK FOR ORNAMENTAL IRON 
PRODUCTS. 





The United States Patent Office has granted copy- 
right to Walter E. Irving, Long Island City, New 
York, for the trademark 
shown in the accompanying 
illustration. The serial num- 
ber is 90,582 and the claim 
was filed November 11, 1915. 
Use is claimed since October 
19, 1915. The particular de- 


QO ea, ~— scription of goods is: Orna- 
mental iron products—name- 


ly, door handles ; door hinges ; knockers; shutter hard- 
ware consisting of adjusters, holdbacks, rings, and 
hinges; coat hooks; shoe scrapers; brackets; holders 
for fireplace equipment; letters; andirons; fireplace 
forks: fireplace stickers for toasting marshmallows, 
frankfurters, etc.; fireplace toasters; fireplace grills; 
fireplace broilers; fireplace screens; and bells. 


90,582 


WOOD MARKING GAUGE WITH NEW 
. FEATURE. 





The accompanying illustration shows the Stanley 
wood marking gauge made of highly polished box- 
wood. The thumb screw is made of brass and the 
bar is protected 
by a brass shoe 
placed between it 
and the ‘head. 
At one end the 
bar holds a tem- 
pered steel mark- 
ing point and at the other a pencil. The latter is said 
to be a new feature in gauges and to prove a very 
30th the marking point and the 
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Stanley Wood Marking Gauge. 


handy addition. 
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pencil are securely fastened by screws but can be 
adjusted for length and readily removed for sharpen- 
ing. The bar is eight and one-quarter inches. long 
and, as can be noted, is graduated in sixteenths of 
inches for six inches from the point. Another feature, 
the manufacturers state, is the oval head with a brass 
plate set in the face to resist wear. I[*urther par- 
ticulars and price list can be obtained from the Stanley 
Rule and Level Company, New Britain, Connecticut. 





SECURES PATENT FOR OIL CAN. 





Henry Jones, Cross Keys, near Newport, England, 
has procured United States patent rights, under num- 
1 ber 1,165,511, 
for an oil can 
described in the 
following: The 
combination 
with an oil can having an extended and tapered spout, 
of a lamp, means on said lamp for attaching the lamp 
to the spout and means for automatically lighting the 
lamp immediately it is placed in position. 


CLOTHES WRINGERS WARRANTED FIVE 
YEARS FOR FAMILY USE. 
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That their Guarantee clothes wringers are war- 
ranted five years for family use is the assurance given 
- by the Lovell Man- 

ufacturing Com- 
pany, Erie, Pennsyl- 
vania. They direct 
special attention to 
one type, Number 
781-S, here _ illus- 
trated, which they 
say is one of the best 
wringers that money 
can buy, having steel 
ball bearings, en- 
closed gears, steel 
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ANCOR RANGERS, 
ANC ERES SENS enpact OSE 





Guarantee Clothes Wringer. 
spiral springs, eleven inch rolls and reversible wa- 
terboard. The exceptional advantage attributed to 
this wringer is its adaptability for use on round tube 
or on stationary wood, soapstone or slate tubs, and 
the characteristics mentioned are said to insure ease 
of operation, cleanliness, safety and convenience. In 
addition to the various styles of Guarantee wringers, 
the Company manufactures many other types, all 
known under the Anchor Brand. A large and interest- 
ing catalog describing the complete line will be sent 
on application by the Lovell Manufacturing Company, 
rie, Pennsylvania. 





TRADEMARK ON CLOTHES LINE REEL. 

The Hugro Manufacturing Company, Warsaw, In- 
diana, have secured copyright on the trademark shown 
6s 33: berewith, under num- 

BLUE BIRD ber 89,756. The par- 
— ticular description of 
goods is clothes line reels. The Company claims use 
since Iebruary Ist, 1915, and the claim was filed 
October 9th, 1915. 


AMERICAN ARTISAN WELCOMES VISITING 
HARDWARE DEALERS TO ILLINOIS 
CONVENTION. 





Dealers who are planning to attend the Annual 
Convention of the Illinois Retail Hardware Associa- 
tion at the Seventh Regiment Armory, Chicago, on 
february 8, 9, 10 and 11, are cordially invited to 
make their headquarters at the booths of AMERICAN 
ArtisAN, Numbers 112 and 114. Our rest room, 
which is comfortably furnished, will be an ideal place 
to keep appointments and make yourself at home dur- 
ing your entire stay. 

We shall have a well equipped Information bureau, 
where you will be able to secure information in regard 
to the city, its hotels, parks, railroad stations, theatres 
and other places of amusement. Your overcoats and 
parcels will be checked free of charge, stenographers 
will be at our service at any time during the Con- 
vention, and we shall be pleased to be of any service 
to you within our power. 

Our offices in the Karpen Building, gto South Mich- 
igan Boulevard and the entire staff of AMERICAN 
ARTISAN are at your disposal, and we shall be pleased 
to receive a visit from you. 


2. 


ANNUAL CONVENTIONS OF THE RETAIL 
HARDWARE ASSOCIATIONS. 





In the following are given the dates and places of 
the annual conventions of the various state retail hard- 
ware associations, together with the names and ad- 
dresses of the respective secretaries: 


South Dakota Retail Hardware Association, February 
| to 4, 1916, at Sioux Falls. E. C. Warren, Mitchell, secretary. 

Wisconsin Retail Hardware Association, February 2 to 4, 
1916, at Milwaukee. P. J. Jacobs, Stevens Point, secretary. 

Illinois Retail Hardware Association, February 8 to 1], 
1916, at Chicago. Leon D. Nish, Elgin, secretary. 

Pennsylvania and Atlantic Seaboard Retail Hardware 
Association, February 8, 9, 10 and 11, 1916, at Pittsburgh. 
W. P. Lewis, Huntingdon, Pennsylvania, secretary. 

Nebraska Retail Hardware Association, February 8 to 
11, 1916, at Lincoln. Nathan Roberts, Lincoln, secretary. 

Kentucky Retail Hardware Association, February 15 to 
17, 1916, at Louisville. J. M. Stone, Sturgis. secretary. 

Missouri Retail Hardware Association, February 15 to 
18, 1916, at St. Louis. Frank X. Becherer, 5136 North 
3roadway, St. Louis, secretary. 

Michigan Retail Hardware Association, February 15 to 
18, 1916, at Grand Rapids. Arthur J. Scott, Marine City, 
secretary. 

New York Retail Hardware Association, February 16 
to 18, 1916, at Buffalo. John B. Foley, Syracuse, secretary. 

North Dakota Retail Hardware Association, February 
16, 17 and 18, 1916, at Grand Forks. C. N. Barnes, Grand 
Forks, secretary. 

Minnesota Retail Hardware Association, February 22 
to 25, 1916, at St. Paul. H. O. Roberts, Minneapolis, sec- 
retary. 

Ohio Hardware Association, February 22 to 25, 1916, at 
Cleveland. James B. Carson, Dayton, secretary. 

Connecticut Retail Hardware Association, February 23 
and 24, 1916, at Hartford. Henry S. Hitchcock, Woodbury, 
secretary. 

Iowa Retail Hardware 
March 3, 1916, at Des Moines. 
secretary. 

Califernia State Retail 
14, 15 and 16, 1916, at San Francisco. 
secretary. 

Arkansas Retail Hardware Association, May 9. 10 and 
11, 1916, at Little Rock. Grover T. Owens, Little Rock, 
secretary. 

New England Hardware Dealers’ Association, June 12 to 
15, 1916, at Boston. George A. Friel, Boston, secretary 

National Retail Hardware Association, June 12 to 15, 
1916, at Boston, Massachusetts. M. L. Corey, Argos, In- 
diana, secretary. 


Association, February 29 to 
A. R. Sale, Mason City, 


Hardware Association, March 
L. R. Smith, Oakland, 
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Pacific Northwest 


Hardware Dealers 
Hold Successful Convention 











The 11th Annual Convention of the Pacific North- 
west Hardware and Implement Association, held in 
the Davenport Hotel, Spokane, Washington, Wednes- 
day, Thursday and Friday, January 19, 20 and 21, 
was fully up to its predecessors, both in point of 
attendance and interest displayed. President Thom- 
ason made a good presiding officer and it is believed 
he will have a worthy successor in President-elect 
Callow. This is the first time the presidency has ever 
gone to the West Side of the Cascades. 

The set speeches were of a high order, practical and 
instructive in nature, and the presence of D. F. Bar- 
ber, president National Retail Hardware Association, 
and Ek. W. McCullough, secretary National Imple- 
ment and Vehicle Association, added much to the 
success of the convention. 

While fire losses were heavier than usual the last 
year, the insurance report showed this department in 
a sound condition and the usual dividend was de- 
clared. The by-laws were amended to permit the 
Association to do business in Idaho and Oregon. 

The association went on record as opposed to the 
Yucatan fibre monopoly and in favor of the Stevens 
sill and One Cent Letter Postage. An enjoyable 
banquet was tendered the members and guests of the 
convention I‘riday evening by the local jobbers and 
manufacturers. 

WEDNESDAY MORNING SESSION. 

President H. L. Thomason, Sandpoint, Idaho, called 
the convention to order at 10:15 A. M. After the sing- 
ing of “America” and Invocation by Reverend I. b. 
Short, a pleasing address of welcome was made by 
Miss Spokane (Miss Margaret Motie) and responded 
to by President Thomason. A couple of vocal selec- 
tions by Miss Georgia Bassett, of Washtucna, were 
greatly appreciated. 

The President announced the appointment of the 
following committees : 

Finance and Auditing—John Smith, Chairman, 
Walla Walla, Washington; C. A. Spurgeon, Rosalia, 
Washington; H. A. Steinke, Spokane, Washington. 

Resolutions—H. D. McMillen, Chairman, Ephrata, 
Washington; H. S. Iender, Prescott, Washington ; 
W. L. Walker, Waukon, Washington; C. S. Robert- 
son, Bremerton, Washington; I. J. Guth, Odessa, 
Washington. 

Legislative for Washington—A. L. Callow, Elma, 
and Z. V. Leslie, Mansfield. 

Legislative for Idaho—R. L. Spiker, Lewiston, and 
J. N. Nankervis, Moscow. 

Membership Committee—C. A. Carpenter, Chair- 
man, Wenatchee, Washington; D. P. Hayes, Waits- 
burg, Washington; H. S. Howey, Thornton, Wash- 
ington; Philip Hartman, Stites, ‘Idaho; A. Urbahn, 
Grangeville, Idaho. 


Trade Relations—West Side of Cascades: A. L. 


Callow, Chairman, Elma, Washington; G. J. Vay- 
hinger, Montesano, Washington; J. G. Nehrbas, Se- 
attle, Washington. 

Trade Relations—East Side of Cascades: F. J. 
Tirrell, Chairman, Coeur d’Alene, Idaho; John Ray- 
mer, Reardan, Washington; C. T. Arland, Garfield, 
Washington. 

Insurance Association Financial Committee—J. N. 
Nankervis, Chairman, Moscow, Idaho; H. D. Mc- 
Millen, Ephrata, Washington; E. H. O’Daniel, 
Spokane, Washington. 

Under the head “Short Talks from Our Guests” D. 
Fletcher Barber of Boston, President of the Na- 
tional Retail Hardware Association, was the first 
called upon. President Barber brought greetings 
from the oldest state hardware association, that of 
Massachusetts, organized in 1893, which later became 
the New England association. He announced that 
the National organization had voted to hold its con- 
vention this year in Boston next June and expressed 
the hope that every member would attend who could. 

Short interesting talks were also made by J. H. 
Abrams of the Winona Wagon Company; Sol Fried- 
enthal of the Schwabacher Hardware Company, Seat- 
tle; Roy Gill of Holley-Mason Hardware Company, 
Spokane; J. F. Wellborn of Whiton Hardware Com- 
pany, Seattle; W. E. Wilson, Oliver Chilled Plow 
Works; Professor H. E. Agnew, of the State Uni- 
versity; S. E. Corbett of Marshall-Wells Hardware 
Company; E. M. Underwood of the Failing-McCal- 
man Company, Portland; Jack Patton of the Peter 
Schuettler Wagon Company; George Brady. of F. O. 
Berg Company; E. A. Eldredge of the United Steel 
Products Company; J. L. Brown and J. J. Reninger 
of the Mitchell-Lewis & Staver Company, Spokane ; 
T. M. Shearman of the Hardware World, San Fran- 
cisco; Dale Strong of the New West Trade, Spokane ; 
EK. W. McCullough, Secretary of the National Im- 
plement and Vehicle Association; W. L. Bilger, of 
Seattle Hardware Company, and W. O. Munsell, of 
Parlin and Orendorff Plow Company. 

WEDNESDAY AFTERNOON SESSION. 

The session opened at 1:30 with a tenor solo by 

Racey Kilmer which was followed by the annual 


address of President Thomason. He said in part: 
Annual Address of President H. L. Thomason. 


At this, our 11th Annual Convention, I welcome you. I 
am indeed glad to welcome you at a time when the elements 
of Prosperity in our Country are at hand, when develop- 
ments from day to day are favorable, when, after several 
years of economizing and contracted consumption, an era 
of expansion has begun. The tide has turned, and each day 
records a marked improvement in the general situation. Our 
Country to-day is looked upon as the Banker of the World. 
Money is plentiful, and interest rates are low. The Steel 
Trust has been called the Barometer of Business, and there 
is a marked increase in orders both domestic and abroad. 

Whatever may be the outcome of our controversy with 
the Foreign Powers now at war, there is no cause for alarm 
among our merchants or manufacturers; no reason why 
holders of American Securities should feel the slightest un- 
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easiness. The Country has the mineral and the agricultural 
products of which all the rest of the world is in need. The 
vast harvests of the year have made us the chief granary of 
Europe, and have given to our agricultural masses immense 
purchasing power; our foreign trade balance has given us 
control of the world exchanges, and for the first time in 
history, our Country has a sound banking and currency 
system. 

While other countries are engaged in a war of de- 
struction, we, in this glorious, grand country of ours, assemble 
to discuss ways and means to lighten our burdens, and plans 
whereby we can help our fellowman. 

An extensive and interesting program has been prepared, 
and I trust that throughout this convention the attendance 
will be regular at each session. In our deliberations let us 
not forget what we came here for. I trust that each and 
all of you will give to each other the same consideration for 
their views and opinions that you would ask for your own. 

Our Association is rapidly becoming one of the largest 
and strongest bodies of its kind in the country, and from my 
knowledge of its purpose and of its efficiency I believe that 
no retail hardware and implement dealer within the scope 
of the territory covered by the Pacific Northwest Hardware 
and Implément Association can afford to be without mem- 
bership in this Association. 

During the past year we have materially increased our 
membership, as you will learn from our Secretary’s. report. 
Credit is largely due to our worthy Secretary, Mr. Lucas, 
and our efficient Membership Committee, who have stayed 
continually on the job. 

In company with Secretary Lucas, I attended the National 
Convention held at St. Paul in July, 1915. This convention 
was largely attended, delegates from nearly every state in the 
Union being present. One of the most notable features of 
this convention was that there were no set speeches. It was, 
so to speak, a convention of conferences, heart-to-heart talks 
straight from the shoulder on nation-wide trade problems in 
which all of the delegates could take part; and nearly all 
of the delegates availed themselves of the opportunity. Com- 
munity development was the subject which received the most 
attention, of which I will speak later. The City of St. Paul 
and the Minnesota Association proved themselves to be 
royal entertainers. A splendid, well-arranged program of 
entertainment of the highest order made our stay pleasant as 
well as profitable. 

Our mid-summer Convention was held August 17th and 
18th, in Seattle. While the attendance was not as large as 
anticipated, it was really a very good get-together meeting. 
Some very important matters were up for discussion, and 
satisfactory advancements were made for betterment upon 
problems detrimental to legitimate retail trade. We found 
the Coast Jobbers very courteous, and anxious to co-operate 
with our Association. 

Must Adapt Ourselves to New Conditions. 

The retail trade of today is not the retail trade of yester- 
day. The pulse quickens with every new-born day. ‘Tactics 
and systems are changing, and we as merchants must adapt 
ourselves to these new conditions; or better still, be a factor 
in this new inauguration of business conditions. Team work 
by your home town merchants for community development 
is the field that you should give your closest attention to in 
the immediate future. The life of the Nation lies in the pros- 
perity of the community, the small town, which is the trading 
and social center of the people of the country tributary to 
it. Many of these small towns are losing their population 
through lack of community co-operation. President Wilson 
said: “The community does not exist for business, but busi- 
ness exists for the community.” Be willing to cheerfully 
give as well as take for the upbuilding of the community in 
which you live. Get together, and assist the farmer in finding 
a market for that which he produces. Start a Market Day 
in your town. Get behind the movement and push it with all 
your energy. The farmer needs to sell for cash as well as 
you. Your brother merchant, the grocery man across the 
street, would handle less hardware with his line if the farmer 
could sell his produce for cash. 

Remember that you have no fence around the trade in 
your community. To be indispensable to your community you 
must give service. The retailer should receive his revenue not 
as a profit, but rather as an employe of the community which 
he serves. The public dislikes the word “profit,” but is willing 
to pay for efficient service, and gladly purchases the combi- 
nation of merchandise and service. 

We are confronted today with the ever-increasing inroads 
into our business by the Mail Order Houses. Many solutions 
for meeting these conditions have been advocated during the 
past few years. I am reluctant about opening this subject, 
and believe that more good can be done by discussing this 
problem in our executive sessions. I sincerely believe that 
this subject has been paraded to an extent in the press to our 
detriment. It has been the paramount subject of discussion at 
nearly every state convention until it has reacted as an adver- 
tisement for the Mail Order Houses. 

Stevens Bill Should Be Supported. 
The Stevens Bill, which will come before Congress at 
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this session, should have the individual support of every 
member of this Association. The purpose of this bill is to 
give legal protection to the manufacturer, wholesaler, and 
retailer, to establish a fair price on standard goods. The 
action of the retailers the country over is in favor of this 
bill. Price maintenance is the salvation of the smaller mer- 
chants. A price cutter benefits no one, not even himself. 
Price cutting shows a weakness on the part of any merchant, 
and he so advertises t6 the public and his competitor, when 
he resorts to this method to secure business. A price cutter 
operates principally upon widely advertised and staple goods. 
He does not cut the price to sell these goods, but does” so to 
attract customers on the strength of this bargain price so 
that he may sell other goods at a greater profit than on the 
standard goods. This is unfair competition, and should be 
curbed by law. As evidence of the merit of the Stevens Bill 
I will say that our National Association stands solidly behind 
this bill, and it also has the endorsement of the American 
Fair Trade League. 
Profits from Cash Discounts. 

The matter of cash discounts plays an important part in 
the merchandising of the present day. It can well be said 
that a business firm which does not discount its bills shows 
a leak. Your cash discounts for the month of January be- 
come a principal on which you compound interest during the 
entire year. In order to discount your bills you must adopt 
a credit system which will not place you in the position of a 
banker for your customers. 

I especially wish to call your attention to the Price and 
Service Bureau, which is often referred to as a clearing house 
for trade information. Its services are furnished gratis to 
any member who wishes to avail himself of the opportunity. 
This department of the National Association is quietly work- 
ing for the benefit cf every retail hardware and implement 
dealer in the country. Its purpose is to post you on the 
proper prices you should pay for your merchandise. If you 
have any trouble in securing prices on any particular com- 
modity which prevents you from meeting competition I would 
suggest that you tell your troubles to the Price and Service 
Bureau, and give them all particulars. 

Dealer Must Study His Merchandise. 

A dealer should be thoroughly informed regarding the 
construction, purpose, and use of every article which he 
handles in his stock. Your customers presume that you are 
possessed of this knowledge, and you should be able to give 
such information off-hand without referring to catalogues 
or other books of information. You can neither be a good 
buyer nor a good salesman, unless you are a good student. 
You should not attempt to sell any piece of machinery until 
you first thoroughly understand it. An up-to-date implement 
dealer should read regularly at least one or two of the best 
farm papers, so that he may post himself regarding the best 
and most improved methods of farming, and in turn be able 
to select the most suitable machinery for his locality. I would 
also suggest that you read the literature of the implement 
houses. They have spent time and money to secure their in- 
formation. It is as valuable to you as to them. You cannot 
overstock on knowledge of this kind. The merchant who 
lacks the stamina and determination to master the essential 
points of his business has no right to risk his fortune and 
good name in the pursuit of a success that can only be acci- 
dental. The dealer who is well informed along all lines per- 
taining to his business and the modern methods of farm- 
ing, so that he can render efficient service to his customers, 
secures the confidence and respect of the farmer. Such a 
dealer-acts as a magnet to draw the trade of farmers living 
miles away. The dealer who has fitted himself for leadership 
in the way suggested has laid one of the foundation stones 
which build up a successful business. Did you ever consider 
that price alone does not bring the large volume of business 
to the Mail Order Houses, but that their complete, compre- 
hensive, and convincing manner of describing the different 
goods in their catalogs is an important factor in building up 
their business? 

Window Displays Important Factor in Sales Production. 

Window dressing is one of the best sales makers. No 
form of advertising is possessed of so many advantages to 
the retail trade as that derived from show windows, show 
cases, and display racks, yet none is so universally neglected. 
The average man is not aware of his real wants. He must 
see the article before he comes to a realization of his needs. 
If this were not true the blind would be as prolific buyers as 
those in possession of all their faculties. You must bear in 
mind that women do a large amount of the buying at the 
present time. Women are natural bargain hunters, and are 
easily attracted by neat and attractive displays of goods. Your 
show windows should be as significant of your business as 
the “Stop, Look. and Listen” sign of a railroad crossing. 

Price Tickets Should Be Used. 

I also strongly favor the placing of price tags on every 
article in your show windows. If your prices are such that 
they are not attractive from the outside of your place of 
business, they surely will bring you no business on the inside. 

Indiscriminate granting of credit is too often the cause 
of failures in the retail trade. The average retail merchant 
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seems possessed of an abnormal desire to sell, and keep on 
selling, regardless of the money payment, which forms the 
very foundation of his success. He fails to exact from the 
customer a definite time and form of payment; he assumes 
property ownership without investigation, and finally he 
neglects to demand his rightful due at credit maturity. What 
more direct invitation could failure ask than this? Your 
credit with the manufacturers and your jobbers depends to a 
large extent upon the manner in whicli you handle the credits 
of your customers. 

At this time I wish to thank the different trade papers, 
and a number of the farm papers who have given us such loyal 
support during the past year. The humblest dealer equally 
with the largest dealer feels the power and recognizes the 
need of the support of these journals. 

The Presidents of your Association come and go. Upon 
each one falls the duty of addressing you regarding Associa- 
tion work, whether he is capable or not. Your Secretary is 
the permanent officer. You look to him for information about 
the details of this work. He is continually on the job, and is 
thoroughly posted. 

Business and Politics. 


The next feature was an address on “Business and 
Citizenship” by A. T. Anderson, now of Spokane, 
but for many years a member of the National Board 
of Trade of Washington, D. C. 

Retail Advertising. 

The concluding address of this session was deliv- 
ered by Professor H. &. Agnew, School of Journalism, 
of the State University, on “Advertising for the Re- 
tail Dealer.” 

Following his excellent address Professor Agnew 
was asked several questions pertaining to , special 
phases of advertising, in reply to which he stated he 
believed it to be good policy to tell in an advertise- 
ment the actual facts about the delivered cost of 
specific items sold by mail order houses in comparison 
with the local merchant’s prices, and that nationally 
advertised goods might properly be featured by the 
local dealer in his advertising if such goods carry an 
adequate profit. 

Professor Agnew spoke very enthusiastically of the 
good that might be accomplished for honest and ef- 
fective advertising through the enforcement of the 
fake advertising law of this state. This law is what 
was known as the Printer’s Ink Law, which is now in 
force in twenty-six states. The Illinois statute was 
recently tried out on five different items listed in a 
mail order house catalog, and convictions were se- 
cured on four of the items. 

Executive Session, 

With the view of ascertaining their ideas and poli- 
cies the following four questions were submitted to 
the jobbers: 

1. Do you sell consumer? 

2. Do you sell mail order houses? 

3. Do you sell retail dealers who do not carry 
hardware? 

4. What are you doing to aid the retailer in meet- 
ing mail order competition? 

These questions were replied to in detail by Sol 
Friedenthal of Schwabacher Hardware Company, 
Roy Gill of Holley-Mason Hardware Company, S. E. 
Corbett of Marshall-Wells Hardware Company, W. L. 
Bilger of Seattle Hardware Company, and J. F. Well- 
born of the Whiton Hardware Company. 

Most of the answers showed a more or less satis- 
factory disposition on the part of the jobbers to 
observe what are considered the proper ethics of the 
trade and especially to co-operate with the retailers 
in devising ways and means of more effectively meet- 


ing mail order competition, although all admitted that 
they had not yet been able to do much along this line 
except in instances where special cases had been put 
up to them by: dealers. 
WEDNESDAY EVENING SESSION. 

This was an executive session devoted largely to 
the discussion of topics from the Question Box, with 
Vice-President A. L. Callow and National President 
D. F. Barber occupying the chair during the course of 
the evening. 

Why should the jobber make the retailer pay drayage 
at both ends, as they are going to do? The mail order houses 
do not charge drayage. This is a “West Side” question. 
Coast jobbers have recently announced this policy on heavy 
stuff. Spokane houses do not do it. Of course the drayage 
at the merchant’s end is naturally up to the dealer. 

What is best to do to create a better feeling between 
the consumer and the retailer? Various suggestions were 
made, including the “Community Development” idea, farm- 
ers’ and merchants’ clubs, getting the women interested in 
the store and market days. 

_ _ What can be done to discourage the daily papers from 
giving away hardware as premiums? Co-operation with big 
retail advertisers was suggested. 

As to the frequency of turn-over of stock, it was agreed 
that “the more the merrier’—and more profitable. 

“Co-operation of the jobber with the retailer in curbing 
mail order competition” covered pretty much the ground 
gone over in the afternoon and brought out little additional 
information except a suggestion that jobbers issue approx- 
imate retail priced catalogs and price change sheets and the 
reference to the work of the Price and Service Bureau of 
the National Association. Samples of the forms prepared 
by this bureau and suggested for the use of retail hardware 
and implement dealers were distributed among the members. 


THURSDAY MORNING SESSION. 


Whose Business Are You Running? 
In introducing J. N. Nankervis, Moscow, Idaho, 


President Thomason referred to him as the “Sage of 
Moscow” who would address the convention on 
“Whose Business Are You Running?” 

Mr. Nankervis referred to commercial agency re- 
ports of a few years ago which showed that 95 per- 
cent of all retail merchants were ultimately failures, 
these figures being based on an average business life 
of fifteen years, and that the latest reports show 
964% percent of retail merchandising failures. This 
means that less than four out of every one hundred 
retail merchants succeed. He said in part: 


Business management may be divided into three impor- 
tant parts: 
1. Buying. 


2. Selling. 

53. Operating. 

The question of buying also naturally divides into three 
phases: 


1. Saleable goods. 

2. Quantity. 

3. Price. 

No goods are well bought if they are not saleable goods. 
Nothing has driven so many stores on the rocks of disaster 
as overbuying or the buying of unsaleable goods. As to 
quantity, I believe the price cuts no ice if you haven’t bought 
the quantity within the limits of what you can reasonably 
expect to sell. As to price, of course this is very important, 
but I believe we often place too much stress upon price. Ii 
your goods have merit and saleability they can be sold at any 
fair price. 

Selling again may be divided into three phases: 

1. Profits. 

2. Salesmanship. 

3. Returns. 

As a first essential of getting a profit I believe we should 
take the delivered cost of goods, divide it by eighty-one and 
make it a rule not to go below the price thus secured. But 
book profits are very elusive, the real and only profit is what 
may be actually taken out of the business in cash, and I for 
one think this ought to be not less than three and one-hali 
cents out of every dollars worth of sales. Nothing else 
really counts unless we can take this three and one-half cents 
and put it away in the bank where it will draw four per cent 
or in other gilt edge investments. Yet I do not believe there 
are very many of us who can check over our total sales dur- 
ing any number of years and find that we have actually taken 
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»ut in cash and saved this three and one-half cents on the 
dollar. Salesmanship is largely a question of knowledge of 
the goods and the ability to show them. 

The returns manifest themselves in three forms: 

1. Cash. 

2. Book accounts. 

3. Notes. 

If your store is merely a depository for the manufac- 
turers and the people simply come in and take the goods 
they want, you are not running your business for yourself, 
but for someone else. Open book accounts and long time ac- 
counts are not right and are dangerous to any business. Notes 
are all promises to pay and we are all afraid to ask for the 
money when due. In this case we are not operating our 
stores for ourselves, but for the benefit of the consumers. 
I believe we should try to maintain a strict near-cash policy. 
This might be hard sledding for the first two or three years, 
but I am sure we would be in better shape the rest of the 
fifteen years. 

The two essentials of operating are efficiency and 
economy. : 

Co-operation is also necessary but in a different and 
more effective manner than in the past. Let us forget prices 
(they will take care of themselves) and co-operate along 
credit and collection lines and get together in other ways so 
that at the end of a year we can find that we have not been 
operating our business either for ‘the manufacturer or the 
consumer, but for ourselves. 

Address by National President D. F. Barber. 


The next feature was an address by National Pres- 
ident Barber on “The Retailers’ Problems,” as fol- 


lows: 

The retailer’s problems are real and his difficulties great. 
How can the thousand of small dealers buy goods at a price 
that will enable them to compete with their large retail com- 
petitors is an important and serious problem. Trade condi- 
tions have materially changed within a few years and today 
more than ever before the retailer depends upon the manu- 
facturers to protect his interest and his profits in every fair 
and lawful way. For this reason we are interested in se- 
curing the enactment of the Stevens Bill. 

It is our duty and desire to serve the public in our ca- 
pacity as retailers to the best of our ability and at the least 
expense to the consumer. We cannot do this unless we are able 
to sell at approximately the same prices quoted by large 
retailers, and in speaking of large retailers here I mean to 
include the mail order houses. 

It is acknowledged that the lowest printed price even- 
tually becomes the established retail price and it has always 
seemed to us unjust that, while it is conceded the retail hard- 
ware dealers sell ninety per cent of the hardware sold, that 
the ten per cent passing through mail order houses governs 
the price of the merchandise sold by the ninety per cent. 

This is a large problem and we believe it is great enough 
to demand the concentrated thought of manufacturers, job- 
bers and retailers. Our national association has answered 
thousands of inquiries concerning the products that pass 
through the hardware trade, many of these showing a con- 
stantly growing interest among retailers for more specific 
knowledge with reference to the manufacture of the various 
lines, comparative quality and prices, sources of supply, dis- 
tributive methods, etc. 

For years the farm papers and magazine writers lost no 
opportunity to take a slap at country retailers. Recently 
there has been a change of view and many of these publica- 
tions are now upholding the rural community and the busi- 
ness of the small town merchant. It is generally recognized 
that it would be a great loss to the country if the community 
life and prosperity of the villages and towns were curtailed 
or perhaps extinguished, and a consequent further congestion 
of population in the large centers with the attendant difficulty 
of securing adequate help on the farm. The environments 
of country life are being made more cheerful and agreeable 
and the small town merchants play no small part in this 
commendable program. 

The Business Outlook. 


The address by H. C. Sampson, of Spokane, on 
the “Outlook for Business in the Next Few Years” 
was logically optimistic and inspiring to loyal resi- 
dents of this Pacific Northwest section. 

Credits and Collections. 

FE. M. Underwood, of Portland, followed with an 
excellent talk on “Credits and Collections.” He pref- 
aced his remarks with the suggestion that the I*rench 
system of trade acceptances is nearer to us than is 
commonly realized and that it would be of great 
benefit to the business interests of the country. 

The next business in order being the election of 


six trustees to serve three years, a motion was car- 
ried that the chair appoint a committee of five to 
make the required nominations. 

The chair appointed on this committee: John 
Smith, J. N. Nankervis, A. Urbahn, G. J. Vayhinger 
and H. H. Rawlings. 


eae Elect Hardware Directors. 
Chairman Smith presented the names of the fol- 


lowing to serve as directors for three years: G. J. 
Vayhinger, Montesano; J. W. Lipscomb, Seattle; 
T. H. Herman, Genesee; F. E. Kunz, Almira; E. H. 


O’Daniel, Spokane, and C. A. Spurgeon, Rosalia. 
Executive Session. . 
The afternoon meeting concluded with a_ short 


executive session with W. L. Walker of Waukon 
called to the chair in the absence of President Thom- 
ason. In answer to the inquiries of several members, 
National President Barber explained the methods of 
operating and activities of several eastern co-operative 
buying enterprises. 

The session adjourned at 5 P. M. to visit the Cham- 
ber of Commerce exhibit in the Paulsen building and 
to see the moving pictures of New England manufac- 
turing establishments and Boston and vicinity sent 
by the New England Association. 

FRIDAY MORNING SESSION. 

The first order of business was the report of the 
meeting of the new Board of Directors, which was 
made by T. H. Herman. The directors elected of- 
ficers as follows: <A. L. Callow, Elma, President; 
C. S. Robertson, Bremerton, first vice-president; C. 
A. Carpenter, Wenatche, second vice-president. The 
directors also decided that Secretary FE. FE. Lucas 
should be re-employed at the same salary as last year. 
The following were elected members of the [-xecutive 
Committee: FE. H. O’Daniel, T. H. Herman, R. R. 
Anderson, J. F. Enders and H. L. Thomason. 

John Smith and John Raymer were delegated to 
escort the newly elected officers one by one to the 
rostrum, where they expressed their appreciation of 
the honors conferred upon them and indicated that 
they would do their best to satisfactorily discharge the 
duties of their respective offices. 

National President D. I°. Barber and i. W. McCul- 
lough, Secretary National Implement and Vehicle As- 
sociation, were elected to honorary membership in the 
association by rising votes. Poth gentlemen in short 
talks expressed their thanks and appreciation. 

Improved Terms and Selling Conditions. 

The feature of this session was the address on 
“Improved Terms and Selling Conditions” by Mr. 
McCullough. He prefaced his remarks with a few 
words on the value of co-operation and cited a num- 
ber of examples illustrating the benefits accomplished 
by the various retailers’ associations, and then con 
tinued as follows: 


Over five hundred million dollars is invested in imple- 
ment factories in this nation and we lead the world in the 
quality and adaptability of our farm implements. The manu- 
facturers’ association is meeting with good success in induc 
ing the various manufacturers to adopt a uniform warranty 
on wagons, buggies, etc., and also along the line of stand- 
ardization of products. 

Direct buying like the trolley car has done much to 
awaken both the merchant and consumer, but it is far from 
being satisfactory. For it is a no-service proposition and 
farm equipment will never be handled satisfactorily either 
to the manufacturer or consumer without the service of the 
local dealer. 











38 AMERICAN ARTISAN AND HARDWARE RECORD 


To clear the farm equipment lines of all that has pre- 
vented placing them on the same sound and merchandising 
plane we must eliminate three sources of expense which 
make up most of the difference, cash-with-no-service prices, 
and prices as now made which include time and also unlim- 
ited service. We must: 

1. Get out of the banking business. 5 

2. Reduce the amount of expensive help furnished by 
the manufacturer. 

3. Reduce the amount of unnecessary service rendered 
to the farmer. ; 

4. Standardize and eliminate unnecessary variety in 
equipment. 14 

From necessity in the early settlement and development 
of this country, when banks on the frontier were few and 
scattered, we coupled the banking function with that of 
manufacturing and retailing. We have continued to do this 
long after other lines have shifted that responsibility to the 
banks where it properly belongs. Our customers—the farm- 
ers—have prospered and we are glad of it. He has passed 
from a state where he needed this help to one where he 
will still accept it, but is not willing to have its cost included 
in our prices. Consequently we will be compelled by com- 
petition to divorce from our business the present banking 
service without delay. 

The way to do this has been provided by a recent ruling 
of the Federal Reserve bank board which provides that good 
agricultural notes will be accepted for rediscount up to six 
months. If a dealer, therefore, will secure settlement for 
the goods he sells as they leave his store either in cash or 
notes, he will have no difficulty in discounting his bills by 
availing himself of this rediscounting privilege. It is simply 
up to the merchants to bring the requisite pressure upon 
their bankers to insure that this provision shall operate in a 
right and practical manner. 

The dealer of the future should not only be equipped 
with the full knowledge of how to set up and operate all 
the farm equipment he sells, but should be a student of ad- 
vanced agriculture so that he can render valuable advice to 
his customers. 

The farmer with the big catalog is likely to see only the 
difference between your price and a machine for the same 
purpose quoted in the book. The catalog price is a cash- 
with-order-no-service-price while your figure includes consid- 
erable service as well as credit and if he reasoned in dollars 
and cents and deducted from your price the value of your 
service your price would frequently be as low if not lower 
than that in the catalog. 

Farm equipment cannot be handled without service to 
the satisfaction of the farmer, but there is no reason why 
after an implement is sold to him and in good operating 
order that you should be required to look after it every time 
it gets out of adjustment. There is no reason why after you 
have given a fair measure of service you should not be paid 
for all extra work desired by your customers. 

Standardization is receiving much attention from the 
manufacturers. The unnecessary variety of implements and 
parts and sizes is uneconomical, causes the dealer to be over- 
loaded and he has a carry-over containing much unnecessary 
and often useless stock. 

Our manufacturers’ association has a committee which 
has been striving for a long time to eliminate long-time and 
unbusiness-like contracts and if we can have the co-operation 
of the dealers rapid progress can be made in bringing about 
a change for mutual benefit. 

There is no time better than the present to put our 


- houses in order that we may give to our customers the most 


for their money and to make it possible to receive for our 
service just compensation. The implement business is the 
most vital and fundamental activity and those engaged in it 
should be paid first but the dealers in particular have been 
receiving their pay last, as a result of which he has had to 
borrow largely in order to carry his accounts until he can 
get the money. 


During his address Mr. McCullough referred to the 
stopping in transient privilege secured from the rail- 
roads in the Middle Western states and when he fin- 
ished Mr. Nankervis asked whether it would be pos- 
sible for the coast states to secure a similar ruling, 
and Mr. McCullough stated he saw no reason why 
they should not, and promised to correspond with 
Secretary Lucas in connection with the matter. 

The Secretary announced the death of the only 
daughter of J. H. Berge, of Davenport, for many 
years a member of the Association, and suggested 
the appointment of a committee to draw up resolu- 
tions of sympathy for Mr. and Mrs. Berge in their 
bereavement. President Thomason appointed on this 
committee Messrs. Hayfield, Kaser and Smith. 


Executive Session. 
The convention then went into executive session to 
discuss certain topics from the Question Box. 


Is it advisable to give trading stamps? The general 
opinion of merchants who have had experience with stamps 
was that they are not very satisfactory; easy to get into but 
hard to quit. It was suggested that the best way to handle 
such propositions is to organize all the merchants of the 
town so as to be in a position to effectively resist such things. 

What can be done to secure better laws to assist in col- 
lecting bad accounts? This led to quite a general discussion 
of various legal aids to collections, but led to no specific 
recommendations, except that the merchant should be entitled 
to as much legal protection in collecting his accounts as the 
banker is and the suggestion by Callow that more merchants 
should seek election to the state legislature. 


FRIDAY AFTERNOON SESSION. 

It was announced that the Enakops Club desired to 
make a present to the best looking man at the conven- 
tion. A vote was taken and John Raymer was 
unanimously declared the handsomest man, where- 
upon he was presented with a “Jolly Goodfellow” 
Teddy bear. 

Business Man in Politics. 

The feature of this session was an address by the 
Honorable H. H. Taylor, Lieutenant-Governor of 
Idaho, on ‘‘The Business Man in Politics.” 


He argued that as an influence for betterment of 
politics and as a means of securing more rational 
business legislation business men should at least take 
an active interest in politics to the extent of attend- 
ing the primaries and helping to pick the best men 
that can be induced to run for the various offices. 

Resolutions Adopted. 

The report of the Resolution Committee was pre- 
sented by Chairman McMillan and resolutions were 
adopted as follows: 


1. Reaffirming that to the retail dealer belongs the retail 
trade and acknowledging our full duty to the public as retail 
merchants ; 

2. Protesting against the action of the Yucatan Fibre 
Commission in destroying competition in the sale of sisal 
fiber and in advancing the price without regard to the rela- 
tion of supply and demand, requesting Congress, the De- 
partment of Justice and the Federal Trade Commission to 
take such steps as may be lawful to prevent the financing 
of the sisal monoply with U. S. capital and to prevent the 
monopoly pursuing its plan to collect tribute from the Amer- 
ican farmer, and urging the government to promote an in- 
crease of the output of Manila fiber in our own possessions; 

3. Urging upon Congress that it is simple justice and 
equity that each class of mail matter should bear its own 
expense of distribution and favoring a reduction of first- 
class letter postage from two to one cent; 

4, Endorsing the Stevens Bill and instructing the Sec- 
retary to send copies of this resolution to our congressmen 
from Washington, Idaho, Oregon, and Montana; 

5. Endorsing the resolution passed by the Manufac- 
turers’ Association in favor of the standardization of imple- 
ments, vehicles and parts and instructing the Secretary to 
forward this endorsement to the Secretary of the Manufac- 
turers’ Association ; 

6. Favoring any sound legislative plan that will improve 
and expand the rural credit; 

7. Commending the trade papers for their services to 
the Association and urging retailers to give them their 
support; 

8. Thanking President Thomason, Secretary Lucas and 
the various committees for their efficient and loyal services 
during the year and in making the convention a success; also 
National President D. F. Barber and E. W. McCullough for 
their presence and advice; the jobbers and manufacturers 
of the Northwest for favors; and the Davenport Hotel for 
many courtesies shown. 


Mr. Kaser presented the resolutions drafted by the 
special committee expressing the sympathy of the as- 
sociation to Mr. and Mrs. J. H. Berge in the loss hy 
death of their only daughter. 

With the Convention again in executive session 
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there was an interesting discussion of the following 


questions: 


Does it pay to give a cash discount to your customers? 
A majority of the members seemed to be in favor of the 
idea, although there was considerable difference of opinion 
as to methods. 

Who is to blame for the farmer holding his wheat at 
present prices and not paying his dealer? It was agreed that 
the dealer himself is mostly to blame. 

Does it pay the hardware and implement dealer to han- 
dle automobiles and supplies? There was a wide difference 
of opinion as to this, but many members strongly believe 
that the conditions for the dealer so doing would be better 
in the not distant future than at present. 

Why will the farmer pay cash for his automobile and 
buy implements on time? Because terms for the auto are 
cash and for implements time. He simply complies with 
the terms. But it was pointed out that more and more autos 
are being sold on time. 

Why does your neighbor dealer who does not belong to 
the Association neglect or refuse to join? led to several 
suggestions for boosting the membership. 

Has everyone a good excuse for not bringing their wives 
to the convention? led to the adoption of a motion by Nan- 
kervis that arrangements be made for entertaining the wives 
of members that attend the next convention and also a 
motion by Mr. Raymer that a committee of three be ap- 
pointed to arrange details for the reception and entertain- 
ment of the ladies. The chair appointed on this committee 
Messrs. Kelley, O’Daniel and Lipscomb. 


Under the head of unfinished business Mr. Nehrbas 
moved that it is the sense of the Convention that the 
Government should set a standard of sizes and threads 
for nuts and bolts. Mr. Callow offered an amend- 
ment that this motion include wire gauges. The mo- 
tion as amended was adopted with instructions that 
the Board of Directors draw up appropriate resolu- 
tions on this matter and that the same be sent to 
the various associations and to manufacturers. 

President Thomason thanked the members and of- 
ficers for their presence and co-operation during the 
convention, complimented the Association on _ the 
capability of its Secretary, Mr. E. E. Lucas, and also 
on its selection of very excellent members for its new 
presiding officer and vice-presidents, and hoped that 
as many as possible would attend the mid-summer 


meeting in Seattle. 
+@-- -—— 


EIGHTEENTH ANNUAL CONVENTION OF IOWA 
RETAIL HARDWARE ASSOCIATION 
TO BE HELD IN DES MOINES 
FEBRUARY 29, MARCH 
1, 2 AND 3. 


The Eighteenth Annual Convention of the lowa Re- 


tail Hardware Association will be held at the Coli- . 


seum, Des Moines, Iowa, on February 29, March 1, 2 
and 3, 1916. President W. J. Deering, in behalf of 
the Association, extends a cordial invitation to every 
member and to every hardware dealer in Iowa to par- 
ticipate in the convention sessions and the social con- 
ferences with their fellow dealers from all parts of the 
State. 

The convention will be formally opened Tuesday 
afternoon, February 29th, and the chief features of 
this session will be the ansual address by President 
W. J. Deering, Atlantic ; an address on “Meeting Com- 
petition,” by O. E. Klingaman, Director of the Exten- 
sion Division of the Iowa State University; and the 
Question Box Hour under the direction of L. C. 
Abbott, E. M. Healey and F. R. Currie. 

On Wednesday, March ist, the Iowa Hardware 
Mutual Insurance Association will hold its annual 
meeting, at which addresses and reports will be made 


by President L. C. Abbott and Secretary A. R. Sale. 
Then the Insurance Question Box will be conducted 
by K. L. Walling, manager of the Iowa Rating Bureau, 
followed by the annual election of officers. C. F. 
Kurtz of the State University Extension Division 
comes next with one of the Short Course Business 
Topics, “Store Management,” and after him Senator 
Joseph H. Allen, Pocahontas, Iowa, will speak on 
“The Hardware Man in Politics.” 

An executive session, for members only, is sched- 
uled for Thursday morning, March 2nd. Following 
the Question Box Hour, special trade topics will be 
discussed, after which Frank B. Lomas, Cresco, will 
deliver the report of the Sixteenth Annual Convention 
of the National Retail Hardware Association, held at 
St. Paul, Minnesota, in June, 1915. Then follow an 
address by Hebert B. Sheets, manager of the Price 
and Service Bureau of the National Association; an 
address on “Workmen’s Compensation,” by John A. 
Eddy, Des Moines, and a talk on “Retail Store Ef- 
ficiency” by Norris A. Brisco, Head of the Depart- 
ment of Political Economy and Sociology at the Iowa 
State University. There will be a theatre party in 
the evening. 

On the last day, Friday, March 3rd, the Question 
30x will be discussed first and then the secretary and 
the various committees will render their reports. Fol- 
lowing the various resolutions and unfinished business, 
the election of officers will be held and the Board of 
Directors will hold their organization meeting, which 


will be the last event of the Convention. 
oo ——$——— 


NEWLY PATENTED FIREARM. 





Under number 1,161,172, United States patent 
rights have been granted to Rudolf von Frommer, 
Budapest, Austria- 


f 
‘ 











‘is ay Hungary, for a 
/ Sa J Hh . F 
.- & iF a 8 Hi firearm described 
| Dg in the following: 








In a breech-loading 
firearm of the type 
described, the combination of the breech casing hav- 
ing a guiding groove for the bolt head interrupted at 
one place by a loading recess, the breech bolt, the bolt 
head capable of rotating therein and provided with 
guiding means, and separate guiding means at the 
place of said loading recess adapted to co-operate with 
the guiding means provided on the said bolt head. 


—f iy 1,161,172 
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BE A FRIEND TO THE TRAVELING SALESMAN. 


A successful traveling salesman is one who sells 
two-thirds of what you think he should. If he sells 
eighty percent, he is a star. And to reach either of 
these percentages, he must have the very intelligent 
cooperation of the house and the coaching of the 
salesmanager. The manager must be more his friend 
than his boss. Their relations must be strongly per- 
sonal. The salesman should feel that he has a 
shoulder to weep on in times of tribulation, and some- 
one to help when he hollers—someone to advise him 
in hard cases, sympathize with him if he works hard 
and fails, and to pin a gleaming medal on him when he 
succeeds.—Printers’ Ink. 








s 
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WEST VIRGINIA HARDWARE DEALERS MEET 
AT CLARKSBURG. 


The eleventh annual convention of the West Vir- 
ginia Retail Hardware Dealers’ Association met in the 
assembly hall of the Waldo hotel, Clarksburg, West 
Virginia, the opening session having taken place Tues- 
day morning, January 25th, with a gratifying attend- 
ance of its membership. 

The first session was called to order at 10:30 A. M. 
by J. R. Kemper, of Elkins, the president. The dele- 
gates sang “America” and a prayer was offered by the 
Reverend E. B. Turner, pastor of the First Presbyte- 
rian church. 

An address of welcome was delivered by G. W. 
Dudderar, secretary of the Clarksburg Board of 
Trade, to which a happy response was made by T. B. 
Frye, of Elkins. After accepting an invitation of J. 
W. Williams, of the Williams Hardware Company of 
Clarksburg, to be his guests on a tour of the city and 
its suburbs Wednesday afternoon, the convention ad- 
journed for luncheon. 

At the afternoon session, addresses were delivered 
by President Kemper, Thomas B. McMurray, of Pitts- 
brugh; F. R. Showers, of Elm Grove; and J. C. 
Kepler, of Clarksburg, the subject of the latter’s being 
“How the Prohibition Amendment Has Affected the 
Hardware Business in West Virginia.” 

Annual Address of President J. R. Kemper. 


We have assembled for the one great purpose—that of 
bettering ourselves in selling Hardware. 

Since most every one present has had experience in re- 
tailing Hardware, it will be prudent to first deal with the past. 

We have no better way of profiting ourselves than to 
improve from experiences in earlier life. In this way the 
world is made better, conditions become brighter, and as time 
advances we are brought into a realization of bigger and better 
methods of merchandising. 

Referring to the Retail Hardware Business of years ago, 
I can imagine a store equipped with few fixtures to display 
goods, no desk, no cash register, no accounting system, and 
perhaps a stock so different from our own that the average 
dealer of today would feel wonderfully discouraged in at- 
tempting doing business with the scanty stock of fifty years 
ago. Until recent years, practically all the hardware sold 
throughout this and many other states was sold by the general 
stores. Speaking from experience as a general store man of 
only fifteen years ago, I know that axes, plows, nails and tin- 
ware constituted the line carried by the average merchant. 
No doubt five or six towns in our state could boast or show 
a better line at that date. Now the Hardware Dealers are 
keeping abreast of the times, and some of the most attractive 
stores throughout the country are filled with our line of goods. 


Inasmuch as the past cannot be changed, I shall endeavor - 


to emphasize the present, and bring’ a message for the better- 
ment of all. 

Store equipment and handling the trade enter largely into 
our success as dealers. So many times store rooms do not 
afford arrangements for displaying our wares. We should 
make the best of it—brighten up, make every edge cut. Show 
a prospective customer new goods when he does not seem 
interested, for so many times new articles, when intelligently 
mo up, will create an interest, and finally you will effect 
a sale. 


Recently a customer came into our store and wanted re- 
pairs for his range. This man used coal, and in four years 
our firm had furnished a number of repair parts. At the 
beginning I could not remember the make and number, but 
the orders became so frequent he only needed to say “same 
as last time,” and I knew the rest. In December he wanted 
more repairs. and since so much expense and annoyance had 
come from this old range, J endeavored to interest him in a 
new one. Things looked pretty dark. We went over the 
situation—our goods were shown up in the best possible way— 
and after half an hour inspecting and showing, he agreed to 
let his wife “have a look.” 

Later she came in. This stove had seven nice pieces 
of aluminum ware showing from its cooking surface. 

“Does this belong? Does this ware go with the range at 
the price?” She was informed that it did, and at this point 


the sale, which had seemed questionable, seemed almost a 
reality. She looked the stove over carefully, and said, “It’s 
beautiful, it has a nice sanitary base, high shelf, reservoir, and 
certainly would make my kitchen look neat. I wonder if it 
will bake well, and keep my feet warm? My old one doesn’t.” 

I assured her the range would do all these things, but she 
said, “We can’t buy it—our old one is too good to throw 
away,” and went out. 

What would you have done? Give up, or follow up this 
once seemingly real range sale? This customer lived only a 
mile away, and I decided to see his old stove in what proved 
to be a neat, well kept kitchen. I proposed a few dollars al- 
lowance, and quick as a flash he agreed, gave his check, and 
to the glory of all their household they were in possession of 
a $65.00 * * * Malleable. 

What became of the old range? The next day a cus- 
tomer wanted one for temporary use, and this proved what 
he wanted—at enough above the allowance to pay drayage and 
a small repair bill. Of course, this proposition is only one of 
many instances from which any dealer might get similar 
results. 

The field is before us if we only lay hold of the work 
in earnest. Another thing that will prove worth while is 
to keep abreast of the times by adding such goods as will 
@ppeal to the housewife—a considerable amount of the buying 
is done by women. Try some new ideas—they bring new 
profits. 

The Hardware Merchant should learn to prospect for 
future sales. Elbow grease and stove polish are good bait 
for Stove Buyers. Seasonable goods well displayed mean 
much to lighten our stocks at inventory dates. Also a well 
arranged window display will invariably do more than its 
share of selling. One time a party, least suspected of pur- 
chasing an article seen in a window, came in to buy, saying, 
“this special item is the one thing I so much wanted.” 

We should not only expect to profit by today’s business, 
but should so handle the trade that each transaction lays the 
foundation for a larger future business. Laying plans for the 
future need not affect present affairs, because a customer per- 
fectly handled becomes a better customer tomorrow. 

Trade conditions at present seem much improved. Money 
is more plentiful. Europe has “dumped” her gold into our 
land freely. It seems certain the hour is at hand when the 
United States should extend her Commerce, supreme to all 
parts of the world. Every line of merchandise will be more 
or less affected, but the Hardware Line has a broad field and 
its wares will find a rapid road to the trade through the “Live 
Wire Dealers” 6f West Virginia. 

Forecasting the future, I can see in waiting some good 
seasons for our particular line. Let us lay hold of the task 
now with courage, and Nineteen-Sixteen will bring us a more 
creditable balance sheet than the year just closed. . 

Trusting to have the hearty cooperation of the entire 
membership present and that you will all join hands to make 
this convention the very best—I thank you. 


Thursday evening the members of the convention 
were guests of manufacturers and jobbers of the 
Wheeling district at a theatre party at the Palace 
Theatre. The hosts of this occasion were the Wheel- 
ing Ceiling and Roofing Company, the Ott-Heiskell 
Hardware Company, the Wheeling Stove and Range 
Company, the Wheeling Corrugating Company and 
Greer and Laing Company, all of Wheeling; the 
Bellaire Stove Company, of Bellaire, Ohio; and the 
Spence-Baggs Stove Company, of Martins Ferry, 
Ohio. 





REGISTERS ORNAMENTAL DESIGN FOR 
COMBINATION CULINARY TOOL. 





Frederick Lehrmann, Turtle Creek, Pennsylvania, 
has been granted United States copyright on the orna- 








mental design for a combination culinary tool which is 
shown in the accompanying illustration under number 
48,474. The term of patent is fourteen years. The 
claim was filed June 12, 1915, and the serial number 
is 33,808. 
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Indiana Retail Hardware Dealers 


Meet in Annual Convention 














The 17th Annual Convention of the Indiana Retail 
Hardware Association was held January 25, 26, 27 and 
28 at Indianapolis. Headquarters were at the Claypool 
Hotel, while the sessions and the exhibit were at the 
German House. 


TUESDAY, JANUARY 25. 

The opening session was called to order at 2 P. M., 
Tuesday, January 25th. H.C. Heldt, Oakland City, a 
former president of the Association, delivered the in- 
vocation, followed by remarks by Milo J. Thomas, also 
a former president, after which President W. L. Hub- 
bard, Scottsburg, spoke briefly, welcoming the dele- 
gates, their friends and others present. 

On behalf of the Association, past president Milo 
J. Thomas, presented an ivory gavel to President W. 
L. Hubbard. 

A colored quartette then rendered a vocal selection, 
followed by a short talk by L. S. Soule, of Chicago, 
on the necessity for careful buying. 

Wright Marble was then introduced and made a 
short address. 

Carl N. Jacobs, Stevens Point, Wisconsin, son of 
P. J. Jacobs, the veteran secretary of the Wisconsin 
Retail Hardware Association, spoke on “Compensation 
and Liability Insurance” as follows: 

Address by C. N. Jacobs. 


On May 15, 1913, the Governor of Indiana appointed a 
commission to investigate industrial accidents and the opera- 
tion of Workmen’s Compensation laws and report to the 69th 
General Assembly. 

The investigations of this commission showed that in 
those states in which there were no Compensation Acts, the 
only course open for an employe to pursue, in the event of 
an injury, was to start suit against his employer. Damage 
suits had not, as a general proposition, resulted in a fair ad- 
justment of the claims of injured employes against their em- 
ployers; too frequently the injured workmen, in all fairness 
to recompense for his injury, had received nothing by reason 
of some legal technicality, while, on the other hand, injured 
employes had frequently recovered greater amounts than the 
injury suffered actually justified. Under the lawsuit system, 
also, not more than 50 percent of the damages awarded in 
court ever reached the hands of the injured workmen, but 
were received by so-called “ambulance chasers,” lawyers who 
made a practice of dealing with lawsuits of this type. Many 
employers found it necessary to insure themselves against 
their employes by reason of such lawsuits. 

Under a Compensation Act, however, the liability was 
fixed in amount by the Act and was not left to the determina- 
tion, or rather, conjecture of a sympathetic or prejudiced 
jury. 

The report of this commission led to the adoption of the 
Indiana Workmen’s Compensation Act, effective Septem- 
ber 1, 1915. 

Every employer of labor, except household and farm 
hands, is presumed to have accepted the provisions of the 
Act, unless a counter declaration has been filed with the In- 
dustrial Board. I have learned that some did this to avoid 
carrying insurance, but it’s a serious mistake. 

If you reject fixed compensation and take a chance on 
being sued, you will be deprived of your usual defenses if 
you are sued. Of course, this indirectly makes it compulsory 
after all, and it is therefore expected to bring the employer 
into line for fixed compensation. 

What I mean by depriving an employer of his usual de- 
fenses is this: Take Indiana before a Workmen’s Compen- 
sation Act was passed. John Jones is a merchant employing 
clerks. One of them, in passing through a shipping room, 
falls through a trap-door and breaks his leg. On the ground 


clerk sued for damages. The employer could defend on the 
three’ grounds: 


1. The door was left open by another clerk, who was a 
fellow servant of the clerk who was hurt. Under the law I 
am not responsible for injuries caused by fellow servants. 


2. The clerk himself was negligent in not seeing that the 
door was open and avoiding it. Therefore he cannot recover 
damages. 

3. The clerk knew the trap-door had to be open more or 
less, and in passing through the room he assumed the risk. 

Many and many a suit for damages has failed because the 
employer successfully raised some or all of these defenses, 
and in all justice, certainly the second one should be raised. 
An employe who is hurt because of his own carelessness 
ought not to be allowed to put the cost of his injury on his 
blameless employer. Where Workmen’s Compensation is in 
effect the employer who goes into court to defend the suit of 
an injured employe has almost no defense at all, except that 
“the accident didn’t happen,” which of course would be im- 
possible in most cases. The willful misconduct of the injured 
employe causing the accident is another possible defense, but 
willfulness is not easy to prove. 


Briefly, the provisions of the Act are as follows: The 
employer must pay the reasonable cost of medical, surgical 
and hospital treatment of the injured employe, with medicines 
and appliances, for a period not to exceed thirty days. Where 
the injury causes total disability for work there shall be paid 
to the injured employe during such total disability, but not in- 
cluding the first two weeks thereof, a weekly compensation 
equal to 55 percent of his average weekly wages for period 
not to exceed 500 weeks. 

Where the injury causes partial disability for work, there 
shall be paid to the injured employe during such disability, but 
not including the first two weeks thereof, a weekly compen- . 
sation equal to one-half of the difference between his average 
weekly wages and the weekly wages at which he is actually 
employed after the injury, for a period not to exceed 300 
weeks. 

Where death results from the injury within 300 weeks 
there shall be paid in addition to burial expenses, not to ex- 
ceed $100.00, a weekly compensation equal to one-half of the 
deceased’s average weekly wages during such remaining part 
of 300 weeks as compensation shall not have been paid to 
the deceased for a total or partial disability, to all dependents 
of the employe wholly dependent upon his earnings for sup- 
port at the time of the injury. In no single case that I have 
mentioned shall the entire claim exceed $5,000. 

For the loss of members of the body, special weekly in- 
demnities are provided, and the injured employe is allowed a 
specified number of weeks of compensation even though dis- 
ability for work does not continue as long. 

The average weekly wage, as referred to in the Act, is 
considered to be not more than $24.00, nor less than $10.00. 

Employes are dealt with on an equal basis and their claims 
for compensation are paid without expense to them. There is 
ny antagonism; employer and employe pull together in Work- 
men’s Compensation. 

Employers desiring to carry their own liability under the 
act may make application to the Industrial Board for a dis- 
pensation from insurance. Such application must be accom- 
panied by a financial statement. If the Board is satisfied that 
the employer has sufficient means to pay any claim without 
financial injury to his business, such dispensation is granted, 
otherwise not. Very few are able to assume their own lia- 
bility and should buy a policy covering their liability in some 
insurance company. One accident costing $5,000 would throw 
the average man into bankruptcy. The penalty for failure to 
insure after October Ist is from $1.00 to $50.00 per day, so 
that no man can afford to take the chance and be without 
a policy. 

The Hardware Mutual of Wisconsin made application for 
a license to write Compensation in Indiana last August, and 
hoped to be in the field early enough to call on all Hardware 
Merchants. The Industrial Board was so swamped with other 
matters that they were unable to get to us until shortly before 
September Ist, and as a result many of the larger merchants 
had placed their insurance. We were able, however, in the 
short time left us to secure 145 policy holders. 

We write at the regular stock company rates and return 
savings in the form of a dividend, the same as the Hardware 
Mutual Fire Insurance Company, with which you are all fa- 


that it was negligence to leave the door open, the injured miliar. Dividend for last year and also for the coming year 








is 25 percent. We hope in time to repeat the experience of 
our Fire Company, which is returning 50 percent. 

About June Ist we expect to put a man in the field and 
hope that those of you who did not wait for us last year will 
do so then. 


Charles T. Woodward, Carlinville, Illinois, first 
vice-president of the National Retail Hardware Asso- 
ciation; A. E. Towne, of the National office at Argos; 
Secretary M. L. Corey and Daniel Stern of AMERICAN 
ARTISAN, Chicago, made short addresses touching on 
some of the many benefits that come to members of 
such associations. 

One-hundred-and-twenty-one members, guests, visi- 
tors and exhibitors were present at the opening ses- 
sion. 

The following committees were announced by Pres- 
ident Hubbard: 

Auditing Committee—Milo J. Thomas, Corunna; T. 
L. McCarty, Fort Branch, and H. M. Bahls, La 
Fayette. 

Nominating Committee—H. C. Heldt, Oakland 
City; W. J. Hungate, Fountain City; H. E. Romey, 
Columbia City; Charles Samonial, Brockville, and N. 
V. Wright, Farmland. 

Resolutions Committee—W. A. Moon, Crawfords- 
ville; R. A. Peterson, Muncie; E. M. Bush, Evans- 
ville ; Jesse E. McCoy, Cloverdale ; William R. Powell, 
Converse; C. H. Cordes, Seymour, and Robert L. 
Johnston, Aurora. 


WEDNESDAY, JANUARY 26. 

The Wednesday forenoon session was an executive 
one and was called to order at 10 o'clock. After a 
song by the quartette, President Hubbard delivered 
his annual address, in which he reviewed the activi- 
ties of the past year. 

Annual Address of President Hubbard. 


For the seventeenth time the members of the Indiana 
Retail Hardware Association are assembled in annual session, 
for the purpose of exchanging ideas, formulating plans and 
discussing problems concerning the retail hardware trade. 

It has been my pleasure to attend each of these seventeen 
meetings and observe the growth of this Association from 
its infancy to the present time. 

I had entered the hardware business less than two years 
previous to the first call meeting at Evansville, with but 
little capital and no experience. When I received notice of 
this call meeting from Mr. Robb, I realized that others as 
well as myself felt the need of social business relations. 
This created in me an interest which prompted me to respond 
to the first call and become a charter member of this organ- 
ization. 

There is a vast difference between this assembly of sev- 
eral hundred dealers and the first one of possibly thirty-five. 
Then most of the dealers were strangers, trying to be a little 
dignified and seemingly afraid they would divulge some 
secret of the trade or come in contact with a competitor. 

After we held our first session it was quite different. All 
were enthused with the “get-together” idea and were anxious 
to establish an organization for the continuance of these meet- 
ings. Much good was done at that time. One thing, I re- 
member, was the question of marking goods in plain figures. 
A vote was taken to see how many did so, and it was shown 
that very few had followed that custom. After the question 
was discussed a majority voted in favor of the plan. 

At this meeting W. H. Weed, the temporary chairman, 
was elected president. The temporary secretary, Mr. Robb, 
declined to accept the secretaryship on account of ill-health. 

Several men were offered this position, but all flatly re- 
fused, save one, a gentleman from Argos, who modestly con- 
sented to try it for one year. That man has been at the helm 
ever since and is more responsible for the success of our 
Association than any other one man. He has not only been 
a great factor in our Association but the National as well. 

Much has been accomplished during these last sixteen 
years. We have now become known as one of the greatest 
trade organizations in our beloved state, able to command 
respect and demand a hearing from any individual or organ- 
ization we may see fit to approach. 

Our Price and Service Bureau is a well equipped institu- 
tion, capable of giving us the best information possible on 
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buying. I regret to say it has not received the support from 
our members that it should. This Bureau can not purchase 
your goods for you, but it can give you valuable informa- 
tion as to the best market prices and sources from which to 
buy. Its service is yours for the asking. 

Great Saving in Insurance Premiums. 


Our Mutual Hardware Insurance companies have meant 
a great saving to the members who have taken advantage of 
it. More money has been saved for Indiana dealers the past 
year than has been paid into our state treasury for dues 
since this organization was established. As to the safety of 
these companies, I assure you no better risk can be found. 

The past year has been one of unusual conditions. Our 
great crop prospects were greatly interfered with by the 
excessive rains which cost our farmers millions of dollars, 
thus affecting the mercantile prospects, both in the sale of 
goods and collection of accounts. 

The European war conditions have greatly disturbed 
our markets and caused extreme advances in our line of mer- 
chandise. All products of steel, copper and zinc are steadily 
advancing, and should this war last another year, they will 
no doubt continue to do so. 

In my humble opinion all of us who have bought, and 
continue to buy, strong on future will find it profitable. 

These peculiar trade conditions should cause this Con- 
vention to deal strongly with the rising cost of merchandise 
and discuss the best methods for dealing with it. 

The question of buying and selling is a most vital one. 
Chief attention, however, is usually given to selling, when 
buying is of equal or greater importance. Many a merchant 
spends too much time behind the counter, selling goods and 
does not give himself enough time to study costs and market 
conditions, and through lack of information is not buying 
as well as he should. In buying, we should not jump at con- 
— but stop and consider when, where and how much to 

uy. 
It is true selling is important and is governed princi- 
pally by demand, but unless goods are bought right they are 
hard to sell at a profit. 

Lack of Credit and Collection System. 

Another subject which should engage our attention is 
that of extending credits and collecting accounts. We are 
too slack in our methods of dealing with accounts. We need 
a system like the banker who profits by his credits. He 
demands good securities for his values, specifies a future 
date when he shall be paid and makes sure of his interest by 
collecting it in advance. 

We should consider some definite plan for extending 
credit and have some approved, uniform system for record- 
ing and collecting accounts. 

A local information bureau is said to be a great help to 
the credit business and should be discussed during this 
meeting. 

There are other questions of importance which should 
come before us, but to which I will not refer, as they will 
be brought out in our secretary’s report. 


Speaking as a retiring officer, I wish to state that so far 
as I have been able to observe the present condition of our 
Association is good. We are in good shape financially and 
are enjoying peace and harmony. As to our general plan of 
management, I have nothing to suggest, but I do want to 
remind you that neither our rapid strides of the past nor 
our flourishing condition of the present are sufficient. If this 
Association is to attain, in the highest degree, that for which 
it aims, it must have the support of every individual member. 
Each dealer must put something of the best there is in him 
into the Association. He must not only attend the meetings, 
but give his enthuiastic support at all times. By so doing 
he will receive benefits that will greatly aid him not only in 
his daily business problems but in his social life as well. Let 
us all put our shoulders to the wheel and “boost” for our 
Association. 

In conclusion I want to assure you that it has been a 
great pleasure to me to receive the honors of this Associa- 
tion. I have made an earnest effort to serve you to the best 
of my ability. Your sympathy and support have been greatly 
appreciated and I bespeak for my successor the same loyal 
support you have given me. 


Secretary M. L. Corey then read his annual report, 
showing what had been done through the secretary's 
office. 

That a guide book compiled by Gilbert H. Hendren, 
state examiner of the state board of accounts is 
unfair, wrong and impracticable, in that it furnishes 
at the head of a list of manufacturers the names of 
several large mail order houses from which officials 
are advised to buy, and quotes prices given in opposi- 
tion to other manufacturers, was one of the prominent 
features of his report. 
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Mr. Corey announced that a committee had been 
appointed by the Indiana Retail Lumber Dealers’ As- 
sociation, which is in session at the Claypool hotel, 
to work jointly with a committee from the hardware 
association, to talk with Hendren before the next guide 
book is issued. 

This was followed by the report of Treasurer 
Charles E. Hall, Indianapolis, which was turned over 
to the Auditing Committee for suitable action. 

The report of the delegates to the 1915 National 
Convention at St. Paul, Minnesota, was given by H. 
C. Heldt, chairman of the delegation. 

The various districts were then organized for the 
purpose of selecting delegates to the 1916 National 
Convention to be held June 14 to 16 at Boston, the 
names being reported to the Nominating Committee. 

AFTERNOON SESSION. 

At 2 o'clock the convention was again called to 
order, the session being an executive one. 

J. W. Fisk, Detroit, Michigan, a well known expert 
on store management, spoke on “Store Management 
and Buying.” 

This was followed by an address by Professor J. J. 
Pettijohn, director of the Extension Division of Indi- 
ana University, Bloomington, who spoke on the sub- 
ject of “Merchants’ Short Courses,” stating that the 
State University was planning to organize such a 
course, similar in its scope to those conducted in other 


states. 
Evening Session for Implement Dealers. 


At 8 o’clock many of the visiting dealers gathered 
at the Claypool Hotel and listened to an address by 
J. W. Fisk on “Common Sense Selling Methods.” 


THURSDAY, JANUARY 27. 

The executive session on Thursday morning was 
spent in discussing various features of retailing, such 
as buying, selling, credits, collections, etc. 

George F. Kuhn, field agent for the State Board of 
Accounts, spoke on the problems the Board had to 
deal with, but not until he was reminded in a forceful 
manner that what the hardware dealers were inter- 
ested in knowing was the “Guide Book” to which 
reference was made in Secretary Corey’s report, did 
he make any statement about the manner in which the 
new issue will be compiled. Only Indiana manufac- 
turers will be named, the mail order houses being 
omitted. 

Under the head of the Question Box, which formed 
an important part of each session, many subjects were 
considered, such as What, when and how much to 
buy—terms—discounts—source of supply—price in- 
formation and record. 

Arrangement of 
display—division of sto¢k. 

Store Management—the one-man store—dividing 
responsibilities—controlling expenses—the minds and 
hands of a store. . 

Selling—educating and training clerks—the can- 
vasser—special sales and demonstrations—delivery 
competition. 

Credits—drawing the line—uniform terms—loose 
credits—bookkeeping—cash customers. 

Collections—when to begin—how to eliminate the 
deadbeat—agencies, letters and personal effort. 


stock—departments—location— 





AFTERNOON SESSION. 

At the afternoon session the reports of the com- 
mittees on Resolutions, Legislation and special sub- 
jects were rendered. 

The Nominating Committee then recommended the 
election of the following members for the respective 
offices : 

President—E. Barrett, Lawrenceburg. 

I‘irst Vice-President—N. R. Stone, Rochester. 

Second Vice-President—T. L. McCarty, 
Branch. 

Secretary—M. L. Corey, Argos. 

Treasurer—Charles FE. Hall, Indianapolis. 

Executive Committee—H. M. Bahls, LaFayette; F. 
Kk. Wier, Ligonier, and H. E. Ramey, Columbia City, 
the latter two taking the places of N. R. Stoner and 
T. L. McCarty, who were promoted to the vice-presi- 
dencies. 

By vote the recommendations were concurred in, 
and the Convention adjourned. 

A meeting of the newly elected Executive Commit- 
tee was held Friday morning at the Claypool Hotel. 


Fort 
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CONVENTIONALITIES. 


A. C. Penn, Incorporated, New York, had a very 
prominent corner location and their booth was the 
center of interest as the “Human Automaton” attracted 
a great deal of attention. This exhibit was in charge 
of A. M. Connett and H. F*. Koeber. 

The Foster Stove Company, Ironton, Ohio, occupied 
one of the ladies’ parlors and had one of the most com- 
prehensive exhibits at Indianapolis. They displayed 
a complete line of their cast ranges, showing the new 
Mission finish and a line of their heating stoves. Their 
exhibit was in charge of N. G. Wasserboehr and C. A. 
Cline. 

The Buffalo Sled Company, North Tonawanda, New 
York, had an exhibit of their sleds and boys’ wagons, 
including racers, auto coasters and metallic snow 
shovels. Their interests are being looked after by J. 
IX. Decker. 

The Vaughan & Bushnell Manufacturing Company, 
Chicago, showed a full line of their hammers, chisels 
and carpenters’ tools, displayed in very nice cases and 
their friends were looked out for by Messrs. R. G. 
Perkins and Gus Ruhling. 

The Maytag Company, Newton, Iowa, showed their 
new Multiple Motor washing machine, their electric 
machine and their combined power and hand washers. 
Their interests are being looked after by Corson 
lliott, O. F. Cripe, C. Jinnings and W. FE. McMillen. 

Tanner & Company, the quick shippers of Indian- 
apolis, had samples of their numercus specialties in 
sheet metals, and the wants of their customers were 
looked after by N. C. Apgar and Benjamin Booth. 

The Tuttle & Bailey Manufacturing Company, New 
York and Chicago, showed a full line of the different 
styles and makes and finishes of their warm air regis- 
ters, their interests being in charge of Bob Ketting, 
A. S. Robertson and F. M. Cooper. 

J. V. Dailey of Detroit, Michigan, was one of the 
busiest men in Indianapolis, as he is everywhere rec- 
ognized as a trained heating and ventilating expert. 
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Dirk Meyer, J. M. Oliphant and Otto Grahs looked 
after the joint exhibit of the Meyer Furnace Company 
and I. Meyer & Brother Company, Peoria, Illinois. 
They showed their Safety wall pipe as well as the 
Weir All Steel Gas and Soot Consuming Heater. They 
were distributing memorandum books, watch fobs, 
cartridge pencils and foot rules and had a larger 
variety of souvenirs than any other exhibitor. 

The Quick Meal Stove Company Division of the 
American Stove Company, St. Louis, showed a line 
of gas, oil and coal burning stoves, also a line of white 
enamel combination gas and coal ranges, their display 
being in charge of W. E. Rose and A. G. Brower. 

The White Lily Manufacturing Company, of Daven- 
port, lowa, was represented by H. W. Power and A. 
J. Klein and showed several varieties of their washing 
machines. 

The Malleable Iron Range Company, Beaver Dam, 
Wisconsin, had a very attractive exhibit on the stage 
of the main hall and showed their Monarch Malleable 
Range as well as one of their combination gas and 
coal ranges, their exhibit being in charge of W. S. 
Ritchie, K. C. Smith and W. J. Snyder. 

“Charlie’’ Woodburn and “Joe” Kalter were much 
in evidence and presented handsome oxidized match 
boxes to their many friends among the delegates and 
other visitors. 

eS 
OBITUARY. 


John Alexander Hill. 

John Alexander Hill, one of the best known pub- 
lishers of trade papers, president of the Hill Publish- 
ing Company, New York City, died suddenly of 
apoplexy while traveling in his motor car from his 
home in East Orange, New Jersey, to his office. He 
was born February 22, 1858, near Bennington, Ver- 
mont. His parents moved to Wisconsin while he was a 
small lad and when he was 14 years of age he went to 
work in a country newspaper office. Later on he be- 
came a locomotive engineer, but in 1885 established 
the Daily Press, of Pueblo, Colorado. While here he 
contributed a number of articles to Locomotive Engt- 
neering, published in New York City, and in 1888 be- 
came managing editor of that publication, attaining 
the ownership some years afterward, but disposing of 
it in 1896. 

Later on he acquired a number of well established 
technical journals, such as Power, the Engineering and 
Mining Journal, the Engineering News and Coal Age. 
The ownership of these was vested in the Hill Publish- 
ing Company, of which Mr. Hill was president. 

He was also president of the McGraw-Hill Book 
Company, which is one of the most prominent publish- 
ers of technical books. 

While by nature a modest and retiring man, Mr. 
Hill was of a genial nature and fine human sym- 
pathies and for this reason was loved and admired by 
his employes and associates who to his delight referred 
to him as “The Old Man.” His two chief interests 
were his business and his home. 

Mrs. Margaret Revell. 

Yhe many friends of Alexander H. and John T. 

Revell will sympathize with them in the loss of their 


mother, Mrs. Margaret Revell, who died at her resi- 
dence, 633 Fullerton Parkway, Chicago, January 26th, 
81 years of age. She was the widow of David J. 
Revell and had been a resident of Chicago for sixty 
years, having been born in Ireland in 1834. She met 
and married her husband in Boston, coming to Chi- 
cago in 1855. Shortly after the great Chicago fire in 
1871 Mr. Revell died but with undaunted spirit she set 
about building up the fortune which was lost in the fire 
and brought up her family of three boys and a daugh- 
ter. When prosperity came she delighted in doing 
many acts of charity, but always without ostentation. 
She was the mother of John T., Alexander H. and 
David Revell and Mrs. Frank R. Judd. The funeral, 
which was attended by a large number of friends of 
the family, was held at her late residence on January 
28th, with burial at Rosehill Cemetery. 
Charles W. Weaver 

Charles W. Weaver, who for more than 20 years 
was connected with Herman Boker and Company 
and its successor, the Boker Cutlery and Hardware 
Company, New York City, died recently at his home 
in Plandome, Long Island, New York, at the age of 
41 years. He had for several years been calling on 
the Chicago and Pacific coast jobbing trade. The 
widow and a daughter are left. His many friends 
will sympathize with them. 

Joshua Jewett, Jr. 

Joshua Jewett, Jr., member of the firm of Jewett 
and Company, stove manufacturers, Buffalo, New 
York, was killed Friday, January 21st, while riding 
in his automobile on his way to the stove company’s 
office. The machine was struck by a New York Cen- 
tral Railroad train at Military road crossing. Mr. 
Jewett was instantly killed. 

James A. Patterson 

James A. Patterson, of Giddings and Patterson, 
Indianapolis, Indiana, died recently, from a stroke of 
apoplexy. He was 67 years of age and had for a long 
time been connected with the Van Camp Hardware 
Company, but resigned about five years ago to go into 
the hardware commission business. 

Clinton P. Soper. 

Clinton P. Soper, president of the American Foun- 
dry and Furnace Company, and one of the prominent 
capitalists of Bloomington, Illinois, died suddenly at 
Pasadena, California, on Monday night, January 24th. 

| 
RETAIL HARDWARE DOINGS. 





ARKANSAS. 

The hardware and furniture business of G. W. Spear, 
Van Buren, is being closed out. 

W. M. and L. E. Fincher, Waldo, are planning to engage 
in the hardware business. 

The Richmond Hafdware Company, Fort Smith, and 
the O’Shea-Hinch Hardware Company have combined their 
stocks. 

ARIZONA, 

The Palace Hardware and Arms Company, Phoenix, has 

been incorporated with a capital stock of $50,000. 
ILLINOIS. 

Edler and Kircher, Freeport, have dissolved partnership, 

Mr. Kircher continuing the business. 
IOWA. 


A. H. Stone, Brandon, has sold his hardware store to 
Ralph Bailey. 

The store of Lockwood and Stewart, Clarion, has been 
destroyed by fire. 
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J. O. Kasa, Estherville, has bought the Gardner hard- 
ware store. 

A. J. Kavana, Grinnell, has sold his interest in the hard- 
ware business of Richards and Kavana to C. S. George. 

The Joseph Mattes Hardware Store, Odebolt, has been 
succeeded by Joseph Mattes and Son. 

Williams Brothers, Pleasantville, have sold their hard- 
ware store to McCoy Brothers. 

J. S. Fisher, Wellman, will open a hardware store. 

The Lee Hardware Company, Melrose, has purchased 
the Lemley hardware stock. 

C. O. Walls, Oakley, has purchased the Walls and Mike- 
sell hardware business. 

A. Weir, Cumberland, has sold his interest in the hard- 
ware business to W. J. Farwell. 

L. J. Sweet, Woodbine, has disposed of his hardware 
and implement business to M. Rule, Harlan. 

Wood and Son, Boone, have purchased the hardware 
and implement business of F. C. Little and Son. 

Waples, Castana, has sold his interest in the 
Waples and Sons hardware store to his brother Henry. 

F, A. Welp, Kamrar, has purchased a hardware store. 

William M. Bobbitt, Modale, has secured a hardware 
and implement business. 

Habbert and Peyton, Sac City, have succeeded to the 
hardware and implement business of Louis A. Peyton. 

Lew Boyd, Weir, has traded his hardware and harness 
business to the Cady Land Company for a farm. 

C. H. Johnson, Wellman, has closed out his hardware 
business and will open a store in Webster. 

George Hasebrock and Son, Williams, have sold their 
hardware store to F. A. Wepl. 

KANSAS. 

The Stilman Hardware Store, Bushong, has just been 
opened. 

Claney and Stinchcomb, Aulne, are selling out their 
hardware stock. 

Fields and Daniels, Dennison, have engaged in the hard- 
ware business. 

J. G. Perigo, Ellis, will move his stock of hardware into 
a new building. 

The Melchert hardware stock has been 
Hettick, Williamsburg. 

Lew Garber, Bern, has sold his hardware and implement 
business to D. A. League. 

The Goering Hardware Company, 
building an addition to their warehouse. 

Roy Todd and Fess Stalder, Meade, have purchased an 
interest in the Casteen hardware business. 

Mike Zimmerman, Selden, has purchased the hardware 
and furniture business of Paxton and Kline. 

Charles Schlicht, Elkhart, will have charge of a large 
hardware and implement business in Hanston. 

The Graber and Britenstein Hardware Company, North 
Topeka, has purchased the stock of the Henry Hardware 
Company. 

G. A. Glift and Son, Marquette, have purchased the 
Beckey hardware stock from Wilson Brothers and will move 
it to Council Bluffs. 

Dr. W. H. Prentice, La Cygne, has acquired the hard- 
ware stock of C. J. Milton. 

The A. Dalton Hardware Company, Dalton, has been 
sold to G. H. Boyer and Company of Walker, Missouri. 

W. E. Kornbaum, Hanover, has acquired the entire busi- 
ness of the Hanover Hardware Company. 

H. H. Wimer, Leroy, has bought the hardware stock of 
the Leroy Realty Company, which he will combine with his 
own hardware stock. 


sold to G. L. 


Moundridge, are 


KENTUCKY. 

The Cawood Hardware and Furniture Company, Harlan, 
has been incorporated for $6,508.68 by M. D. Smith, S. M. 
Cawood and F. C. Anderson. 

MICHIGAN. 

Herman Dignan, Owosso, manager of the hardware de- 
partment of the Arthur Ward and Company hardware and 
furniture store, has purchased an interest in the stock. 

The Gradolph Hardware Company, Dumdee, has been 
organized with an authorized capital stock of $10,000, of 
which amount $6,300 has been subscribed and paid in cash. 

The Kirk and McLean Hardware Company, Detroit. 
has been incorporated with an authorized capital stock of 
$2,000, of which amount $1,100 has been subscribed and $850 
paid in property. 

MINNESOTA. 


The Folsom Hardware Company, Hinckley, has suc- 
ceeded the Folsom-Fuchs Company and has been incor- 
porated by J. J. Folsom, M. L. Nelson, G. W. Empey and 

. Berg. ; 

Frank M. Smith, Pine City, has sold the Smith Hard- 
ware Company to John Boyum, 

Carlson and Olson, Isanti, have dissolved partnership, 
Mr. Carlson continuing the business. 

Farrell and Keefe, North Redwood, has sold his hard- 
ware and furniture store to William Simondet. 


E. S. Johnson and J. C. Murphy, Rockford, have bought 
the Rockford Hardware Company. 

Herman A. Klobe, Young America, has succeeded to 
the hardware business of Klobe Brothers. 

Settergren Brothers, Litchfield, have sold their hard- 
ware business to Jens Jule, Hutchinson, Kansas. 

The firm of Sandager and Hegdal, Belview, has dis- 
solved partnership, Mr. Sandager taking over the hardware 
business. 

MISSOURI, 

R. W. Ferguson, Odessa, has sold his hardware stock. 

The Ward Mercantile Company, Kennett, is opening a 
hardware store. 

E. P. Hutchinson, Fayette, has purchased the Goodson 
hardware store. 

R. M. Magee, Warrensburg, has acquired the Crescent 
hardware stock. 

George Dodson, La Plata, has acquired the hardware 
business of S: W. Daugherty. 

Warren Moris, Olean, has purchased Paul Inglish’s in- 
terest in the hardware business. 

The Q. T. Moore Hardware Store, Nevada, has been 
sold to J. K. Hill and A. F. Tharp. 

The hardware store of Gallagher, Calbert and Huse, 
Warsaw, has been destroyed by fire. 

3rant and McCrea, Maysville, have added a line of hard- 
ware to their implement and vehicle business. 

H. W. Stiff, De Kalb, has disposed of his hardware 
stock to Stanley and Company. 

J. W. Weger, St. James, has succeeded to the hardware 
business of Burge and Weger, J. D. Burge retiring from the 
business. 

C. L. Hartzell, Lathrop, has sold his interest in the A-E 
Hardware Company to the other members of the firm, George 
T. Lohman and Harry Leighninger. 

NEBRASKA. 

Saunders and Mulhair, Lynch, will open a hardware 
business. 

C. B. Diefenback, Darr, has sold his hardware store to 
J. S. McBrayer. 

Fire has destroyed the 
Lewiston. 

A. W. Mason, St. Paul, will engage in the hardware 
business. 

Joseph Noval, Howells, has sold his hardware and im- 
plement store. 

Robert McNair, Chadron, has sold his hardware business 
to W. S. Gillam. 

The Newberry Hardware Company, Alliance, has been 
incorporated with a capital stock of $300,000. 

Hughes and Greer, Dakota City, have now taken charge 
of the lumber and hardware business which they recently 
purchased. 

D. L. Hopkins, Gandy, will take over the Tunnell hard- 
ware store. 

Oscar Olson, Orleans, has purchased an interest in the 
Lideen hardware store. 

NORTH DAKOTA, 

Vincent Langowski, Minto, has sold his interest in the 

hardware business of Langowski and Company to Leo 


Wysoski. 


Carsten hardware store at 


PENNSYLVANIA. 

J. M. Hadesty and Son, Tamaqua, have suffered a fire 
loss of $80,000. 

SOUTH DAKOTA, 

L. M. Scriven, Sioux Falls, has purchased the east side 
store conducted by the Brown Hardware Company. 

Zickrick and Sons, Murdo, have sold their hardware 
store to H. E. Schoonmaker. 

Joe Kogel, Woonsocket, has sold his interest in the 
hardware business of Kogel Brothers to M. E. Carmody. 

Eugene Moore and Sons, Howard, have purchased t 
hardware and implement business of H. M. Hanson. 

TEXAS. 

G. A. Jones Hardware Company, Denison, have decreased 
their capital from $20,000 to $17,200. 

The Burnett-Archer Hardware Company, Houston, has 
purchased the hardware store of L. T. Fuller and Company 
and will be reorganized and incorporated under the firm 
name of Burnett-Archer Hardware Company by J. P. Bur 
nett, R. H. Archer, and Henry Cook. 

WISCONSIN. 

The Williams-Counsell Hardware Company, Milwaukee, 
has been incorporated with a capital of $15,000 by E. D. 
Counsell, A. D. Williams and H. J. Frame. 

A. Hilger, Thiensville, is contemplating building a mod- 
ern, up-to-date hardware store next summer. The building 
will be of cement blocks. 

Michael H. Daley, North Lake, is now owner of the 
building in which he has been conducting his hardware busi- 
ness. 

Smith and Meadows, Oconomowoc, have sold their hard- 
ware stock to Weber Brothers. 

George Asby, Union Center, has sold his hardware store. 


he 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











It isn’t every day that men engaged in selling have 
the opportunity of listening to a salesman who by his 
work is earning and receives a thousand dollars a 
week and it was therefore an exceptional occasion 
when Claude C. Hopkins, president of the advertising 
agency of Lord and Thomas, Chicago, spoke at the 
Weekly Luncheon of the Hardware Club of Chicago 
on Tuesday, January 25th. 

The speaker was free to state that he believed in the 
efficiency of the written word in selling as compared 
with the spoken word, but he also was emphatic in his 
statement that personal salesmanship, as evidenced 
in individual man-to-man contact, would always be 
an important factor in distribution—whether from 
manufacturer and jobber to dealer or from dealer to 
consumer, or from manufacturer to consumer. 


“T want to make this point perfectly clear to you,” 
said Mr. Hopkins, “that there isn’t a thing done by 
personal selling that cannot be accomplished by the 
written kind of salesmanship—whether that kind is in 
the form of a personal or circular letter, or what we 
sometimes in a vague manner classify as advertising, 
and furthermore, your personal selling will be a far 
easier proposition—as well as much more profitable 
to you and your home—if coupled with it there is a 
proper modicum of written selling argument. 

“To give you definite proof of some of these state- 
ments I shail cite a few examples out of my own 
business history: 

“Some years ago a certain concern manufacturing 
carpet sweepers found itself apparently up against a 
stone wall—although it was admitted by practically 
everyone that the carpet sweeper was a very handy 
utensil, very few dealers could be persuaded to put 
any life behind their own selling of them, with the 
result that the concern’s traveling salesmen found it 
hard work to dispose of its output. A young man in 
the bookkeeping department of the company asked 
and obtained permission to prepare and mail some sell- 
ing talks on the carpet sweepers to the retailers. The 
ultimate result of this experimental coupling of writ- 
ten selling with personal salesmanship is that this 
Company is now known and thought of wherever 
carpet sweepers are used, and I was that bookkeeper. 

“A Chicago concern found itself with practically 
no capital with which to create a market for its 
product. By a careful letter campaign orders were 
secured in a few weeks amounting to $100,000, and 
on the strength of these orders an advertising contract 
was entered into which has resulted in placing the 
company in the enviable position of having earned in 
net profits last year over a million dollars. 

“T could go on and cite case after case proving be- 
yond doubt that not only can any meritorious article 
or proposition be sold effectively and economically by 
mail, but that when the right sort of written sales 


campaign is coupled with efficient personal salesman- 
ship the distribution is far wider and accomplished 
at a correspondingly lower cost.” 

President A. Vere Martin, who introduced the 
speaker, was congratulated upon the fine address he 
had made it possible for the members to listen to. 

He announced that there would be another interest- 
ing speaker on a live topic at the next Weekly Lunch- 
eon, February Ist. 

Will Speak on Russia and the Russians. 

It was announced that at the February 15th Lunch- 
eon Alfred C. Berghoff, who has spent several years in 
Russian and is intimately acquainted with many of the 
men who today are prominent in the affairs of Russia, 
will address the Hardware Club on the subject of 


“Russia and the Russians.” 
Ladies’ Auxiliary Elects Officers. 


The Annual Meeting of the Ladies’ Auxiliary of the 
Hardware Club was held Wednesday afternoon, Janu- 
ary 26th, in the parlors of the Club. 

As was expected, there was quite a bit of interest 
in the election and although the Regular Ticket won 
out, the contest was close. The result of the election 
is as follows: 





President—Mrs. Allan J. Coleman. 
Vice-president—Mrs. J. W. Edwards. 
Secretary—Mrs. George H. Beaudin. 
Treasurer—Mrs. E. A. Wilson. 

Following this came a short program of music, dur- 
ing which Mrs. Fred Carpenter rendered a fine vocal 
selection, Mrs. Kline played a violin solo beautifully, 
after which a guessing contest originated by Mrs. FE. 
A. Wilson caused much merriment. Mrs. Carpenter 
won the prize. 

Henry Stuckart, treasurer of Cook County and one 
of the most popular members of the Hardware Club, 
was then introduced and spoke in appreciation of the 
excellent work done by the Ladies’ Auxiliary to make 
the Hardware Club a success. He suggested that the 
ladies might invite their husbands and brothers and 
other gentlemen of their families to their social affairs, 
and as a result a standing invitation was extended to 
him to attend whenever he desired. 

The retiring president, Mrs. Harry B. Macrae, 
spoke briefly, thanking the members for the cordial 
support they had given her during the past year and 
bespoke for Mrs. Coleman, the incoming president, 
and the other new officers the same cooperation. 

Coffee and cake were served after the program. 


Will Entertain Visiting Hardware Ladies Wednesday, 
February Ninth. 


On Wednesday, February ninth, at 1 P. M., the 
Ladies’ Auxiliary will entertain the ladies of delegates 
and visitors to the Illinois Retail Hardware Dealers’ 
Convention, with a luncheon. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








How hardware stores may advertise their wares 
effectively is shown in the “department store” layout 
of the advertisement reproduced herewith. The Bunt- 
ing Hardware Company, Kansas City, Missouri, 
placed this advertisement in the Kansas City Times, 
where it occupied eight inches of double column 





Poultry Supplies, 4 Off 


N order to close out a few broken lines of Poul- 
try Supplies and Remedies—we are sacrificing 
i] mr present stock at a great discount. Some of these have’ 
heen used as samp!es--others In giving demonstrations, | This 
“stock In compitse! Cf Otis and Moe Feoders, Simoteltye feed 
era, Otis und Mos  lucenbate: Stoves Ditoking Troughs, 


Drinking Fountains Mateuey Quality Coops, 33% 


Charcoal Grit, Clim Shell Grit and Coukes’s 
sell duriug this gale at 





Kemedives—uai! to be Bold at u discount © 


We are ageuts for the celebrated Buckese Inevbator which we 


regular price 


This dascount will be in effect for balance of week 
; 





Eeg Heating Stoves Reduced 
Carriers Our entire stock of 
Outer boxes of Heating Stoves is 
celen howe. greatly reduced in 


Pupler = muche 
containers fit 
snugly inxide 
the boxes 
Vrices for the 
boxes complete 


price—in fact, you can 
now purchase any 


a ) Heating Stove, coal, 
‘ I yas, combination or wood at 





with fillers: 
S=G0Z. SIZE... 2. 2 ceeee 13c Prey} > than eo 
S-doz. size........... 17c $4.00 Perfection Ol1 Heater 2, 89 
SG. GG sas bevaneds Zlc vew model, ouls 

















LAUNDRY SUPPLIES 
Copper Wash ened Folding Ironing Boards 


“Lisk" — hig grade, Strongly 
well made Boiler full 





braced ; will 
stuuwl upright 
When not tu 
use; length 
57 ins. ; easy to 
udjust; régular 
value, $1.50; 


size sud weight, Si 
per bottom; No 
$2.00 eats 
for 6 


Splint ae Baskets 


31 inches loug and 





inches wide 
very Itgut aul | Stronghold Wash Benches 
strong + "lar 
rar T5e, 53 Substantially con. 
special C etructed; holds two 





~ 7 tubs; folding legs; 


( regular vaiue 89c 


$1 25. special 

* . 
Combination Gas and 

a Range 
Unlike other com- 
bination rand ges, 
which are coal 
ranges with gus 
burving ett ae h 


by ments—this is an 
up to date, well 


$5.00 10-inch roN Wringer, $3.19. | 

$4.75 10-inch roll, ball bearings, 
$3.19. 

85c Clothes Rack, 10 arms, 39c. 

25c Aluminum Base Ironing Pads, 
14c. 

$10.00 Knoxall 
chine, $7.98. 


Washing Ma- 





' Doors and Windows 
Made Airproof 


The Mitchell Brass Weather Strips will 
make your doors absolutely  airproof, 


mate gas range 
A with coal burning 
attachments. Reg- 








thereby economiziug on fre! Tustalled 

complete, &3.00 You can also obtalu San: 8 eo at 
Metal Weather Strips for windows. - ve 
Demonstrated bere u!! uezt week 








$49.68 





Both Phones, Main 4895 


| juntingHardwareG@, 


Y_BUNTING-STONE 
810-12- “14 'ALNUT STREET 











space. Attention is chiefly directed to a discount of 
poultry supplies and remedies which were to be in 
effect just for a short period. The items are con- 
veniently arranged and the liberal use of illustrations 
and really descriptive descriptions, together with the 
quotation of specific serve to provide the 
proper incentive for purchasing. 


prices, 


The illustration herewith represents one of the 
advertisements sent to AMERICAN ARTISAN by H. W. 
Goeller of the Palace Hardware House, Erie, Penn- 
sylvania, who won first prize in the recent AMERICAN 
ARTISAN Window Display Competition. This adver- 


tisement was inserted in the Erie newspapers and 
occupied six and one-half inches of double column 
space. Judging from the sample submitted, Mr. 
Goeller’s advertisements keep pace with his excellent 
window displays and we have nothing but commenda- 
tion to offer for his efforts. The arrangement or 
layout varies from the ordinary and serves to quickly 
draw the attention of the reader, which then is trans- 
formed into interest by the clear, concise statements 


The Store of Quality 


Palace Hardware 
llouse 


Here is a Stove with 
@ reputation for ser- 
vice and quality be- : 
hind its years of use in 1 dozens of 
Erie homes and has proven beyond 
a doubt its great value as a heating 
stove. 


The Radiant 


Home Stove 


as you well know, is a leader among 
stoves. There is no question as to 
its superiority. 

Its Excellent Features 
Ileavy, one-piece burners—but in 
two sections—either section can be 
used independently of the other. 
Cast iron busket grate conforming 
to the shape of stove. A removable 
sheet iron floor protector not only 
protects the floor but acts as a dirt 
catcher. 


The Aristocrat of | 
the Stove Family 


Made of the finest material through- 
out and we will guarantee it to bo 


oun $ 
OUB 24.00 the most practical and efficient 


! heater on the market. 


of the stove’s features and its proven value in many 
Erie homes. Nothing is omitted that will make the 
advertisement effective— the 
the stove is guaranteed to be 























Mezzanine Fi00r. EEE 





besides the description, 
price is quoted plainly, 
practical and efficient and the guide to the location 
of the stove department is given. ‘Taken all in all, it 
would be quite a task to compose a more attractive and 


effective arrangement. 


There is but one rule of conduct for a man—to do 
the right thing. The cost may be dear in money, in 
friends, in influence, in labor, in a prolonged and 
painful sacrifice; but the cost not to do right is far 
more dear; you pay in the integrity of your man- 
hood, in honor, in truth, in character. You forfeit 
your soul’s content, and for a timely gain you barter 
the infinities. 
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HEATING AND VENTILATING 








HEATING AND VENTILATING ENGINEERS 
ELECT NATIONAL OFFICERS FOR 1916. 


The annual meeting of the American Society of 
Heating and Ventilating Engineers was held recently 
in New York City, January 18th, with a large attend- 
ance of members. Reports showed an increase in 
membership and an improvement in the finances. The 
reports of the Educational Committee proved interest- 
ing and a special session morning was devoted to its 
discussion. Amendments to the constitution were 
voted to be sent to the members. 

The nominating committee consisted of John I’. 
Hale, W. H. R. W. Pryor, Jr., W. W. Macon 
and James A. Donnelly. The tellers reported the elec- 
tion of the following officers for the ensuing year: 
Hart, Chicago. 

Chapman, New York. 
Ohmes, New York. 
New York. 
Frank T. 
New 


Driscoll, 


President—Harry M. 
Vice-president—lrank T. 
-Arthur Kk. 

Addams, 


Vice-president— 
Treasurer—Homer 
Council—Harry M. Hart, Chicago ; 
man, New York; Arthur K. Ohmes, 
Homer Addams, New York; D. D. Kimball, New 
York; Henry C. Meyer, Jr.. New York; Dr. E. V. 
Hill, Chicago; Frank Irving Cooper, Boston; W. S 
Timmis, New York; C. R. Bishop, North Tonawanda, 
New York; F. R. Still, Detroit, and M. W. Franklin, 

Kast Orange, New cduig 
a 


ST. LOUIS SHEET METAL AND WARM AIR 
HEATING MEN CHOSEN FOR LEADERS 
OF BUILDING INDUSTRIES 
ASSOCIATION. 


Chap- 
York ; 


At the annual election of the Building Industries 
Association of St. Louis, Missouri, the following, who 
are prominent in the warm air heating, sheet metal and 
roofing field, were chosen for offices in the 1916 admin- 
istration : 

President—Walter Wimmer, of the Wrought Iron 
Range Company. 

Directors—Julius Gerock, of Gerock Brothers Man- 
ufacturing Company, and I*, W. 
dad Asphalt Roofing Company. 


Terpenning, of Trini- 


They were installed January 18th. 
+e- 


WILLIAM WYNN AND ASSOCIATES 
SCHEIBLE-MONCRIEF HEATER 
COMPANY. 





BUY 


William Wynn and his associates have bought the 
machinery, trademarks, good will and business 
of the Scheible-Moncrief Heater Company, Cleve- 
land, Ohio, and will continue the business without in- 
terruption. 


stock, 


WANTS WARM AIR HEATER MADE TO 
SPECIFICATIONS. 


To AMERICAN ARTISAN: 

I want someone to make a warm air heater with a 
cast firepot larger at the bottom than it is at the top; 
flanges to be cast on the outside with removable inside 
sections so that the inside can be taken out and re- 
newed through the feed door at any time, and pro- 
vision made to pass superheated air between the two 
walls and over the top of the fuel as an air blast, so 
that any kind of fuel can be used. Grates should be 
close enough to burn buckwheat coal, the grate bars to 
move back and forth without any cogs like a hot water 
boiler. 

I do not want any dust flue from the ash pit; the 
bottom of the warm air heater should be six inches 
above the floor so that there will be an open space 
under the ash box to allow air to pass through from 
beneath. The radiator must be all cast, large, and 
round, coming well out to the outside wall so that all 
the air would have to strike it before entering the 
warm air heater pipes, and a large water pan should 
be placed towards the top of heater and enameled on 
the inside. 

Yours truly, 
SUBSCRIBER. 

Duluth, Minnesota, January 25, 1916. 





WARM AIR REGISTERS WITH VERTICAL 
WHEEL MOVEMENT. 


The accompanying illustration shows the Excelsior 
pattern of warm air registers, ventilators or faces that 
are controlled by a ver- 
tical wheel movement. 
_| This pattern and a sim- 
ne ilar one, the Hightone, 
“| are made in all finishes 
on cast iron, bronze or 
brass and are furnished 
in sizes varying from 
five by eight to twenty- 
two by _ twenty-eight 
inches. [Full particulars of the remainder of their 
extensive line of registers, ventilators, grilles, screens, 
etc., are contained in catalog R-14 of the William 
Nashua, New Hamp- 
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Excelsior Warm Air Register. 


Highton and Sons Company, 
shire. 
— ~— 
The Farquar Furnace Company of Indiana have 
moved from 1020 Hume-Mansur Building, Indianap- 
olis, Indiana, to 111 Monument Place. The Company 
will have a large office and display room, and the name 
of the concern will be changed to the Farquar Heat- 
ing and Ventilating Company of Indiana. 
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National Advertising Campaign to Boost 
Warm Air Heating and Ventilating 








The most important action which has been taken 
by the manufacturers of warm air heating and venti- 
lating apparatus was decided upon at the special meet- 
ing of the National Warm Air Heating and Ventilat- 
ing Association which was held Friday, January 2!st, 
in Cleveland, Ohio. 

The action taken was an agreement signed by each 
individual member present at the meeting to contribute 
a certain proportion of the cost of the advertising 
campaign, the details and plans of which were thor- 
oughly outlined and discussed at the meeting. This 
advertising campaign is to bring before the general 
public the true status of the warm air heater and show 
to the householder and builder that properly installed 
warm air heating and ventilating apparatus is the 
most economical, most healthful and best system of 
heating and ventilating homes and public buildings— 
everything considered. The first page of the general 
publicity advertising is expected to appear in. the Sat- 
urday Evening Post, the first week in March. 

Called together by President John D. Green, manu- 
facturers of warm air heating and ventilating appa- 
ratus in the Central and Eastern states gathered in 
Cleveland and spent the day in a very careful con- 
sideration of the plans for the advertising campaign 
which have been prepared by Young, Henri and 
Hurst. 

The meeting was called to order at 10 o'clock by 
President Green after which the reading of the min- 
utes of the previous meeting followed. Secretary 
Allen W. Williams then read a paper by Frank K. 
Chew, of New York City, on the subject of ‘“Devel- 
oping Warm Air Heating Business,’ which was list- 
ened to with much interest. 

President Green read his address in which he called 
attention to the fact that by co-operation between the 
members of the National Warm Air Heating and 
Ventilating Association with those of the National 
Association of Sheet Metal Contractors it had been 
possible to inaugurate an educational movement by 
which the importance of efficient installation had been 
brought to closer attention by the individual installer, 
the direct result of which was a considerable increase 
in the volume of the warm air heater business. 

President Green spoke as follows: 

Address of President John D. Green. 


I shall not take up very much of your time, but will en- 
deavor to give you a brief talk on what we have accomplished 
by cooperation. 

Does cooperation pay in the warm-air heating business? 
It does. I am satisfied that cooperation between the members 
of the National Warm Air Heating and Ventilating Associa- 
tion and the cooperation of this Association with the National 
Association of Sheet Metal Contractors have proved conclu- 
sively that the money expended and the time devoted to this 
cooperative movement in the warm air heating business has 
been the means of placing the business on a much higher 
plane than it has been heretofore. The splendid influence on 
the trade through this medium has been felt on all sides. The 


business this year will show a larger volume of sales than 
ever before. 





This showing is quite remarkable when it is considered 
that general businéss in allied lines has been less in the years 
1914 and 1915 than it was in 1913. Why? The educational 
movement inaugurated by the National Warm Air Heating 
and Ventilating Association which has been warmly supported 
by the National Association of Sheet Metal Contractors has 
been the means of increasing the volume of‘ the warm air 
heater business. A much larger percentage of high grade 
warm air heaters is being sold than ever before. Better in- 
stallations are being made and the entire industry is gaining 
in every way. 

While the results of the cooperative and educational 
work have been great, much greater results may be expected 
within the next two vears. 

I have had considerable experience in association co- 
operation work during the last fifteen years and I know of 
no association that has accomplished so much in the same 
length of time. We have been in existence just two years. 

The warm air heater business will show 1915 to be the 





John D. Green, 


President, 
National Warm Air Heating and Ventilating Association. 


greatest in its history—over 200,000 warm air heaters have 
been sold, and it is my opinion that the showing for the year 
1916 will be at least 250,000, provided we stand by each other 
and work shoulder to shoulder as we have done in the past. 

In my estimation the publicity work which we are about 
to launch will prove to be one of the greatest “trade getting” 
movements that has ever been put forward by a cooperative 
association in the same line of business. We shall hear the 
report of our Advertising Committee at this meeting, and we 
shall hear the outline of the plan made by our Advertising 
Agency, which I know will convince all of us that we are 
doing things. 

Look at the cooperative publicity movements in other 
lines, especially in the several lines of lumber, fruits, brick, 
cement, stone, etc. Every one of them have proved to be a 
success; some have more than doubled their business within 
a very few years. We can double our business within the 
next five years. The trade papers are with us. We are under 
obligations to them for giving our movement their earnest 
support. The National Association of Sheet Metal Con- 
tractors are with us, and, by the way, they are preparing to 
go into a publicity movement which will not only be of great 
benefit to themselves, but will also be a big help to our busi- 
ness. 

I sincerely hope we will launch our “Publicity Campaign” 
today with heart and soul. [| feel that it will be money well 
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spent and will assist in placing the warm air heater business 
where it properly belongs, and at the end of this year we will 
wonder why we never had the nerve to do it before. 


Upon motion, Edwin L. Seabrook, Secretary of the 
National Association of Sheet Metal Contractors, was 
elected an honorary member of the National Warm 
Air Heating and Ventilating Association. 

The report of the Committee on Dealers’ Cost pre- 
pared by E. T. Giblin, chairman of the committee, was 
then read and it was emphasized that the contractor or 
installer must of necessity keep a good accounting 
system of his costs if he is to make any profit in his 
business. 

J. M. McHenry, chairman of the Committee on 
Legislation and Building Code, reported progress and 
promised a complete report of what had been accom- 
plished, to be rendered at the convention which is to 
be held June 14th in Detroit, Michigan. 

In the absence of D. Rait Richardson, chairman of 
the Committee on Advertising, who was unable to at- 
tend owing to serious illness, E. Norris, of the Utica 





John H. Hussie, 


Chairman Warm Air Heater Committee, 
National Association of Sheet Metal Contractors, 


Heater Company, Utica, New York, and J. A. How- 
ard, of the P. D. Beckwith Estate, Dowagiac, Michi- 
gan, made the report of the committee, after which 
Mr. Henri, of the advertising firm of Young, Henri 
and Hurst, explained in detail the plan which the com- 
mittee had recommended, and the sense of the meet- 
ing was that the plan should be followed as pre- 
sented. 

Each firm at the meeting signed a separate agree- 
ment binding itself to pay its proportion of the ex- 
pense of the advertising campaign and enough money 
was guaranteed and subscribed for to carry on the 
campaign, the first page of which is expected to ap- 
pear in the Saturday Evening Post the first week in 
March. It is practically a certainty that a consider- 
able addition to this sum will be secured now that the 
advertising campaign is assured. 

It is worthy of note in this connection that the 
movement for an educational campaign among the in- 


stallers of warm air heating apparatus and later on 
for an advertising campaign directed toward the build- 
ing contractor, the house owner and the builder, bring- 
ing out the higher efficiency and greater satisfaction 
derived from properly installed warm air heating and 
ventilating apparatus, wav started by John H. Hussie 
of Omaha, Nebraska, who for a number of years has 
served as chairman of the Warm Air Heater Com- 
mittee of the National Association of Sheet Metal 
Contractors. 

The entire warm air heating trade is under obliga- 
tion for the step which has just been taken by the 
manufacturers of warm air heating apparatus to Mr. 
Hussie, and many of the manufacturers present at this 
meeting expressed their regret that Mr. Hussie was 
not able to be persent to take part in the final consid- 
eration of the plans. 

The trademark which has been adopted by the Na- 
tional Warm Air Heating and Ventilating Association 
is to be used on every *APPROVED BY- 
warm air heater made by 
the members of this Asso- 
ciation and, as will be noted 
from the accompanying il- 
lustration, notonly 
preaches the gospel of 
fresh air heating as a 
healthful means of heating 
and ventilating buildings 
but also stands as a guar- 





: * TRADE MARK: 
antee of good faith on theTrade Mark of the National 


arm Air Heating and Ven- 


part of the manufacturer tilating Association. 


as to the quality of the 
warm air heater produced by him. 

The reports of Secretary Allen W. Williams and 
Treasurer W. G. Wise showed that the Association 
was in a very healthy condition—both from the stand- 
point of numbers and so far as finances were con- 


cerned. 
The report of Secertary A. W. Williams follows: 
Report of Secretary Allen W. Williams. 


Since our June meeting a Cost Formula for Manufac- 
turers has been printed and distributed as directed. 

The same applies to our Formula for Warm Air Heating 
Installations, and to a very valuable paper contributed by 
Professor Willard, at our June meeting. 

In addition to this, we have distributed in printed form 
to all warm air furnace manufacturers another paper by Pro- 
fessor Willard, entitled “Engineering Data for Designing 
Furnace Heating Systems,” which he delivered before the 
American Society of Heating and Ventilating Engineers last 
September. 

I have received many requests for copies of the Installa- 


tion Formula. 
Mailing List. 


Since our June session the same was printed and dis- 
tributed to our members as directed. As might be supposed, 
it contains many inaccuracies and probably one of the best 
things its publication has accomplished is the indication for 
the necessity of more correct mailing lists. 

While our present list affords a basis for a good one, 
it should be corrected if for no other reason than to make 
the eliminations, and should be checked with Dun’s or Brad- 
street’s, and after this is done, reprinted. 

The task is a large one but if in your judgment it is 
desirable, I will be much pleased to undertake it and feel 
that a comparatively small expense would be justified. 

Form of Record for Car Shipments, 

I have taken the liberty of preparing such a form for 
use by the members and have already secured the endorse- 
ment of the Midland Club. It will not only be desirable and 
convenient for your own reference, but a help and saving oi 
time when it is necessary to furnish information to Railroad 
Classification Committees. As it is now, when a record ot 
car shipments is desired from the manufacturers, the same 














is difficult to secure and in many cases only furnished at the 
expense of considerable time and labor. In our recent work 
before the Uniform Classification Committee we were not 
able to furnish a record of as many cars as desired. With 
a record form of this kind in use, it will be little or no 
trouble to draw off the information desired. (The con- 
signee’s name is never asked.) I take the liberty of ear- 
nestly recommending its use. 
Docket Number 24 Official Classification. 

This docket heard last September contained several items 
referring to our goods. In company with Mr. Owen of the 
Detroit Stove Works, Secretary Eliott, of the National As- 
sociation of Stove Manufacturers, Mr. John R. McKnight, 
Secretary of the Keystone Association and Mr. Boswell, of 
the Quincy Freight Bureau, I appeared before the Official 
Classification Committee in New York September 23rd and 
24th. 

After the conference, our Committee took the position 
that the write-ups of the Official Classification Committee were 
not in line with those of the Uniform Classification Com- 
mittee and therefore requested that they be changed to con- 
form with same and considered accordingly, or that such 
items as referred to our goods be canceled from this docket. 

Our argument was to the effect that if this was not done, 
it would only mean another change later on to meet the re- 
quirements of the Interstate Commerce Commission and our 
work with the Uniform Classification Committee would be 
wasted. 

After consideration, the Official Classification Commit- 
tee consented to cancel items bearing on Stoves, Ranges and 
Warm Air Furnace aad to re-docket later. 





Allen W. Williams, 


Secretary, 
National Warm Air Heating and Ventilating Association. 


Our Association is under particular obligations to Mr. 
Owen, of the Detroit Stove Works for his assistance in this 
matter. 

Collection Department. 

I cannot help but feel that the members will find it to 
their interest to continue to increase the use of this depart- 
ment of our work. 

: Salesmen’s Bureau. 

In response to the advertisement which we ran in the 
trade papers in the name of the Association—for desirable 
salesmen—I am pleased to report that a great many replies 
were received. Naturally, many of the applicants were not 
desirable. In some cases, however, we have been able to 
suggest and place good men. 

General Matters. 

You will recall that last year the date of our Annual 
meeting unfortunately was the same as that of the Master 
Sheet Meta! Contractors’ Association. This year our An- 
nual meeting will be held on June 14th and the Sheet Metal 
Contractors the following week. 

The American Society of Heating and Ventilating En- 
gineers continue to give Warm Air Heaters considerable 
attention and several of our members who are also members 
of this Society have promised to continue to urge them to 
consider Warm Air Heating even more fully at the Society’s 
Annual meetings. 

One paper for discussion was “Transmission of Heat in 
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Warm Air Furnaces” and another, “Ventilation in Homes.” 

_These papers and the discussion they develop will be 
of interest to our industry. 

It was decided to revise the mailing list and to dis- 
tribute the revised list to the membership. 

During the informal discussion under the head of 
“New Business,” the pipeless warm air heater was 
considered, and it was stated that several manufac- 
turers who are placing them on the market are doing 
it in a half-hearted way to supply the demand for a 
cheap heater but are not recommending them. 

T. E. Henry of the T. E. Henry Furnace Company, 
Cleveland, and Charles Seelbach of the Walworth 
Run Foundry.Company, Cleveland, were appointed an 
Auditing Committee by President Green and reported 
that they had found the accounts of Treasurer Wise 
correct in every particular. 

During the recess at noon, a very elaborate buffet 
luncheon was served in the meeting room. 

The following were present: 

Those Present at Meeting. 

Frank N. Brayer, of Co-operative Foundry Company, 
Rochester, New York. 

R. H. Bradley, of Kelsey Heating Company, Syracuse, 
New York. 

John O. Campbell, G. J. Close and C. O. Meier, of Art 
Stove Company, Detroit, Michigan. 

Charles B. De Lano, of Kalamazoo Stove Company 
Kalamazoo, Michigan. 
_ Mr. Green and Nate Van Tilburgh, of Gem City Register 
Company, Dayton, Ohio. 

Charles E. Gessner, of Excelsior Steel Furnace Company, 
Chicago. 

1H. D. Glenn, John D. Green, Percy P. MacNab and J. M. 
Mc!lenry, of Detroit Stove Works, Detroit, Michigan. 

George Harms, of F. Meyer and Brother Company, 
Peoria, Illinois. 

C. S. Hood, of Hood Furnace and Supply Company, 
Corning, New York. 

J. A. Howard, of P. D. 
Michigan. 

Frank B. Hiller, of Cleveland Metal Roofing and Ceiling 
Company, Cleveland, Ohio. 

T. E. Henry and FE. A. Moncrief, of T. E. Henry Furnace 
Company, Cleveland, Ohio. 

Robert Ketting, of Tuttle and Bailey Manufacturing 
Company, New York City. 

Henry W. Kerch, of XXth Century Heating and Venti- 
lating Company, Akron, Ohio. 

Clarence M. Lyman, D. E. McCabe and F. E. Wheeler, 
of International Heater Company, Utica, New York. 

W. E. Lammeck, of Lammeck Company, Columbus, Ohio. 

Lewis Moore, of Moore Brothers Company, Joliet, Illinois. 

H. W. McKinnon, of Haynes-Langenberg Manufacturing 
Company, St. Louis, Missouri. 

D. Meyer of Meyer Furnace Company, Peoria, Illinois. 

E. Norris, of Utica Heater Company, Utica, New York. 

Thomas Padgett, of Wooden Ventilator Company, East 
Palestine, Ohio. ; 

F. L. Prentiss of Metal Worker, Cleveland, Ohio. 

J. H. Robinson, of Hart and Cooley Company, New 
Britain, Connecticut. 

William Ritchie, of 
York and Chicago. 

Charles Seelbach, of Walworth Run Foundry Company, 
Cleveland, Ohio. ; ; 

W. T. Strangword, of Forest City Foundry Company, 
Cleveland, Ohio. ; 

Daniel Stern, of AMERICAN ARTISAN, Chicago. 

H. W. Symonds, of Symonds Register Company, St. 
Louis, Missouri. - 

George Thesmacher, of Reester and Thesmacher Com- 
pany, Cleveland, Ohio. ; ; 

J. M. Triggs, of Majestic Company, Huntington, Indiana. 

W. D. Weaver, of Weaver Heating Company, Columbus, 
Ohio. 

Walter Wimmer, of Wrought Iron Range Company, St. 
Louis, Missouri. 

W. R. Wright, of Sheet Metal, New York City. 

G. W. Wise, of Wise Furnace Company, Akron, Ohio. 

Allen W. Williams, Secretary, Columbus, Ohio. 

F. H. Williams, Secretary, Buffalo, New York. 


Beckwith Estate, Dowagiac, 


3oynton Furnace Company, New 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR FAN CONNECTION. 


BY O. W. KOTHE. 
The front and side elevation of this drawing shows 
the fan connection that is changed from a rectangle to 
round and off center, being straight on one side, as 
shown by the front view. The pattern for the fan 
connection is very simple, as the side view is already 
a pattern, only laps for seaming or riveting must be 


seam line 4-E and set it in diagram as shown. Let the 
point O represent the vertical height, and by drawing 
lines to the different points along the horizontal line, 
we have the true length to develop the pattern. 

It is best to make these patterns in two pieces, and 
so will develop the pattern required for side A-1-D 
first. So draw a line equal to A-D of plan as shown in 
pattern “A.” Then pick the length of line O-1 from 
diagram and using points A and D as centers strike 
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Development of Patterns for Pipe Connection. 


allowed extra. The heel and throat are determined 
from the stretch-out required along these lines. The 
problem under development is a transition piece from 
rectangle to round, for which we draw a plan view to 
conform with the shape of front elevation. In actual 
shop practice this is all that is needed, in fact half a 
plan is sufficient. Divide the half circle into any num- 
ber of equal spaces and draw lines to the corners A 
and 3. The next thing is to obtain the true length for 
these lines drawn to the corner. For this, draw two 
lines at right angles to one another, and with your 
dividers pick the length of lines from plan, and set 
the one half on the one side as 1-2-3-4 and set the 
other half on the other side as 5-6-7. Also pick the 


and cross arcs as in point 1. Next set another pair of 
dividers equal to one of the spaces in the half circle 
of plan as 1-2, for instance; and using 1 in pattern 
as center, strike small arcs as at 2. Then pick line O-2 
from diagram and using points A, D as centers, cross 
arcs in point 2. Next strike are 3 and cross this with 
true length O-3; then strike arc 4 and cross it with 
a line O-4. Next pick half the width as A-E from 
plan and using A and D in pattern as centers strike 
arcs as at D and F; then pick seam line O-E from true 
length, and using points 4 in pattern as center, cross 
arcs in point E and F. This gives you all the points 
to draw lines through for the half pattern. Laps for 
rivetting and otherwise must be allowed extra. The 
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pattern for the heel “B” is developed in identically the 
same way ,only using the true lengths on the left side 
of the diagram. 


CLEVELAND SHEET METAL CONTRACTORS 
HAVE DISTINGUISHED GUESTS AT 
MONTHLY MEETING. 





At the regular monthly meeting of the Master Sheet 
Metal Contractors’ Association of Cleveland, Ohio, on 
riday evening, January 21st, a number of men prom- 
inent in the business in other cities were present and 
after the routine business had been dispatched, Presi- 
dent Frank B. Hiller introduced the guests, each one 
responding with a short address on some special sub- 
ject in which he was particularly interested. The 
following out-of-town visitors spoke: George Harms, 
of IF. Meyer and Brother Company, Peoria, Illinois ; 
H. W. Symonds, of Symonds Register Company, St. 
Louis, Missouri; Walter Wimmer, of Wrought Iron 
Range Company, St. Louis; W. D. Weaver, Secretary 
of Ohio Sheet Metal Contractors’ Association, Colum- 
bus, Ohio; Daniel Stern, AMERICAN ARTISAN, Chi- 
cago; Allen W. Williams, Secretary of National Warm 
Air Heating and Ventilating Association, Columbus, 
Ohio, and Robert Ketting, of Tuttle and Bajley Man- 
ufacturing Company, New York. All the members 
agreed that the meeting was one of the most instruc- 
tive they had attended. 


NEW YORK SHEET METAL CONTRACTORS 
WILL HOLD ANNUAL REUNION 
FEBRUARY 21. 








President James R. McAfee has announced that the 
annual social reunion and dinner of the [¢mployers’ 
Association of Roofers and Master Sheet Metal Work- 
ers of New York City will be held February 21st in 
the rooms of the Building Trades’ Club at 30 West 
33rd Street. In addition to the dinner, there will be 
an entertainment program, speechmaking being con- 
fined to the membership. The members will be in- 
formed of what has already been done to increase the 
work for sheet metal workers in Greater New York. 
They will also be informed of the part which each of 
them can take in the campaign for more business. 
BRIER HILL STEEL COMPANY WILL BUILD 

LARGE ADDITION. 

Stockholders of the Brier Hill Steel Company, at 

their annual meeting in Youngstown, Ohio, author- 





ized an increase in common stock of $5,000,000, mak- 
ing a total authorized issue of common stock of $15,- 
000,000. The preferred stock now outstanding is 
$5,000,000, making the total authorized capitalization 
$20,000,000. Of the increase authorized, $2,134,000 
is to be issued to finance the steel plant, and the build- 
ing of a by-product coke plant. The additions to the 
steel plant embrace the construction of three open 
hearth furnaces, one of which has been completed and 
the other two now are under way and will be ready 
about May 1, together with additional soaking pits. 
Building of jobbing mills also was authorized, but the 


number has not been determined. 


Directors and officers were re-elected. Officers are: 
President, W. A. Thomas; first vice-president, John 
Tod; vice-president, J. G. Butler, Jr.; vice-president 
and general manager, R. C. Steese; treasurer, John 
Stambaugh; secretary, James E. Parker. Directors 
include the foregoing and H. H. Stambaugh, chair- 
man of the board, David Tod, E. L. Ford and George 
F. Alderdice. 





ALLIED SHEET METAL CONTRACTOR’S 
ASSOCIATION OF CHICAGO TO MEET 
TUESDAY, FEBRUARY IST. 


The next regular meeting of the Allied Sheet Metal 
Contractors’ Association of Chicago will take place 
Tuesday evening, February Ist, at 8 P. M., the 
Hardware Club of Chicago, 56 East Randolph Street. 
Many matters of importance will be discussed and all 
the members and their friends are urgently requested 
to attend. 


>. 


PITTSBURGH SHEET METAL CONTRACTORS 
TO DINE FEBRUARY 22. 





The Sheet. Metal Contractors’ Association of Pitts- 
burgh and Vicinity will hold a banquet on Tuesday, 
ebruary 22nd, at the Monongahela House, Pitts- 
burgh. All sheet metal contractors of Greater Pitts- 
burgh are cordially invited to attend. 

ST. LOUIS SHEET METAL CONTRACTORS’ 
ASSOCIATION TO MEET TUESDAY, 


FEBRUARY I. 





The next regular meeting of the Sheet Metal Con- 
tractors’ Association of St. Louis will be held Tues- 
day evening, Iebruary ist. The the 
Code of Ethics, which was postponed from the Janu- 
ary meeting, will be resumed. 


discussion of 
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METAL SHINGLES THAT LAST A LIFETIME. 





Durable and handsome patterns in metal shingles 
that are said to last a lifetime, constitute the products 
manufactured by the Cortright Metal Roofing Com- 
pany. The valuable and important features of these 
shingles are described as the Side-Lock, a patent ex- 
pansive joint which, it is stated, cannot become un- 
hooked after being laid, and the Top and Bottom 
Weather Joint which provides protection against rain, 
snow and wind. The Cortright shingles are said to 
make the right roof for durability and appearance, 
because they do not warp, split, rot or curl; the right 
roof for lightness, because they weigh only one-eighth 
as much as slate; the right roof for tightness, because 
they fit so closely into each other that wind, snow and 
rain are shut out; the right roof for safety, because 
they will not burn like wooden shingles or crack like 
slate, and the right roof for economy, because they re- 
quire no patching or renewing, save time and labor in 
laying, and save in insurance rates and damage from 
leaks. Further details and information about this at- 
tractive proposition for dealers may be obtained from 
the Cortright Metal Roofing Company, Philadelphia 


and Chicago. 
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DEVELOPS PATTERN FOR OFFSET BOOT. 


In reply to the request for the pattern of an offset 
boot which was published on page 41 of the January 
22nd issue of AMERICAN ARTISAN, Arthur K. Beyer, 
Merrill, Wisconsin, offers the following solution: 

To develop the pattern, first draw the elevation as 
shown in Figure 1. Place the half section of the 
leader pipe on the line 1-13 and a half section of the 
riser on the line 15-16 as shown. Divide the half sec- 
tion of the leader pipe into a number of equal spaces, 
in this case 7, and draw lines from these points to the 
miter line 2-14 perpendicular to the line 1-13. Then, 
number the points where these lines intersect the 
miter line, 2-4-6, etc., as shown. Connect 2-4-6-8 with 
15 and 8-10-12-14 with 16. 

Draw a line equal in length to the circumference of 


the leader pipe. Divide this line into 13 spaces or 
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Pattern for Boot 
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In the other set of triangles, the same is done. Y-15 
is equal to 16-18 in Figure 1. 

To lay out the pattern for N, take the length 14-18 
from Figure 1 and lay it off on a line. From 14 
describe an arc equal to 14-16 in Figure 3, and from 
18 describe an arc equal to 16-18 in Figure 1. Num- 
ber the point of intersection 16 and with 16 as a center, 
describe an arc equal to 16-12 in Figure 3, and from 
14 describe an arc equal to 14-12 in Figure 2. Num- 
ber the point of intersection 12. Do the same with the 
line 16-10 and 16-8 until the points 10 and 8 are estab- 
lished using the true lengths and spaces on the miter 
line in Figure 2. With 8 as a center strike a radius 
equal to 8-15 in Figure 3 and from 16 describe an arc 
equal to 15-16 in Figure 1. The point 15 is now 
established and using it for a center get the points 
8-6-4-2. From 2, describe an arc equal to 2-15 in 
Figure 1 and from 15, describe an arc equal to 15-17, 
giving the point 17. Connect the points thus estab- 
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Development of Pattern for Offset Boot. 


twice the number of spaces less one in the half sec- 
tion. From these points extend lines perpendicularly. 
Set the dividers to 8-7 in Figure 1 and lay it off on the 
first line in Figure 2. Then take 10-9, 12-11, 14-13, 
2-1, etc., until the line 8-7 has been reached a third 
time. Connect the points 8-10-12, etc., in Figure 2 and 
you have the pattern for M. 

To find the true length of line 2-15, take this dis- 
tance and place it as shown from the point X to the 
point 2 in Figure 3. From X erect a line equal to 
15-17 in Figure 1. Connect the points 15-2 for the 
true length. Lay off the line 4-15 in a like manner, 
except at 4 erect a line equal to 3-3’ in the half section. 
Proceed in the same manner with 6-15 and 8-15, taking 
lengths from Figure 1 and the perpendicular heights 
from the half section. 


lished and you have a half pattern. A full pattern 
may be made by developing the other half similarly. 
ARTHUR K. BEYER. 


Merrill, Wisconsin, January 25th, 1916. 
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AMERICAN ARTISAN ALWAYS UP-TO-DATE 


To AMERICAN ARTISAN: 
I have read AMERICAN ARTISAN for a number of 
years and have always found it up-to-date in every- 


thing. When the Company that I work for are not 
subscribers, I send for AMERICAN ARTISAN at once. 


Yours truly, 
C. W. CASHMAN. 
Rapid City, South Dakota, December 28, 1915. 
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TINSMITH’S FURNACE WITH DOUBLE 
BURNER. 





The Quick Meal soldering furnace, shown herewith, 
is said to be suitable for many requirements because 
| ‘ it is constructed 
with a double 
burner, each part 
of which or both 
can be employed. 
Further proof of 
Quick Meal Soldering Furnace. its adaptability, — 
cording to the manufacturers, lies in the circumstance 
that it will heat any size soldering iron, is not affected 
by winds and is convenient for both bench and out- 
side work. The Quick Meal soldering furnace has a 
heavy brass tank and a brass pressure pump which 
with the other parts are said to make it quick acting, 
powerful and durable, being capable of heating two 
four-pound coppers in four minutes. Further details 
of this and information of other Quick Meal products, 
such as coal ranges, gasoline and oil stoves, etc., can 
be secured from the Ringen Stove Company, Division 
of the American Stove Company, St. Louis, Missouri. 








——— 


NOTES AND QUERIES. 





REPAIRS FOR STOVES AND RANGES. 


From Southern Stove and Furniture Company, Asheville, 
North Carolina. 


Please advise where we can get repairs for the dif- 
ferent stoves and ranges. 

Ans.—Northwestern Stove Repair Company, 654 
West 12th Street, Chicago; Central Stove and Fur- 
nace Repair Company, 1801 Diversey Parkway, Chi- 
cago; and A. G. Brauer Supply Company, St. Louis, 
Missouri. 

“SPLENDID” LAWN MOWER. 
From C. M. Bennett, Post Office Box 77, Constantine, Mich- 
igan. 

Kindly advise who manufactures the “Splendid” 
lawn mower. 

Ans.—Blair Manufacturing Company, Springfield, 
Massachusetts. 

CREAM CAN GAUGES. 


From Messenger and Parks Manufacturing Company, Aurora, 
Illinois. 
Kindly advise who sells cream can gauges. 


Ans.—Creamery Package Manufacturing Company, 
61 West Kinzie Street, Chicago; and Davis Milk Ma- 
chinery Company, 10 South LaSalle Street, Chicago. 

“AMERICAN” FOOD CHOPPERS. 


From Miller Brothers, Scotia, Nebraska. ; 
Can you advise who makes the “American” food 


choppers ? 

Ans.—American Cutlery Company, 764 Mather 
Street, Chicago; and the Athol Machine Company, 
Athol, Massachusetts. 

SOLDERING FLUX FOR ALUMINUM. 


From Z. Ramsay, 931 West First Street, Abilene, Kansas. 
Please advise who makes a soldering flux for 


aluminum. 

Ans.—L. B. Allen Company, 4519 North Lincoln 
Street, Chicago; Aluminum Solder and Refining Com- 
pany, Syracuse, New York; J. Eaton, 4512 Colorado 
Avenue, Chicago; F. H. Langsenkamp, 130 East 
Georgia Street, Indianapolis, Indiana; Ruby Chemical 


Company, Columbus, Ohio; More-Jones Brass and 
Metal Company, St. Louis, Missouri. 
RACKS SIMILAR TO THOSE USED IN STOVE OVENS. 


From the Angle Steel Stool Company, Otsego, Michigan. 
Can you advise where we can secure racks similar 


to those used in gasoline stove ovens or steel range 
ovens, some to be 21x33 inches and others 24x48 
inches in the heaviest material possible. 

Ans.—Union Steel Products Company, Albion, 


‘Michigan; United Steel and Wire Company, Battle 


Creek, Michigan; and Barbee Wire and Iron Works, 

172 North Dearborn Street, Chicago. 

COFFEE URN FAUCETS, GAUGE GLASS BRACKETS, AND 
POP OFF VALVES. 


From J. R. Miller, 205 West 53rd Street, Los Angeles, Cali- 
fornia. ae 
Will you inform me who manufactures coffee urn 


faucets, gauge glass brackets and pop off valves? 

Ans.—These are manufactured by the Cross-Wells 
Company, 17 South Wabash Avenue, Chicago, while 
coffee urn faucets are also made by Fred Messmer 
Manufacturing Company, 2700 South 7th Street, St. 
Louis, Missouri; and National Brass Manufacturing 
Company, Rochester, New York. 

ENAMELED TOPS FOR TABLES. 


From Standard Heating and Plumbing Company, Green- 
field, Indiana. 
Kindly advise who manufactures enameled sheet 


steel table tops. 

Ans.—Cleveland Metal Products Company, Cleve- 
land, Ohio; Ingram-Richardson Manufacturing Com- 
pany, Beaver Falls, Pennsylvania; and the White 
Enamel Refrigerator Company, 1340 Universal Ave- 
nue, St. Paul, Minnesota. 


ITEMS. 


The Franklin Sheet Metal Works, Franklin, Penn- 
sylvania, will erect a plant to manufacture stove pipe, 
conductor pipe, gas furnaces, ornamental! iron work, 
etc. F. J. Pickard is president. 

The Acme Sheet Metal and Manufacturing Com- 
pany, Cleveland, Ohio, has been incorporated with a 
capital stock of $10,000 by E. P. Schlosser, M. L. 
Harrington, W. C. Kelley, E. H. Rooke and Joseph 
Hershey. 

Rockaway Metal and Roofing Supply Corporation, 
New York City, has been incorporated with a capital 
stock of $5,000 to conduct a general tinsmith and roof- 
ing business and manufacture materials for same. The 
incorporators are Henry Stern, Jacob Brenner and 
Aimee Marx. 

At the Bushwick Evening Trade School, Irving and 
Madison Streets, Brooklyn, New York, one class in 
sheet metal work has been filled. There are sufficient 
applications on the roll to make half of another class 
and as soon as this second class is filled the members 
will receive instruction. 

James R. McAfee, who withdrew from the George 
Hayes Company some time ago, and established him- 
self in business at 313 East 23rd Street, New York 
City, has purchased a controlling interest in the George 
Hayes Company, 71 Eighth Avenue, and will direct 
both enterprises. The skylight business and also the 
manufacture of sheet metal windows will be continued 
and the general sheet metal work will be turned over 
to the shop on 313 East 23rd Street. 
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WEEKLY REPORT _ . 
OF TRADE AND THE MARKETS 











ADVANCING PRICES DO NOT CHECK BUYERS 
IN METAL MARKET. 


The metal market during the past week has been 
featured by several important events. ‘The first is the 
announcement of record-breaking earnings of the 
United States Steel Corporation for the fourth quar- 
ter of 1915 as well as the decision by its Board of 
Directors to place its common stock on the 5 percent 
dividend basis. This showing is all the more remark- 
able when it is considered that the Corporation does 
not accept any premiums and has been very conserva- 
tive in price advances on such leading products as 
shapes, plates and bars. 

Another important feature are the advances on 
many lines of finished steel products, some of them 
reaching figures higher than have obtained for many 
years. 

The non-ferrous metals also continue their upward 
trend and, generally speaking, it may be said that in 
spite of these advances there is very little hold-up on 
the part of buyers in their efforts to make provision 
for sources of supply. With many of them it is a 
case of necessity. They were sold in entering the 
market and are now paying the penalty in form of 
prices from 25 to 100 percent above what they might 
have been able to place orders at within the past six 
months. 

Dun’s review of the trade says: Requirements are 
so extensive that productive and transportation facili- 
ties continue inadequate to meet current demands. 
Congestion of freight still prevails at the seaboard 
and, though railroads have made additions to rolling 
stock, domestic deliveries are increasingly difficult. 
This condition tends to further enhance the cost of 
commodities, while industrial expansion is checked 
at several points through inability to obtain raw mate- 
rials. 

Only because of a shortage of raw materials or 
labor troubles is there an idle wheel in the iron and 
steel industry. Even with production at the maxi- 
mum, supplies in some instances continue inadequate 
and the transportation facilities add to the burden of 
manufacturers and consumers alike. Apart from the 
foreign demands, domestic consumption remains 
heavy and is likely to still further increase, heavy 
buying being the rule in spite of the high position of 
prices. 

STEEL. 

Tle most significant development in the steel 
market is the announcement of an advance on plates, 
bars and shapes, making the new Chicago price 2.09 
cents for bars, 2.19 cents for plates and 2.09 cents 
for shapes. This is the first time in many years that 
plates are selling ten points above bars and it is also 


worthy of note that the prices named in the foregoing 
are merely nominal, inasmuch as high premiums are 
being obtained by mills able to furnish Prompt de- 
livery. 

So far as the steel bar situation is concerned, there 
is a fairly general opinion that long before July Ist, 
mills will have no steel to sell for delivery during the 
present year and it is only natural that large users of 
semi-finished steel should make exceptional efforts 
to cover their requirements even if this necessarily 
means the payment of a considerable premium above 
the nominal market price. 


COPPER. 

The copper market continues to be featured by an 
upward movement and the general tone is very strong 
for all deliveries. Producers have very little copper 
to offer for April to June delivery and quotations for 
the available metal run from 25% cents to 2514 cents 
for Electrolytic, while smaller quantities for March 
delivery are selling at 26 cents. Domestic consumers 
are still trying to cover their nearby requirements as 
well as they can but are mostly dependent on the 
offerings of speculators. The New York Custom 
house reports that the total exports of copper up to 
January 22 amount to 18,543 tons. The New York 
Metal Exchange quotes the following prices: Best 
brands of Electrolytic, 251% cents, cash; Prime Lake, 
2514 cents, cash; and Castings, 2414 cents to 24% 
cents, cash. Chicago warehouses have advanced their 
prices on sheet copper 114 cents, the new basic quo- 


tation being 3114 cents. 


TIN. 

There has been considerable activity in the tin 
market during the week, and the supply of tin for 
Spot delivery is scarce. The nominal quatation in 
New York is 423% cents per pound. Nearby futures 
closed at 4034 cents to 411% cents per pound, accord- 
ing to delivery. The New York Metal Exchange 
quotes Spot tin at 42% cents. Arrivals of tin from 
abroad total 3,505 tons up to and including January 
25th, with 5,775 tons to arrive before February 5th. 
Chicago warehouse prices have been advanced 1 cent, 
the new quotations being Pig tin, 46 cents and Bar tin 
47 cents. 


WIRE PRODUCTS ADVANCE. 

As predicted by AMERICAN ARTISAN in its January 
22nd issue, another advance on wire products has 
been announced, reaching the highest quotation in 
fifteen years. The advance amounts to $2.00 per ton 
and the new prices are as follows, f. 0. b. Chicago: 
Wire nails, 2.39 cents; plain wire, 2.24 cents; gal- 
vanized wire, 2.94 cents; polished staples, 2.54 cents ; 
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galvanized staples, 3.24 cents; painted barb wire, 2.54 
cents ; galvanized barb wire, 2.24 cents. Fencing wire 
was advanced 3 points, now being 64% percent off the 
list. 


SOLDER. 

In sympathy with the advance in tin, Chicago ware- 
house prices on solder have been raised 4 cent per 
pound, the quotations being as follows: XXX Guar- 
anteed, %4 & V4, 27 cents; Commercial, 4% & 4, 25% 


cents; Number 1 Plumbers’, 24 cents. 


LEAD. 

The price of lead has been advanced by the leading 
interest to 6.10 cents New York and 6.02% cents St. 
Louis, which is a rise of 20 points over the prices 
ruling January 22nd. Chicago warehouse prices are 
also higher, the new quotations being American pig, 
$6.45 and Bar, $6.95 per hundred pounds. 





TIN PLATE ADVANCES. 

The tin plate market continues active and the lead- 
ing manufacturers are quoting a price of 25 cents, 
making the new basic price $4.00 per box of 100 
pound 14x20 coke tins. Chicago warehouses have ad- 
vanced their prices from 40 cents to 50 cents according 
to sizes and weights, the new basic quotation being 
$8.70 for 24x28, 200 pound coke tins. 


SHEETS. 

In the Chicago steel sheet market there is a peculiar 
situation owing to the fact that 10 gauge blue an- 
nealed sheets are selling at a premium over 28 gauge 
black sheets, although the mill cost of production of 
the latter is figured roughly at $10.00 per ton above 
that for blue annealed sheets. 28 gauge black sheets 
are selling at 2.79 cents Chicago and higher, while 
10 gauge blue annealed sheets are quoted at 2.94 
cents Chicago. So far as galvanized sheets are con- 
cerned, there is no change in the situation and 28 
gauge is quoted at 5.19 cents Chicago although the 
price is not altogether stable. In other steel sheet 
markets there is a decided trend upward in quotations 
and mills are being driven at practically 100 percent 
of capacity. An advance of 35 cents per 100 pounds 
has also been announced on smooth sheet steel, the 
new basic quotation being $3.60 for 28 gauge. 


OLD METALS. 

Buyers of iron and steel scrap in the Chicago mar- 
ket are showing somewhat of a hesitancy in taking 
on new business and the result is shown in a weaker 
market. In the non-ferrous metals, however, prices 
are higher in most cases, owing to the steady advance 
The Chicago quotations for net tons 
Old steel axles, 


on new metals: 
of steel and iron are as follows: 
$21.25 to $21.75; old iron axles, $19.25 to $19.75; 
steel springs, $16.00 to $16.50; Number 1 wrought 
iron, $15.50 to $16.00; Number 1 cast iron, $13.50 to 
Prices for non-ferrous metals are as follows 
Light copper, 17.00 cents to 17.50 cents; 


$14.00. 
per. pound: 


light brass, 10.50 cents to 11 cents; lead, 4.75 cents to 
5.00 cents; zinc scrap, 13.00 cents to 13.50 cents; 


aluminum, 32% cents. 


SPELTER. 

There has been a fairly good business in the spelter 
market and producers report that they are sold ahead 
so far that they have very little metal left for first 
quarter shipments. There is a steady demand and 
prices are firm at 19 cents to 19% cents per pound, 
New York, with East St. Louis quotations of 1834 
cents to 19!4 cents in smaller quantities. The Chi- 
cago warehouse price on spelter has been advanced 1 
cent, the new quotation being 19% cents. 


PIG IRON. 

The Chicago pig iron market shows that iron for 
early delivery is more active than for the last half of 
1916, which is an indication that melters will deal 
with conditions for second half later on even in the 
face of exporters and that quotations will be higher 
than at present. Prices remain firm and unchanged 
on a basis of $18.50 furnace for Northern Number 2 
Foundry and $19.00 for Malleable. Southern iron in 
the Chicago market is quiet. In the Pittsburgh mar- 
ket a decline of 50 cents a ton is noted, offerings being 
made by Northern Number 2 Foundry at $18.50 Val- 
ley or $19.45 delivered. In Buffalo, indications point 
to a development of a Spring buying movement and 
during the week a good demand has appeared for de- 
liveries over the third and fourth quarters of 1916. 
Furnaces in this district report that the consumption 
is steadily increasing, and that calls for Prompt ship- 
ment are filling up the smaller quantities remaining of 
the producers’ capacities for the first half of the year. 





Birmingham reports that only small tonnage con- 
tracts have been closed during the week, the total of 
which will not amount to 5000 tons. While prices 
have shown no tendency to go higher, they are fairly 
firm at $15.50 for first half and $16.00 per ton for 
last half delivery. 


The Matthew Addy Company’s Market Report, 


Cincinnati, Ohio, January 28, 1916. 


As the year opens, business expands. Temporarily busi- 
ness has taken a back seat, and the great interest in the trade 
is the getting of enough raw materials to keep the iron fur- 
naces full and make shipments on time. 

There has been an alarming shortage of coke. And every- 
where there is a shortage of labor. When you add to these 
distressing features a shortage of railroad cars, the result is 
serious. Many iron consumers are being greatly inconveni- 
enced by their inability to get iron forward on time; and the 
demands for delivery of iron day before yesterday, so to 
speak, are insistent. The inability of the mills to quote on 
finished material is eloquent of the way in which things are 
going. 

One of our customers recently wrote 70 concerns asking 
for prices on 1,900 tons of steel iron bars, twisted bars, hoops, 
shafting and spring wire, and received a similar reply,from 
every large steel concern—that they were hopelessly oversold 
and could not quote us for any delivery. They were able to 
obtain prices only from smaller plants and other concerns 
which rolled out steel bars, etc., from split rails. 

Of course the last report of the Steel Corporation simply 
confirms what everyone knew of the volume of current 
business. 

There is now no question but that 1916 is going to be a 
great year in iron. Buying of pig iron has no sensational 
features this week. It was a fair volume with most of the 
large transactions booked for the latter half of the year. 
However, there is an increasing demand for small lots for 
immediate shipment. Yet undoubtedly the feature of the 
situation is the demand being made upon the mills and fur- 
naces for deliveries of steel and iron faster than they can 
be made. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 








METALS. 

PIG IRON. 
Northern Fdy., No. 1.......0+. $18 50 
Northern Fdy., No. 2.....+-0++ 18 00 
Northern Fdy., No. 3........+++ 17 50 
Southern Fdy., No. 1........++ 18 50 
Southern Fdy., No. 2........+- 18 00 
Southern Fdy., No. 3........+. 17 75 
Lake Sup. C rcoal wees cee see 20 75 
DENN cones sun ssee0d eos 0” 18 25 


FIRST QUALITY BRIGHT 
TIN PLATES. 





Per Box 

IC nn CRETE $7 20 
Ix | Serer rr 7 95 
IXxX LO eae 8 75 
oe ge Serer 9 55 
6 ee eer rrr 10 40 
IC oo SA 14 40 
IX Sr re 15 90 
iste EE Sen 17 50 
Serer 19 10 
tx DURED i sob svgesbaseees 20 80 

COKE PLATES. 
Cokes, 180 Ibs....... 20x28 $ : 45 
Cokes, 200 lbs 8 70 
Cokes, 216 lbs. . 9 10 
Cokes, 270 lbs 10 90 
BLUE ANNEALED SHEETS. 

Sy errs per 100 Ibs. $2 70 
OS) a per 100 lbs. 2 75 
ST eee per 100 lbs. 2 80 
ot eee per 100 lbs. 2 90 


ONE PASS COLD ROLLED BLACK 
per 100 Ibs. gh 80 





\e «per 100 lbs. 

. | per 100 lbs. 2 90 

. .-per 100 lbs. 2 95 
No. 28....+++++++--per 100 lbs. 3 00 

GALVANIZED. 

Dg | reer per 100:bs. $4 50 
No. 18-20........ -per 100lts. 4 65 
Os E28. oc occsnesd per 100lbs. 4 80 
J, Saas: per 100lbs. 495 
OS Ae per 100lbs. 5 10 
Ss ea per 1001bs. 5 25 
ie per 100lbs. 5 55 


POLISHED SHEET STEEL. 


eee per 100 lbs. $4 55 

ae per 100lbs. 4 65 

ee SET Oe per 100lbs. 4 75 

Eso skesesaees per 100lbs. 4 85 
SMOOTH SHEET STEEL. 

Per 100 Ibs. 

Wood" s Smooth, a _ eee $3 35 

O. 22—24...... 3 40 

ig oe No. 25=20.00066 3 45 

= “ LS) ee 3 50 

“ad al Oy eee 3 60 


PATENT PLANISHED SHEET 
TRON. 


Patent Planished Sheet Iron, 
100 Ibs. 


PATENT PLANISHED SHEET 


STEEL. 
Dickey Planished Sheet Steel. ..... 84c 
SOLDER. 
XXX Guaranteed 3 & $. -per Ib. 27 c 
Commercial 4 & 4....... 254c 
No. 1 Plumbers... .... yer 24 ¢ 
SPELTER. 
SN aus sescssssene piesssenueee 
SHEET ZINC. 
SS coacucukscssewebe $24 00 


Less than Cask lots. .$24 25 to $24 75 


COPPER. 
Copper sheet, base....... cece. od3le 








LEAD. 
ROR PW. Gioscdsvssovensees $6 45 
ET re re: 6 95 
National (White) brands (in less 
than 100 th. lots), per Ib........ 7c 
Sheet. 
Pull coiis......5.. per 100 lbs. $6 25 
Cut coils........ per 100lbs. 6 30 
ALUMINUM 
Carload lots. 
No. 1 Pure Ingot..... per Ib. $0 60 
NES iSécwaser esas “i 75 
TIN. 
4 eee per Ib. $0 46 
DATO sssksokapeue 47 
HARDWARE 
ADZES. 
Carpenters’. 
PARE. s5essebnenss Sohne 40% 
Coopers’. 
Le a er rrr 15% 
ST si chesoioscetesscail 15% 
Railroad. 
ERE. cs 5abonasseseauvant 40% 
Ship. 
eee ee 40 
ee ee 15% 
AMMUNITION, 
Caps, Percussion—per 1,000. 
4 L., Waterproof, 1-10s........ 47¢ 
» Steieeiieeeeannte 35c 
mas cabbbusshweneekanheeoun 68c 
Shells, Loaded— 
Loaded with Black Powder..... 40% 
Loaded with Smokeless eer 
medium grades.......... 0& 5% 
Loaded with mene SE a 
high grade........ 0&10& 10% 
Winchester: 


Smokeless Leader Grade 40&10&10 


Smokeless Repeater Grade. .40 & 5 
ACK BOWES 6 ck cveessasaen’ 40% 


Gun Wads—per 1,000. 
Winchester Gun Wads.........15% 


Powder. Each, 
DuPont's Sporting, qd bs oe _ 25 

4 kegs... 5 40 
7 xs 2 con. 2 85 
DuPont’ s Canisters, en 46 


4-lb.. 
Smokeless drums... 23 49 
kegs.... 11 88 
= 6 4-kegs 6 08 
vd *  10-can rum 4 86 
. a t-kegs... 3 12 
ses ie canisters 54 


ct) 
o 


Shot. 
Drop shot, sizes smaller than 
B 25-tb. ‘bags, per bag.......$1 70 
Drop shot, B and larger sizes, 
25-Ib. bags, per bag........ 1 95 
Buck shot, 25-tb. bags, per, bag 1 95 
Chilled shot, 25-fb. bags, ‘ 1 95 


ANCHORS, 
Expansion Screw Anchors........60% 


ANVILS. 
| Trenton, 70 to 80 Ibs...... Sic per Ib 
Trenton, 83 to 150 Ibs..... 9c per Ib* 


ASBESTOS. 
Board and Paper......... $3 00 Cwt. 





AUGERS. 
Boring Machine penéase xe oebeeaw 70% 
Pb econlie Sitkcksouseeree 50% 
og beer reer 70% 
Hollow. 
Bonney’ a UU 75 4 Ay} 
ES SEs OeccavusSvsvess 
Post Hole. 
Digwell, 8-inch....... r doz. “ 50 
Iwan’s Post Hole and Well 40% 
Vaughan’s, 4 to 9-in.. .per doz. 6 60 
Ship. 
Ford’s, with or without . Phat 
Snell’s 0-5% 
AWLS. 
Brad. 
No. 3 Handled....... per doz. $0 40 
. No. 1050 Handled.... “ 95 


Shouldered, assorted 1 to 4, 
aes ae ik pinwils Wiaibe ele per gro. 3 60 


Patent asst’d, 1 to 4.. ‘ 70 
Harness. 

IONS 5 i555 Sis's oes 4 95 

Set eer ‘ef 90 
Peg. 

Shouldered.......... cs 1 50 

oO Ree sy 65 
Scratch. 

No. 1 handled....... - 5 40 

No. IS, socket han'‘ld. per | doz. 1 25 

No. 7 Stanl Orr: ef 

AXES. 

Boy's Handled. 

Lippincott, 3 th...... per doz. $6 00 

Marshall Falls City... a 5 00 
Broad. 

Plumbs, Ls eer 334% 

| EER 35 % 
eg Firemen’s (handled), 


Ge a per doz.$19 00 
Plumbs, Miners’ (handled) “* 9 00 


Single Bitted (handled). 
Blood’s Champion........... $10 50 
Blood’s Dull Finished........ 9 50 
ANN IRM oe 5S 0.0 a0 30"0 0 : 50 
PN Ra ere rt 6 75 


Perfect Premier, Forest Clipper 8 50 


Single Bitted (without handles). 


Blood’s Champion........... $8 25 
Blood’s Dull Finish.......... ie be 
PUD ERSGOE is 5 5 o:0'5 5000 0.000 6 00 


Double Bitted (without handles). 
Blood’s Champion, 34 to 44 Ibs. 
ees van wee as eee per doz. . 00 
Flint Edge.......... .. 
Perfect Premier...... 
The above prices on axes of 3 to 4 Ibs 
are the base prices. 
34 to 44 ibs. advance 25c. 
4 to5 Ibs. advance 50c. 
4} to 54 lbs. advance 75c. 


BAGS, gm NAIL. 


Pounds..... 


20 25 
Per 1,000. "$250 395 450 5 00 


BALANCES, SPRING. 
oo ne eee ee eee 20% 


BARS, CROW. 
Pinch or Wedge Point, per cwt.. $3 25 


BASKETS. 
Clothes. 
Small Willow waanee per doz. 7 00 
Bh a wed 8 75 
oe <peeakseas ” 10 50 


Galvanized Iron. 4%bu. 1 bu. 14 bu 
Per doz.......-$3 50 500 675 





BEATERS. 
Carpet. Per doz, 


No. 13 Tinned Spring Wire...$ 0 90 
No. 11 Spring Wire coppered. 1 30 


No. 10 Preston... 05 ..s dee 98 
Egg. Per doz. 

No. 50 Imp. Dover Se bwean «a $ 0 75 

No. 102 tinned... 90 

No. 150 “ @ ROC; .<s, 1 30 

No. 10 Heavy hotel tinned. > 2 

No. 13 . ee 

No 15 “ - a 3 60 

No. 18 “ = " 4 50 

BELLOWS. 

ee 65% 
Hand. 

Ce EER LS: per doz. 7 50 

SETA. Ss wk 5 Gees 9 40 
Moulders’. 

ee. a 2s 12 60 

BELLS. 

Call. 

3-inch Nickeled Rotary Bell, 

Bronzed base...... per doz. $5 00 

Cow. 

ES CE ere ray 60% 

PEE 35a cora cis eewsisewss 65&10% 
Door. Per doz. 


New Departure Automatic... $6 50 
Rotary. 

3 -in. Old Copper Bell....... 4 00 
3 -in. Old Copper Bell,fancy. 6 00 
3 -in. Nickeled Steel Bell.... 4 50 


3}-in. Nickeled Steel Bell.... 5 00 
Hand. 

Hand Bells, polished....... 40&10% 

CfA US OS area 40% 

Nickel Plated... 6000000000 ed09 

DU ao ow kd owes t-0.5 0-8 40&334% 

Ee 6 oa eee 334% 
Miscellaneous. 


Church and School, steel alloy... .50% 


Farm, lbs... 40 50 75 100 
ee ‘$1 90 240 355 475 


BEVELS, TEE 


“wh s, rosewood handle, new 


Pere bie ete sce a are sate oo ae wats ae Nets 
Stanley’ WET TIMBRE. 6656 50 cas's Nets 
BINDING, OILCLOTH 
PRS ar ee eta et ee 75% 
PR oS his oss sew awe wiaidn wa eae 70% 
RS eer ree rye 75% 
BITS. 
Auger. 
Extra Double Spur.. . .70&10% 
Ford’s Car and Machine.. . .408&10% 
ye errr 50% 
BOONE 5c cies a ais bw s'wls €bierereinle 50% 
Russell Jenning’s.......... wee 
Clark’s Ex ansiv <a er ee 65% 
Steer’s * Small list, $22 00. 25% 
5x “ Large “ $2600. ot & 
le ee rere eee 
Ford’s “Ship Auger ae 
Car Tere rerere yee ee 50 (7) 
ee eT rer Eaebeneeteeess 15% 
Countersink. 
No. s Wheeler’ s.....per doz. $1 60 
No. 2 64 2 40 
Asserican Snailhead.. <a 1 10 
ane <1 1 20 
sa ANE 54 9.20 4 1 00 
Mahew’ 8 Plat nisi wes 90 
| ae = 1 40 
Dowell. 
Russell Jennings........... 30&10% 
Gimlet. 
Standard Double Cut.......... 40% 
German Pattern..... per doz. $0 60 
RAGIN 6 6-0:0545.955 D8 65 
ee ree ‘ 80 
MA unas sasuke a 15% 
Countersink......... a 1 30 
Reamer. 
enning’s Square..... sd 2 50 
geoning Square..... “ad 2 00 
American Octagon. . ” 175 
Screw Driver. 
No.7 Common...... “ 55 
No. 1 Triumph... 4 1 2s 





Hay. 


Shelf. 
Cle 
Cle 
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BLACKING, STOVE. (See Pozish), BROILERS. Cable Log Chain. 
BLADES, SAW. SE A eT 70% | Advance 25¢ per 100Ib. on Cable 
Butchers’. No. Ces, Self-basting, 90 doz. $2 50 = 
Standard, 2? & 1}-in........... 35% Coil Chains, German Pat. 
Clock Spring...........s0.0 35% BUCKETS. OI ose it ivcctigeice: 70% 
Bigs cara ocantactcsocs TIII15% eeaiaiis an me ETT rRESEEe 663% 
ump, Rubber. OR G's. isle Gin) b.d w 4a. cela wees « 6 
Hack. Lo. Oe per gro. $4 75 57 
PIE Biss0s Sotasseuseuses Z5RSTS | (COBDET. ... cccccccsas . 4 75 |German Pat. Halter Chains 
Flexible. .....ssscccccccecsess 30 Champion... .'........ = (ie URN Se 663% 
Star... ccccccccccccseccces 20&5% — has Sake tea es Tae) 6 es : pa Pees oi eee 65% 
MMR Ao Sais aol eahac oe a Ne i Selo oi ok ee elecc ak 60% 
Wood. _ ee eNep g 6 75 © 
infos Seelam ews r doz. $2 40 Well German Machine Chain. 
* ’ S . 
— 16, 26 & 045. 4 3 |” Galvd, Ots 10 12 14 | 3/0—2/0—1/0—1............. 50% 
eee ener even neen Per doz....... $290 325 3 40 Pista Chains. 
BLOCKS Wooden, top, ene, fee pad doz. 7 10 Light Brass, 3 ft..... Raat doz. $0 50 
Snatch. Heavy Brass, 3 ft.. 75 
Ds iicccennerrnaien 708&10% BUCKS, SAW. Puss Chain. 
Steel... +.ssreercescrsccesers 50% Ene Serer ae ee per doz. $2 40; Galvanized, per 100 lbs...... $5 50 
Tackle. , 
ones Strapped 70&10% BURRS, RIVETING. 8 Chain. 
ET Te . 
Com. Steel.........sseeeeeees 60% Copper Burrs only eee said ‘ Ae Heid: 0e #) siaicia bare. cieusia Kecaveleie 65% 
inners’ Iron Burrs only....... 4 | Sas ain. (Morton's): 
BOARDS. Steel, per 100 ft. 
Stove. BUTTS. 0. $1 20 
Wabash Crystal......... Net Prices Re te ee ce petals 
“ ae GORSF] sorcerer e cece eee nee 1 60 
+ te — ecccccecs is Wrought Brass (New List). . . .50&10% Ra rae a etistcaate a latalaen ce ower ats 2 40 
Wabash Delft Enameled. . “ Wrought Steel, Bright............ 65% Copper. 
Wabash Art Inlay..... « * Wrought Steel, Japanned.......... a ere 2 00 
Wash. CALIPERS. ee 
No. 760, Banner Globe, Lo oni $2 MODE cca stars ora drs cla ites sa 4/2 35% | Champion Metal. 

teeta eee ee ee eee per doz. Inside and Outside..............35% 

No. 652, Banner Globe, ge ng pig WME a cn andewesesnsnrcerenns 30% - ebladaaeesienieccasan + 
No. 862, White ‘Hen, (glass) 375 CALKS Cable Sash Chains. 

+ cuieb cae 6 Aa as per aoz . P . PeR NS oi diene: Oa lech Se eee oe e CE 
No. 800, Brass King...“ 3 30 | 40#8e”'s Boot og ane 35% 
No. 172, Our Best, (soap saver) (Lufkin R. Co.’s), per M..... » ae 5 | i a a a aac is 

AP AES eee rae per doz. 3 25] Toe. Special Steel Loading Chain. 

No. 964, Royal Blue, Ganent Shoenberger............ per lb. 5c i: re } ts 

Eire mn ea era per doz. 3 25 IOMBGINEE 665 cake eiiia s9i0's.s a one Per 100lbs.$16 00 13 4, 12 50 

, Swedes LLLILIIL * Bte| Stretcher Chains. 
BOBS, PLUMB. =  =#j™Cttt fs-in., $8 50; 3-in.,$7 75 per 100lbs 
Carpenters’. ’ CANS Tie-Out Chains. 
Os 2, WOM: 0:00:00 per doz. $0 4 i“ 7” Lo ae eee 70&5% 
OSs. sesiae-nee cs 1 oO * 7 j 
By MO ec ce gen os 225| + Gals..... 5 8 10 | Trace Chains. 
i ce... - 3 25 Par dia. $18 50 24 50 27 50] Western Standard. 
No. Oeste a 4 40 GF OP nn ernreis sive: per pair, 30c 
No. 113, brass plated. “ 110] Gem Pattern. ae eth ca” SO eee sa 34c 
No. N30, nickel piat’d kee 1 50 Gals..... 8 10 2 ap cc ee eee 33c 
Per doz..$19 25 2375 25 00 had 26 p ‘civ - 38c 
BOLTS. »cr pair for Hooks 
llinois Pattern. Add 2c for Twist Link. 
Carriage, Machine, etc. . Gals. $s oe 4. ae sk 8 10 — Stay Chains. 
Carriage, {x6 and sizes smaller Per dozen........ $2575 2OOl Inele.......... t's 2 

and shorter.......... re -75&10% Sag Pattern. . - Per 100 lbs....$6 50 600 5 50 
Carriage, sizes larger and ~ Serre re ‘ 

A. ae & 10% POP COOR..« . 6c aay $25 00 28 00 CHALK, CARPENTERS’. 
Machine, 3x4 and sizes ae i BI eine til 

BU GHOLET 3. 0515 2 cesses 10% CAN OPENERS. R “y ee eer e cece eeeeee per gro., ‘ae 
Machine, sizes larger and long- fe Ee es 

er than §x§x4 70&10% | See Openers. White ee Wiikiic" Schrgcl 60c 

Bee i aes a 9 ommon ite Schoo 
ee abic caeaniestasnes B0810% CAPS, GUN. Crayon. .......ecee: llc 
si aia averawahinere ae a wits y. Ms 
eh. A CHARCOAL. 
iiits. Bees CARPET STRETCHERS. MEY So bbciurvec cess ans per bag, 95c 
i 2 
é See Stretchers. 
es ee er 60% CHECKS, DOOR. 
Gem, bronze plated............ 20% CARRIERS. INE Soe 30% 
Barrel. Hay. ; 
Cast ... 60% Diamond, Regular...... each, $3 85 CHIMNEY TOPS. 
Wrought “enoatnacancietpnpetale: 75&10% Diamond, Sling........ ee 7 OOTEWAN'S VOICENO ss coco cecceessee 50% 
Wrought, bronzed.......... 50&10% 
HISELS. 
Flush. CARTRIDGES. ia Cc 
Wrought. .......sseseeeeee 40&10% | See Ammunition. Inches........ 10 12 14 
Spring. erga per tous a4 = ; - 
ee rare 758&10% CASTERS. . , 
Wrought, heavy........... 70&107% | standard—Ball Bearing....... 50&10% -_ 4 lity, ti d 
Square. ue ood quality, § in. an 
Bea Rata en tne Rewnee ae anew ad 60% NAGAR con noe ke sew per Ib., 13c 
wit. atin tebe eskclt: wien Common Plate Smaller size, per doz..........0. 
a nail hired i ceaalaalala °| ~ Brass Wheel..............000. 0% | Socket, Firmer. 
BORERS. ~~ — porcelian wheels, new o CONSE sive indies avnsvads ve 75&10% 
i ummm Ses tose anes +8 of | Socket, Framiung........... ». -50&10% 
Miller’s Falls........ ries doz. “ 75 Philade IP esicieeneepienin “606, d, Fi 
Sill borers, No. 51. 8 00 Payson GRP REE ARE RE: 7 5&10% oe 20% 
Bung. pen “eee eee ewww weet 
Enterprise Mfg. Co." 's No. 1.. 188% CATCHERS, GRASS. Choppers, See Cutters, Meat. 
No. 2..15&5% < raniaeoe Boawae per doz. $4 25 CHUCKS, DRILL. 
BOXES. eee or 2 3 | Goodell’s, for Goodell’s Screw 
Mail, No......... 1 2 10” ter OMB. 0s $5 60 5 J 6 25 Page os . SO eg bana $6 25 
Pon eres $3 50 500 15 00 Per doz..... $6 75 950 1000 DOU Rokaa viccncakse eees 
iter 
CHURNS. 
New Langdon.............. 15&5% CHAIN AND CHAINS. 
>: ee otans 6 Seo8 ae : 30% Breast Chains. — ” eeaaetapon 5 7 10 
Pane Nswekanse eee Doubleslack....... doz. pairs, $5 75] Each......... $3 90 460 4 85 
BRACES. With Covert Snaps. “ 5 00] Belle, Barrel..............00. 65&74% 
PF re) Spofford’ 60 With Slide........ . 3 25] Common Dash, 
ray’s may Pager Ord 8........ et Without Slide..... * 2 85 _ Speer , 4 5 6 ' 
ma ieee ee eee ee 9 POF G06. ceca 900 1000 108 
4 Mg Sree eee 53 = Bright Ox Chains Union, Gal...... 5 7 10 
ME =o +? Se : : Migs aina'ks $375 435 5 40 
‘ 11 8) | ee ee 3 30 2-in., $7 25% j-in., $5 45 per 100 lbs. chavene 
BRACKETS. Chet Adjustable. 
Hay-Rack. — ” — i th i PIEMONTE T5355 casa obissocars 30% 
Wenzelmann’s Io. 1. per doz. $9 $0 Per 100ibs.$10 80 8 00 7 00 6 20| Carpenters’. 
O82’ aa j Steel Bar... 0200. Ceeccccvee 25% 
Shelf. a sg tbs. 6 00 5 90 575 5 65 . b i d 2 
Clover Wrought Steel..........75 a en 1 erman’s, brass, 4-in., per doz. .42c 
Glover Folding.....0.........65%| Per 100ibe. 2... 555 5 55 5 65| Double, brass, -in., 90c 




















Saw Filers. 
Disston’s list, — omens Cae 30% 
Stearns’, No. 0, $3.50; No. 1, 
$11.50; No. 3, $5.00 doz. 
Wentworth’ s, No. 1 1, $6.25; No.3, 
$8.75. 
CLAWS, TACK. 

Cast, wood hdle....... per doz.45@60c 

Forged steel,wood hdle. ‘“ $0 80 

oh i ae gi 1 00 

SIMMS soc seinen ae be 50 

CLEANERS. 

Drain. 

Iwan’s Adjustable............. 55% 
Iwan’s Stationary........... 40&5% 

Pot. 

WER ie. hoa boi aletnarcles per doz. $0 75 

Side-Walk 
MIEMER Sa scone seen rod per doz. $3 25 

Re sina daiscincicenie shames 65&5% 

; 
CLEAVERS. 

Family. 

Beatty’s, Inch 7 8 9 
Per doz...... $8 75 975 10 75 
eae eee per doz. $2 25 
Butchers’. 
WH a2'cd ened se cchena cee. 25% 
CLEVISES 
MDUUUIO SS orcicis dois as wan a ae 6c fb. 
CLIPPERS. 
BON ea oe eed acidcsis « ascac ats $1 90@4 75 
CLIPS 

PUMA 6 care 6 oR Geer NRE al4s 6 ios 65&5% 

Damper. 

Standard... ..6006060 000: per doz 70c 

MID occ nmoaw una ein “*  38¢ 

MEMES oss Nove ed atsiereniceaies a 17c 
CLOTH 

Emery. 

CO abo lect cawacreceoseec 50% 
Bes remmbe tice scales icfaseare ramen omar 50% 

Hardware Wire—full rolls (100 ft.) 

2 to 3, incl., Galv.—in full roll.. $3 00 
LD ee o 3 25 
Cieoets viawonwacen a 3 50 
2 and 8... <0 os 4 00 

Screen Wire. 

12 mesh, painted, per 100sq. ft. 1 20 

COLLARS, STOVE PIPE. 
Inches.... 5 6 7 

Plain Tin, per gro$1 90 240 3 50 

Japanned Tin *“* 300 350 4 25 

Lacquered Tin “* 360 420 4 80 

COMBS, CURRY. 
Nos. Per doz. Nos. Per doz. 
000 ....$0 37 299... .$1 05 
BM. 60 + 85 
ie ncne 2 Oe See ecs Sie 
39 90 $32 .5.. 3B 
89 2 ae Ae 75 
108 80 1400.... 1 40 
COMPASSES. 
Oe wt Ae ee eae ee _e 
Pencil—Faber's........ per doz. $1 00 
COPPER—See Metals. 
COPPERS. 

Soldering 

Maen a: alas orera cer cuatas Sar oraacad er th. 32c 
i eee 29c;2tb.. “*  28c 
3 ib and larget..........%.¢ “*  26c 
CORD. 

Picture. 

White Wire (new list)......... 85% 

Sash. 

Regal Brand...........per th. 35c 
Puritan Brand..........  -25¢ 
CORKSCREWS. 

Lo gt Soe eer 

Williamson's Regular........ ~— 

Williamson’s Forged Worm... 50% 

COTTERS, SPRING. 
All sizes (new list)............... 90% 
COUPLINGS, HOSE. 

Peet craters taraty- a alas per doz. $ 1.00 
Seen PICA cevines i 85 
COVERS, WAGON—See Tents. 
CRADLES, GRAIN. 
Morgan's Grapevine... per doz. $22 25 











Se en geome 


Seat netinena ee 


—_- 








ce 





ARTISAN AND HARDWARE RECORD 





60 AMERICAN 
CRAYONS—See Chalk, EMERY CLOTH—See Cloth. 
CROW BARS. EMERY, TURKISH. 
Pinch or Wedge Point...... per tb. 3ic 5-tb. 
DS ecotpeeraseee pkgs. 4kegs kegs 
mn CUTTERS. No.60 to 150, per Sib. 6c 
SS. POE ccckes 
SS Ee ene eS 40% 

Meat. ENAMEL, IRON. 
eae, He. 5, 10, 12, 22, 25% A-B Iron Enamel, 3 doz. case, 
No. 202, list, $1.50 ea... 40878% | reeriess. 2220200: 

Pipe. 

Saunders’, No. 1 2 3 EXTRACTORS, PIG. 
as $075 120 380 See Forceps, Pig. 

Slaw and Kraut. EYES. 
3-knife Kraut........ r doz. 11 50 
1-knife Slaw. ScGes ows i 1 75| Bright Wire Screw—See wee e bA 
2-knife Slaw......... as 2 501 Drifting PUR... 2c cevcscece 

SN Ciccaeweeneces ’ 7 75 "Bras. Bec aula 

DAMPERS, STOVE PIPE. SRE ear es 
ete ecak as ake sean ea wees ee we FASTENERS, STORM SASH. 
eee ee 
‘i Schroeder’s.........-+> 
DIES AND STOCKS reer y 
NS SE ee rere es 5 40% 
DIGGERS. 

Post Hole. FILES AND RASPS. 
Rie: oc cecesasee ee per doz. $9 25| Delta.........seseeeeees 
ON iia ais bee ie 46 Nicholson’s— 

DRS Ss epi e Fi aia fe en 
Hercules... ..... A | ~~~ ceanebeneter: 
Iwan’s Split Handle.. ‘“* 7 50 Black Diamond....... 
Iwan’s Perfection....  * hia d YS i ee 
atanb Hercules pattern os 13 4 Great Western. wirtees 
YAN SS... cee rereens Kearney ee 
See also Augers—Post Hole. a ere 
Rees. ie MRR o acunness 

Ae 65&10% y ioaiaes Smith a 

- 7 th 
DOOR CHECKS—See Checks. a ere Ke 

DOORS, SCREEN. DMS: 3 354s enes sneenes 

-in. 4-panel, painted...... Net prices Pere, seseesesdeeoensiss ro 

iT 4-panel, painted...... ‘ 

Ig-in — natural pine, ss FLUE STOPPERS—See Stoppers. 
DOOR HANGERS—See Hangers. | FORCEPS, PIG. 

ee eT. 
DRILLS. Whisson’s Imp......... 

DME Licks cbso5 ses she soe ee 65% 

Blacksmiths’ Twist......ccceceees 60% FORKS. 

Breast. Barley. 

Fray’s No. 9......0.0+- each,$ 1 75 ek rary 


A u«18 Falls No. 12..... 2 00 
Hand. 

Goodell’s Automatic, 

Nos. 01 03 3 20 

Perdoz. $7 75 t1 50 12 50 11 00 

Goodell’s Single Gear, per doz. iS gs 


Millers Falls “ 12 75 
** Double“ <2 15 25 
Reciprocating. 
ere i per doz. 16 50]- 
Bit Stock. 

a a 65% 
DRIVERS, SCREW. 
Standard eeeeh nee mine 65&10% 
NN sin las ib beh e eae eee 60% 
Cyaepion. Libre ts eis ote oh 
( Bap eee 70% 
CVS; Interchangeable..........30% 
ES Sa eae ret 

Reed's Lightning............. 45& 

Goodell’s Spiral........ 50, 10, sero 

Yanke See eae. 24% 
= Spiral.. *'50810% 


EAVES TROUGH, GALVANIZED. 


Terms, 2% for cash. Factory ship- 
ments generally delivered. 


See also conductor pipe and elbows. 
EGG BEATERS—See Beaters. 
ELBOWS—Stove Pipe. 

Adjustable Stove. 


eae 6 7 
Smooth, per doz $0 80 090 1 25 
lan’d 00 225 290 
Corrugated Stove. 
LS eee 6 7 
Smooth, per: doz: $0 75 090 1 30 
ol’d, 40 165 2 35 
Plan’d, sd > 25 3 75 
Four-Piece Stove. 


Inches ....... 5 6 7 
Smooth, per doz:$0 60 065 095 
Planished “ 175 oF 255 


ELBOWS—Conductor Pipe. 
Galvanized Steel, Tin and Terne, 


: Round Corrugated. 
Size. Oz 
Re ee eer ee $ 3 60 
i SSS eee eee 4 32 





Subject to discount. 





a. “ 


Single 





Wood, 4-tines........ 


Manure. 
4-tine 


eo 


Wire. 


IMME Kcubeb acess reso? 
GIMLETS 
SPMEOUUE: 5550004556008 s0% 
GLASS, WINDOW 
RRR PRR RR pete 


GLASSES, LEVEL. 


Liquid. 
Army & Navy 
Le Page’s— 


RN UE Shiner Seescecudweeeee 


GRLASE, AXLE. 
Wood Boxes. 


a 


Hub Lightning. 


Chamellene Graphite, 


Common Bear’g 1 


a rope tie. 
Leather, leather tie 


HAMMERS, HANDLED. 
Blacksmiths, Hand. 





Comer eee esereeeeeesee ses /G | Wdbdbeeesseesessceees 


GAUGES. 
Butt and Rabbet. 
Cream Pail. 


Single and Double Face... 


Common Assorted... 
ged s Adjustable, Nos. 1 
ee ee ree eee 4 75 


File, assorted, 13c; 


oe 


Hay and Manure Fork 





Paragon... basses ngueny > 


Frazer's, 15 tb,80c; 25 tb, $1.30 each. 
Hub oe 15 tb, 55c; 25 bb, 
70c ; 


GRINDSTONES. 


8 10 
975 12 50 
$22 00@$23 00 

2 3 
360 335 

4 3 
315 300 


(See Ammunition). 


per doz. $0 19 


iT} 22 
ct) 50 
“ 60 
oe 22 
it] 52 
per doz. $1 10 
= 1 85 
= 2 00 
xe 8 50 
“a 11 50 


Gaia wip (dicing eco a eis RSS ic bee 40&74% 
per doz. $3 85 
ae 15 


per doz. $0 35 
Pol’d Iron, a hdl. 
Mall. Iron, Inlaid. 


r 50 
oe 1 55 
2 3 

080 1 00 


perdoz. 4 75 
HAMMERS, HEAVY. 


Heavy Hammers and Sledges. 


ERROR SOUND 55 a tue ak ws a8 iene 75% 
5 ibe, Gd OVE. .sc6ckcsens 758&10% 


.708&10% 


.per doz. $0 55 


& 2, 


Tanged, Firmer, Assorted, 
3c; Large, 38c per doz. 
Hickory, Socket Firmer, Assorted, 
Large size, 30c per doz. 
Firmer, As- 
 gharne. 42c per doz. 
Firmer, As- 
" per doz. $0 30 


VO en eee 40% 


Large, 16c per doz 


per, doz., 36 to 75c 


40c@75c 
45c@80c 


40 








U.S. iatchles. Bearing 





eae s iti 
Warehouse Big Twin 


Iwan’s Perfection 


ee 


Lane’s Standard 
Lane’s New Model... 
Le Roy Noiseless... .. 


Hinge, Wrought 
With Staples—See Staples. 


ee 


ee 


HAY KNIVES. 


HAY RACK BRACKETS. 


Wenzleman’s No. 1..... 
Wenzleman’s No. 2 


Clark’s Gravity . per doz. sets, $1 05 


Shepherd’ s Noiseless, for joo 


1 2 
Hgs & Ltch, doz. $2 50 3 25 
i “* 2 00 
per doz. prs. $6 00 


BUDETION..2cc0000 


a eee sieae sie 


ae Dbl. Acting. . 408 


Cr 
ee 


eee eee ee ee 


ped ee WEEE OE ee ee 
Heavy Strap Hinges 


Heavy T so gs 


Screw Hook and Strap. 
i per 100 ths. $4 25 
“ “ 4 00 





[— han 


ee ey 


ee 


eee eee eee sees eereeeeee 


ee ee ee 










See Steps, Bench. 
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ARTISAN AND HARDWARE RECORD 





Box. -— "we ‘ 
Wil. c.s. 5 7 10 12 | NOS......ccceeeee 
Per doz...$1 90 210 225 2 65 WMC craig sisawa.cciwe’s $0 60 1 oc 

Bush. = 
Common Axe Handle, per doz. $7 00 Sack ae $0 85 20 on 

Chain. 

Inch 1&5 3 ¥% 3 KETTLES. 
Pr 100 $7 60-8 10 975 1150 12 60/ RA, piptniteewie eae aaeiecna a 15% 

Clothes Lines. — SAR pices eer Mag Zo 

re per doz.22c@24c | COPPET. ...--- eee e eee eee per Ib. 27c 
i tac Pes a - 40c g MEN ee Fic a se Brive see 'ere Feed nee oo 

Coat and Bat, RUNG p85. ad pda a a5 wcwsnd io a Oe fo 
Cast Bon... 2: per gro. 72c@$1 50 KNIVES. 

NERS ose aivan 509s Say Sew e 80% | Beet Topping. 

Conductor. Clyde, 9-in. Scimiter Blade, dz. $3, 85 
Se are ear 257% OS aan 3 40 
Wrought...........++eeeeeees 207% | Cooper's Hoop. ........ceeceees 15% 

Corn. rn 
— sr eho ere age $2 25 Clipper Preise tse sate per doz. $1 Le 

ET TEN alles ad WON Rivcecressens 
TAttlo Giant. ...0s66 3 25 —  ..: “ 3 00 

Gate. WOOGIOIGN oc :000 5.45% 225 
See Goods, Bright Wire. Drawing. 

Grass. je ramet Pia iere tong (New List).. Rt 

TMNT eo icocck aiei-atd \G:s-niaia A 
any ag me ss. 3 ‘~ 1 - Barton's Carpenters’........... 15% 
SOMIEAN cc hed per doz. 1 75 Folding Handle............. 25&5% 
CO ree e 2 50| Hay. 

Hammock. ' American, Sickle egg .doz. $10 50 
With plate.......... per doz. 50} Canton, Sickle Edge.... “ 8 25 
With screw.......... o 45 } Heath’s............-. fe 8 00 

s Iwan’s, Sickle Edge. ... 9 50 

Lambrequin, or meen bo, gro...21¢} Twan’s, Impv'd Serrated “ 10 00 

oo Sa eee 50% @508:1 0% Lightn’g, Holt’s Genuine “ 6 50 

Potato and Manure............. 664%] Lightning Pattern...... “ 6 00 

Screw. Wadsworth’s Sp’r Point. “* 9 00 
MPM a 5s oe habeus ee Gea Nepee 85% | Hedge. 

(See Goods, Bright Wire.) Challenge Wie arate toca iilete is per, doz. $6 00 

EP ISIIONE. seksi Pee dsines per lb.5jc| Disston’s............ 375 

Mincing. 
Common, Single. .... i 60 
HOOPS, TUB. Common, — Mae: ex = 
oT ae er case of 3 doz. $2 25 Streeter, 4-blade..... - 
— . Streeter, 6-blade..... - 2 00 
HOSE, GARDEN. Pulty. 
Ccupled Common....... per | doz. $0 60@1 00 
per ft. Lander’s...... 1 40@1 75 

Velvet, ply-3” guar. press .... i Scraping. 

—— d “ “ “ . 11 z Beech Handle ‘TeL eR 75@1 00 

Gasman “ “ “ We ef ene aT ore 5 25@6 00 

Illinois, : = me Vaselese on 

N COV. RUBBER HOSE. |?275: 

COTTO . : OC) per doz. $ 80 
High Grade-}’’-guar. press.400 tbs.11}¢] Porcelain............ 90 
Special “* ee $00 a 94e UOSeicesesccesccsces ca 90 
ee , ” LADDERS. 
ete HUSKERS. Common Long. 

a BB E 200 Per ft is Siar San athalclsree ws 9c@14c 

Fer doz..$2 00 200 1 75 80 | Extension. 

Ge -— 00 ie sks PROC s cdio.cp oa Gk bale we Reaaic whee 
eg ro..$5 40 6 : 
la 3000 a gor - 
zg 00 24 5 ot, eer ee ee eae 
tad ~~" 160. $3. ‘30 "a 68 Common, with Shelf, add 10c. 

Per doz..$2 15 ¢ 3 85 1 45 Keystone.. ees esas on eenavas - 
Brinkerhof'’s. RUMI, DOTA Gievccc cc cowcess 

POCO ss oo ses eseesesereses $14 40 LANTERNS. 

IRON, PIG. Bull’s Eye Police. 
‘ 3 -in. Flash Light.. d 9 00 
See Metals.—First column. jct 2 te 
IRONS. 3 -in. Regular....... s 8 00 
Curling. Buhl. 

Aer aysiu Wargre Raye esas per doz. $0 40 REMI. fase wiotancutded ee ke $ 5 80 

RR ees ak oxo ects <3 50 Gl RES A tee eerie ear ae 11 50 

SSS ee are oe 58 CHE. soo eb bede ca ce seeeae 9 00 

i an 0 

eM MM LEADERS, CATTLE. 
ce a See TOMINOBS 64 6s 60:0 8% ba 1 2 3 
Plane. Per doz......... $055 070 275 

WOO DORON ies iiss sea iaee 20&5% LEATHER, LACE 
Sad. Meo vegG natecarees ew anenes 60&5% 

RCTROGNAN . o.5 4)55555.5:0% per doz. $11 00 | Sides. : 

Common, polished, per 100 tbs. 3 75 Ex. Quality....... per sq. ft. $0 35 

No. Bs Asbestos Bi love ats $1 20 net . 
CRE |) RUMI rarer 1 35 net. LEATHERS, PUMP. 

Cc ste em ee SOU 5 25 lve and Plunger............-.- 109 

Chane Polishing. . per doz. 7 40 Valve ant pitinssie 7o 

Laundry, No. 1...... 5 75 LIFTERS. 

Laundry, No. 2...... ~ 6 25 | Stove Cover. 

we Pott’s, Coppered.........% per gro. 1 75@3 65 

No. ry a Enterprise, per set, 93 "il aaa 5 50 
No. 55 J, 90 Alaska, Coppered 2s 400 
No. 30 J ae - 1 00 Alaska, Nickeled eS 5 00 
No. 55 T, or “3 96 | Transom. 

Tailors’ Sad......... per Ib. eee 80 

Tailors’ Geese. ...... = 54 — % 
Ideal. ite LINES 

Cha 
9b, Dressmneber'és 000... M125 | Twisted in 20-ft. hanks, 

141d. Tasiors’ Googe. ...66605 5 50 + eg $150 2 “. 2 i 250 300 
Tuyere. Twisted in 50- ‘: balls. 

Single Duck Nest... per, doz. $5 25 (See: 3 4 

Double Duck Nest.. 6 25 Per doz..... 25¢ 3c 35c 4Ic 

ee ren ‘each... 3 60 Braided in 20- “a —_— 

nd i See 2 3 

, JACKS. Per doz..... re 25¢ 3le 35c 

SANUS cd aac csbaseeeticxs es 70% | Mansons’, in 100-ft. hanks. . doz. 80c 
Wagon. 9 Clothes. 

Milier...... re es mie ae ae per doz. $0 95 

Dilver, eo oe 1 40 

DOB. cess biatona 50-ft. Cotton........ . 115 

eS Ee ee eee ny 60 40% 8C| 50-ft. Braided Cotton. “ 25 





Boring. 


Uprigh 


Leather Riveting. 

Chicago, Pomeroy....per doz. $9 00 
Excelsior............ i 2 00 

PEED oro i0 i ack. acs, ciereve a 2 00 
Little Giant... «<6. «<< pea 3 00 

ony, Pomeroy...... - 7 20 

Washing. 
Maytag BOONE 5 ra: 550 oigsa's 60 00 
Multi-Motor...... 65 00 
. POWER Gi 5 sie we «0 oe 25 00 
PRMMNS sires caeewse - 12 00 
MAIL BOXES. 
See Boxes. 
MALLETS. 
Carpenters’. 
Fibre Head, Small. ..per doz. $5 00 
Medium: 0 ey 
“ arge... “ 7 00 
Round caine Bietes ica ~ 225 
Lignumvite.. = 4 00 
Square Hickory...... ~ 2 50 
Lignumvite.. e 4 75 
Tinners’. bss 
Applewood Be acters 1 70 
MORMON ee dine. ** $1@1 50 
Hickory, Sheet han” ° 1 50 
MATS. 
oor. 
National Rigid......... 50&10&5% 
Acme Steel Flexible.......... 50% 
_ 

PE Drona succes ones er gro. $3 25 
PEO Ba Sarees is vaunce 3 ith 3 50 
No. | Asbestos Toasters, or 

wire - covered Stove Mats, 
with handle....... per doz. 1 10 
No. 2 Asbestos Toasters, with 
TINO orert aan sored per doz 60 
MATTOCKS. 

BRON PLEIN Ye a Sika. feacesaucccee were eacceroee 70% 
RNG dig'e ce cle wse ois Wn tied cse ive 60% 
MAULS. 

Iron, Ibs.... 10 13 16 18 

Per doz...$4 00 450 525 5 60 

Wood Face, Ibs.... 10 12 14 

id a $0 550 600 








Angular.. 


LINING, STOVE. 
PMB iiss oc viscose ox 


MACHINES. 


Without With 
Augers Auger 


.per doz. $3 
t. 


Wood Choppers’. 
Lake Super’r & Oregon Pat, 75&5% 


MEASURES. 
4 pk. 1 pk. 4 bu. 
Galvanized, doz.. $2 25 300 3 85 
Japanned, = 175 245 315 
MILLS, COFFEE. 
POT OUIOO os 55.5 Hininin.6ctacre eno 8o8 
MMOE  sis05) craic els eve oie e Poe. 
PRONOGS oS cc ciwciedccasis 462i3;ea 
MITRE BOXES. 
See Boxes. 
MOPS 
ESI oie di avscala wise a to per doz. $3 15 
Handled Cotton. 
Pounds. i 1} 2 
Per dozen. $2 00 2 ‘35 265 32 
MOWERS, LAWN. 
Gladiator—B. B. 
LC” ae 16 18 20 
Ds ee 50 725 8 00 
King Universal—B. B. 
BOM 63,4 bias: dip- ace .' Fag 5 75 600 
Inches. . re 16 18 
Bie GIO... oc ccens 3 +0 390 4 25 
LAttlé Gian... cees 230 265 275 
NAILS. 
OS re base, $2 55 
OP SIOW oeica cnc scccace danas 2 65 
Wire. 
SME ES vnveicamaedewee< he $2 55 
Cariogd LOG. ccc cccécsecece 2 44 
Cement Coated 
SOS 2. Se ae $2 40 
Catloae LOGieccccccceecves 2 29 
Horse Shoe. 
Ausable...... iain ieee warets 55&5% 
CRURMOM CR iibsénkeces deed dates 15% 
UMNO 5 86 a trae odode seid ews 55&5% 
GENIN 35 diuico Sui alain@ o0.8 60019 20&5% 
2 ee peer 2 
Clove? Leet. ...000 perlb., net, 104c 
Picture. 
Brats HeaGsinss.0ccs Pe ieee 25% 
er CECEC Oe mae emee 85% 


PME Re cessebtadandecKe vals 


..per crate, 42c 


2 60 


00 4 40 


4 00 


See Pullers. 


See Sets. 


Square Blank. 
Ins. 

tb.. 94c 8c 
nts Tapped. 


ns. 
Ib.. 


above prices. 


Chase Pattern. 


Savory, No. 200 





30% 





$c 10}c 


NAIL SETS. 


OILERS. 


NAIL PULLERS. 


NETTING POULTRY. 


Galvanized before weaving... .80&20% 
Galvanized after weaving..... 80&15 
WANG PRCOB 6.50 s.k's hob vwee eward 65&5% 
NIPPERS. 

End Cutting. 
Stubb’s Pattern, Inches. 5 
ao. $4 65 675 
End and Diagonal Cutting. 
‘Swedish Side. Inches... 5 6 
POP COMMS 6 <66 56s ccced $4 50 5 75 
Hoof. 
cago a ES Re ee 40& 109 
Ws ins ciiivectuccsucnwatans 55&5% 
NOZZLES. 
Hose. 
Genuine Gem........ per doz. $3 90 
NIM os vn cinucaias ry 3 60 
je 3 00 


NUTS, HOT PRESSED. 
ae ae 
63c Sic Sic Sc 4%c 


iam 4 4.3 
8c 7ic 63c 6$c 6c 
For = Ib. boxes, add 4c per tb. te 


Brass and Copper............. 70 
UUM Reo Widl a Secs dladadie nen 70% 
Engineers’. 
CNN a ois era wrncncdacsa numero es 
NE MISA 3 ieseheserd per doz. $2 o0Ge? 25 
Machine. 
COMMON yo o5..< 65 ce cos er doz. | 2 
Copper Plated Steel. . = 
Malleable fron... o0.sssces 50% 
FAQONINOUD 0:5: oie: cri aid acoiciecxin Res 65&75¢ 
OPENERS 
Box 
OOS os as'5. access ieneta ive 12 14 
PUG esneacs per | doz. - 50 600 
ROURG. 6 oc:c00 350 3 80 
Can. 
Delimionico:. . ........... per doz. $1 36 
Never Slip.......0¢ a) oe 65 
Crate. 
Vi Ge eos ascesmene i 5 75 


OUTFITS, COBBLING. 


Combination...... per doz. 11 00 
Economy.......... - 4 65 
WPS i6s :0:5:6G-<60 = 9 75 
PADLOCKS 
OM ia ai a's: ar a orayeravorcaca's 40&108&5 
it CRAMER or eer near earn 60&5% 
Cream. 
14-qt., without gauge, per, doz. $3 20 
20-qt., 3 80 
20-qt., with gauge - 4 50 
Sap. 
10-qt., G alvanized, 1 ae — 00 
12-qt., 3 50 
14-qt., = es 4 3 75 
10-qt., IC Tin f . Iie 
12-qt.. “ hs 15 00 
14-qt., “ = 17 00 
Stock. 
Galv’d, qts. 14 18 20 
Per doz...$3 90 410 500 5 50 
Water. 
Galvanized...q 12 14 
POP GOK occ c ewe $150 165 1 85 
Wood. 
canes. 2-Hoop per doa. $1 90 
Cable, 3-Hoop 5 2 10 
Cedar, 3-Hoop.. “7 3.15 
Standard, 2- Hoop.. sie 2 00 
Standard, 3-Hoop.. = 2 25 
PGDTIUEE  6e i Sewicecctcteanwwead 65% 
Fry. 
CAME ais soe esl netenees 75& 10%, 
Do pe Ae ieee 60% 
Roasting. 
Paxton, 
Nos... 1 2 3 4 
Per doz.$4 75 5 75 6 50 7 50 
Neverburn 4 00 4 50 5 50 6 00 


per doz. $8 40 


PAPER. 
Building. 
Plain...... . per, 100 lbs. $1 50 
tf, ee 1 60 
Tarred Felt. 4 1 90 
No. 20, Red Rosin. ..per roll, 35 
No. 30, Red Rosin... = 55 
Sand and Emery. 
PRO oa eiaie seniors low list, 208 
eS . Serer | 
Wrapping. 
NUOEBR die ekriceiadsawes per | Ip. $3 75 
PE inteeaade:. ones 2 25 
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62 
PARERS. Tinners’ PUNCHES. SAWS. 
Apple. er iad jAbieesaseeasevecnnary Conductors’ Back. 

ee r doz. 13 00 MEAs ccksscevevdoebensoe each, 5 : Z SPEND, 355 050s esse eesows 

Turntable. 2.00 ay ” fe NO. 22.-seseeeeerers per doz. $2 50 ee. ae 

White Mountains" $98) PLUMBS AND LEVELS. Ser. pert. 19 | pacers 

CN, oss 50 6s0s000beuaseun Nets ee Disston’s......++++s+eeeseeees 30% 
Potato. seep heetidamemaiet 40% 4 Gommon......... per doz. 60c@70¢ } Circular, 
Goodsell’s Saratoga, 10} in., dz.6 50 |e ee ee 25% OOd..-+++eeeees 72c@84c “nee s 
Goodsell’s Saratoga, 5 in., dz.5 50] Davis’ Inclinometer............. 15% Me rt nr ae S08 507% 
iu Biase PUTTY. SE eisstisisececciesnscd 50% 
PICKS. POINTS. naira per 100 Ibs. $3 00 Compass. 
ee 75 Drive Well Points............ 75&5 j Baits ae 
Drifting and Poll Picks.......... ro % RAIL Fe meron eka Pee Sa 
Plumbs, Railroad............... 75% Barn Door ; i nila dea — 
SS ae eee eens 70% POKERS, STOVE. Matchl ; : Cross-Cut. 
Wr't Steel, str’t or bent, per doz. $0 55 pe ond or ale atta de 3c Disston’ 
Wit Boal, wood bantil’e 4 N eee eee 3}c ss _<_ Pe ere eee ee Te 45% 
PINCERS. Nickel Plated, coil handl’s “ | Rinne hahaha daa ea eee iid 
ve agg = steel. persed wi , Dehorning. 
dian 8 10 12 POKES, ANIMAL. ainted steel....,.....+.- per ft. 44c oS SPeerr rer per doz. 5 75 
Per doz... .$1 °s0 2°40 295 3°75 Cracker Jack, wr't steel, per doz. $4 50 ne mnt eee Hack 
SUE sence bsliescvssnewe>® 45% Disston’ 
SF rrr 40% —— yma _ Re chenea oneneieN 4 
ial POLISH. Coal or Wood........+- pee E Be reer reese ree aoa 
PINS. Black Silk, No. 50, }-gallon, RS - 
Clothes. li ae per doz. $7 00 Steel. eae ena ewene 664% a eed =. . 
ack Si Jo. 60, eae cans, DUM PAIOM ss. us 5p nese icn an vine 70% isston’s No. 7..............- 30 
ge -per | box of , gro. £0 4 per doz. 1 00 Malleable Iron, heavy....-.... 60% Disston’s Nos. 8, D8, 12, 76, 112, % 

a. : “ 30| Black Silk, No. 70, I-pt. cans, Hay. = oe and 120 (new list)..... 25% 

4 or d 2 PUNE areco Ss swe abana sine 30% 
Phe Black Silk, No. 80, 1- dual 25 . aig ; ‘i eee aa eros $2 20@$2 40 a. a Sas per doz. 85 08 

Fluted, 15-in........ doz. er doz. 3 75 agg —_-,....... is 

a per doz. $1 01] Black Silk, No. 90, I-gallon SNE a sssviexsniact pen 2 e+ 22> _ 

BR issvectasauns 4 1 90] shoe per doz. 12 06] Automatic.......... Keyhole 

“6 tt | per | doz.. -36e@50e Lawn Queen 2 acgleadatidind “ 275 POO Bi kb ba cseaes koa 25 
PIPE P.CO Jumbo, 36 teeth..... 6 00 ++ 25% 
Conductor. : 5. praee one - scsi" 75 RASPS—See Files. Narrow Band. 

ai Mai Mitiens Bie mperia Aeeiee” per gro....... SiMORGS’.... cc cccsocscccccvece 30% 
plain or corrugated. Stow RAZORS. 

a eee S. Black Eagle, 1-Ib. cans, pr.gr..$15 00 | Star 30 

ee SER Tr Oe. 75&10% Black — DMN cai. on cigeeasorecosaot 20% Panel 

_C. L. to Dealers:— eee $0 70 DM Oe Re Se oS pene 35%, Disston’s No. 7 
a Eg = er Paste i cei. ee ees Tp Pee 30% 
Factory shipments generally delivered Liquid 1% coms... S 4 RAZOR STROPS. ree. 
Lead. Liquid, 6-oz. cans.. “ og (oC 2 een pea 50% ISStON'S...- ++ seer severe eeees 25% 

Full coil tb 4-pt. Air Drying I . ’ 

SO ee ; 6 ing 4ron L : 

BR iacntcudcncnccee per aie Enamel......... . REGISTERS. _—_— 

Psi Black Jacke, tb cans. > 3s (All Sizes). | errr ey ere rrr eee eh 45% 
. ixon’s Carb. of Iron. °° 5 75 | Japanned, Bronzed & Plated. 70810 Wood. 

Acme—Inches sees 5 6 7 Nickel Plate......... 4 50 White Porcelain Enameled....... ee ee ee ee per doz. $4 5@ 
Smooth, per jt.. 8c 84$c 10}c Solid Brass and Bronze Metal. 46&10% Clover leaf.......... i 6 06 
Planished, “* ..30c 31 c¢ 38c POPPERS, CORN. Single Valve (Baseboard and Sid e- 

Peeriless—Smooth. 7¢ 8c 9c] Round or Square, I-qt. “per | doz. 1 00 WOM). sor revenerecdsesnse 708&:107% spsastieiainnes wien 
Polished....... 144c 15}c 18 c| Square, 2-qt........... 1 60 S—See 
Planished...... Be Sic 354 | FAt-- eee eee see eeees a oneness mcgflosie os 

Mitienntiinn, 3 “ha Japanned, Bronzed and Plated, SAW TOOLS—See Tools. 
Smooth........ ic Bo 9c POTS, FIRE. Se RN Ss eehaeeiet 708&107% SAW FRAMES. 

7 to 6 in. Smooth T. " Clayton & Lambert’s, each $400@6 00 

4 ly Nol ng pane, pr. jt. ag tie... yl ge 25 BGxld Co SBx42.. . .ccccccse 758&10% Common, plain...... = doz. $1 25 

Faris Peed Wigies....Abe [OM.....0050000508 cach, $6 75@8 50 | Heavy Round Gratings.......... Common, painted.... “ = 1 70 

White Porcelain Enameled....... 0% 
Yale Patent Lock Pipe—Stove. POWDER Solid Brass or Bronze Metal. 408108 inne SCALES. 
” P ounter. 
5 aoe Pe 7-6" See Ammunition. Bull RINGS. Se ere er re eee 40&10% 
Battle Axe, Blue.. 7 9% 104 Co ‘a : ' Platform. 
= t Slip, 4 a i i | een eneer an gana: | eee 2 El co Some, hetero 50% 
oh s it 7 + +4 Enterprise Manufacturing Co.....25% Rea’s Improved Self- 
Yale, ea Se.. "15 2 aw - Piercing copper, doz. 2 00 +2. 1 ot SCISSORS 
Duplex, Planished 29 31 37 «(38 PRIMERS oot poe fae oa eee as 
ima ta... is 16 $17 18 Pe oe icke ee 1 35 cle s 
If aaa made up, add per joint va we Grain nian 
ine ooved, Ic; riveted, lic. Crating Blair's Ringers... ‘pee Gos. $0 387° bu. Peel doz. 13 70 
e-up pipe extra. PRUNERS. air’s Ringers....... ; 75) bu. “H eT 
at. per dos. Fi 50 ns Rings....... = 50 ercules”’ 15 00 
iets Iron Gas Pipe. Henry’s Improved... .. “ 75&10% etd ent an) 1 pd SCRAPERS 
Qf in. blac black eine disepunt, olay Water's Improved...... 80% Hill's Ringers... . i 70 oe. 5 1 
4 ~ _— ary «++ "60,1085 wiles spc Ring, .. 55 riangular.......... per doz. $4 00 
7-in. to 12-in., black. . 624 Cork Perfect cine “eke tg “ 60 | Cabinet. 
Gin. aa. ° 23 3 se sat tl tenes * 120] Cast Steel........ per doz. 60c@75c 
@s -in., galvanized. | “ 50 Eee each, $3 10] wolverine Ri dali “ 10 
« « Lo eae oe 1 40 a ae 80 | Road. 
to 6-in., galvan'’d. 574 : “ q Cubic f 
7-in. to 12-in., galvan'd. 45% Quick and Easy...... 2 70} Fruit Jar. conde 7 $ $ 
°! Nail. WOES oKawassesauld per Ib..... 30c| Without run’s, ea.$4 00 375 3 50 
eer per doz. 10 80] Key. . nn aan ae ot 
PLANES. Giant Pattern....... ae 9 00] Split, round......... per doz. $0 17 
Stanley Iron Bench...... Nets Jumbo.............. ni 9 00{ Split, square......... “ SCREEN DOOR HINGES. 
esbicen AANA cicuces St 40 OS ae - 40 oS eee ee ega i $6 50 
OO). wccceccccccccces a 6 75 
RIVETS. ~ 
See Metal gure “i mae "eee SCREWS 
etals in Column 1. pe ne re opper Belt... .........+.- 40&10% 
sy BR $08109,| Coppered Iron... 608: 1085% | Bench: 
iii Hey Fork. 0 Scag Pea eas Samaras 70% Iron, inches. . "gs ‘ } It 1} 
. we 4:20 $8 25 
be, se hd I ok pino'es vases per tb. $0 10 , whi 
Giant, Button's—80% off list. Wood Wheel, 64n... - “ 0% $1 zs Soned ee per doz. 40c@45c PR or woome e Oe ee new ot 
Cuttin Wood Wheel, 6-in., pass knot, Tubular. : fe Er ree pe 708&5% 
~s i Liciay Ce ea ga” per doz. 2 55 Nos. 1 and 2 assorted sizes, doz. 45c | Jack.......-.ceccccsccccccecess 70% 
MDM spebis seu scsensaney 30 Hot House—Jap’d........... 50&10 Lag or Coach — all sizes, .. 
EbseEE cwGhoesceraetencee 50% | Screw—Jap’ * iealamtiaatigartins: S RIVET SETS. pointed........+.+++++..75810% 
oT | a ee airy 50&10% ee Sets. : 
Upper End and Diagonal Cutting Sash. Cotton. —— en 
Swedish Gide............. me eID. 505 ss 00008 per doz. $0 18 5-1 08... .- +. a. - 
% Commpon-Sense, 2-in.. “3 . 20 t: 5- +4 in, =<, in — —— site Per dos.. “18c 20c 26¢ 300 ae 2c 
Fencing. —— Pattern, 2-in.. “* Po 2, 5-16 in. Imp’lin coils.. “ i C We 
Black Bull.......... ee apenas “ Sisal, 
ecg. Se aming ag] Set. ----.-.---- eo eee te) Roe IIE ppesa eg 
ona “ 8 25 sete pliardware Grade, rates, per tb...103c 4 = ea sGeaneeae os 
Wat and Round Nose. Pitcher Spout Ist uality Terrier cre ry . 144 q R. H. Br. ° ass.. ° : oe roe si 2 21674&5&25% , 

Bernard’s........ on] e----- 1 34 | Hardware Grade; sates..." 12fe RUHL Nickel Plated! °{167483825% 

SEES cic endounexcas en 65 Bach. .... $100 115 130 170 RULES 

Lodi... seeceeeeecteeeeerere +150 —. Para: Sawer . SCYTHES. 

ES LLS EGA RARE IRS SOSA IEE OS ET r doz. ONIN 5 s:6:0civs'n eo Soe gaew nee 
agon eecessesece 50 ( Cyclone, Ere - pe 3 40 | Ivory TUVET TTI CET eT eee aon Mle gy Be, grass setae “Pert . os 
p—iachee 7 : =. ei 2 -.-- » 6a SASH WEIGHTS Clover Leat Duichiman. i $2 
os... 350490 8901 tnmwu A ° ‘ones 
50 550 ei :: ee 2 25 § See Weights. Be V6 Bes vcsccccscces «8 ’ 50 
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SETS. 
Nail. 
Round, common..... per doz. $0 33 
Square, common..... ps 42 
Octagon, common.. ne 33 
No. 5, square........ a 75 
Cup point, knurled.. m 75 
Rivet. 
ae per doz. $1 20 
PE os Giese Hien dele Oatee FoR % 
Saw. 
Aiken's Pattern...... per doz. $3 50 
Common Lever...... 1 20 
Disston’s Monarch... ‘“* 6 50 
Disston’s X-Cut..... se 12 00 
RUNUMRS a:o 5150555 664 a 1 50 
ee a 80 
Nash’s Hand........ Hy 3° 1$ 
Nash’s X-Cut........ oe 4 20 
Stillman’s Lever..... sai 1 30 
Stillman’s X-Cut..... “ 2 50 
SHARPENETS, SKATE. 
eae eee per doz. $1 60 
SHAVES, SPOKE. 
eae per, doz. $1 10@1 85 
a 2 75@4 75 
MMMM Sse cie od aois So's Gala ee Se Nets 
MNS be wca os sikan wea eexe cn 15% 
SHEARS. 
Pruning. 
Buckeye, No. 1...... per doz. $5 75 
Buckeye, No. 2...... fi 7 40 
California Pat., 9-in. 3 20 
California Pat., 10-in. “ 4 00 
Draw Cut, No. 3.. ewe 13 75 
Draw Cut, No. 4.. sig 16 50 
Henry’s Pat 0 ‘Ol 012 
od doz...$1 40 210 2 50 2 80 
air stvicaate te ws per doz. $4 00 
Sheep_No. BBA. 
ee 6 64 7 
Reg. Grip........ $11 25 1150 12 00 
Nar. Grip., doz. 1100 1125 12 25 
UN Si oye orn VuataG st Slee ke Done 60% 


Tinners’—See Snips. 
SHEAVES, SLIDING DOOR. 


‘ommon. 

Oe eer ere 15 

i ee $0° 60 0 4s 1 10 
Hatfeld’s. 

Per Oe ksaada ne $0 90 130 2 20 


SHELLS—See Ammunition. 
SHELLERS, CORN. 


WMO Sg 6 sats seas <xis per doz. $6 75 
SHIELDS. 
Expansion Bolt Shields....... »-.60% 
SHOES. 
CONDI Ss Ss aise dsae ows ened 60&10% 


SHOT—See Ammunition. 
, SHOVELS AND SPADES. 


‘Wo. 7  Paaneees Ae per, doz. $5 a 

pokey on oa aes *- 13 1% 

5 ee hollow bek, _ $15 75 

National. . 14 75 

Buckeye... ‘“* ae 10 00 

Mohawk... “ Se gs me 
Drain. 

Iwan’s Perfection............. 50% 
Railroad, etc. 

Black Diamond...... per doz.$12 00 

oS 75 

— Esse imetets eee ce 8 75 

WS isso es igs 3% = 5 40 

Vatefiand..........<.- = ; 7 

Hollow Back........ 

Ames’, new list. .... Discount, 124% 
Snow. 

i 2 a re $1 65@$9 00 
Alaska Steel. 

OS eee per doz. $3 50 

Long Handle........ a 3 00 

SINKS 

Cast Iron. 

ee 50&10% 

Enameled, White... 11/11! 50&10% 
Wrought Steel. 

Painted, new list........ 40&10&5% 


SLEDGES—See Hammers. 
SNAPS, HARNESS. 





ee 334% 
German Pattern.............. 30&5% 
PN OS ER nnn 60% 
SNATHS. 
Double Ring, Bush..... per doz. $7 25 
Patent Loop, Bush..... 3 7 50 
Patent Loop, Grass.. si 6 75 
SNIPS, TINNERS’. 
Oy rr 40&10% 
POMBE S535 5s'5'S.5.8 vies 646.52 40&10%, 
ES Riel i ena 50% 
SOLDER—See Metals. 
SPRINGS, DOOR. 
Perfect. 
See 1 2 3 4 
Per doz..... 30c 4635c)0=— 40e~—O 54 
Reliance. 
Per doz...light, $1 15; heavy, $2 50 
Per doz...light, 90c; “heavy, 1 35 
iss Pree 13 
Per doz.......++....80 75 1 35 














SQUARES. TAPES, MEASURING. WARE, 

Steel and cron.......... 40% new list 
(Add, for bluing, $2.50 per » Soy pes orwed RIMES ead caaek cea 30, corti Stove Hollow Ware. 

Mit atent Bend Leather......... 5 Plain or Unground 50 
Try. <5, eae a gees N et teen ences Bess Ground Wetec ecesee cece AY) 
‘and Baw frit: Nets | Lutkin's Metallic......... 30,3 0 Enameled Ware..............33 
Pe — — BURPINE Keister ts Lufkin’s Pocket.......... 40,40%5%1 Scuch Bows... 60a 
RES per doz. $6 00 TEE BEVELS—See Bevels Country Hollow Ware, per 100 tbs. $3 00 

Wanterottomi'é... ce iccccs cece 70% eee . 
White Enameled Ware. 

SQUEEZERS, LEMON. npn rigor Rama tensa 
Common Wood........ per doz. $0 70 att Case: 2... per doz. 80c@$ 1 25 Bottom Kettles........... 60&5% 
Porcelain Lined, Wood.. 1 25 | Wood Back.... ‘“ $2 00@ 12 00 ‘ : . 
Boss, malleable i iron. - 1 FOP GROMES canceese “ 12 00} Covered Ware. 

Iron Frame, pore’n bowl “* 1 90 Tin'd and Turn’d..........35&10% 

Iron Frame, . glass bowl.. “ 2 35 7 TIES. PRQMIOMON ES ooo oo cicie.asic nines 45&10% 
ttle Giant, t . 4 00 | Ba 

can ans eae “ os 3°60) Sitale Loops... .....<<.0.s- — ~— th = 25% 

Drum, nickel plated. 4 50 | All other ind 70%) Bameled.2.222202252020022 308 

ES. Enameled. 

Blind. STAPL TOOLS, SAW. Cherry Blossom and Chrysolite.50% 
Barbed............. per Ih. 98@98e | nisston’s Universal.............. 40%| | WASH BOARDS—See Boards. 

ao | ee “ 8 @8ic 

Fence—less than carload. WASHERS. 
Polished... per 100 Ibs. $2 49 TRAPS. Standard O. G. cast iron... .per tb. 2}c 
Galvanized....... 3 19 Wrought iron in bulk, per tb.: 

Netting. Mole. In. $ ” 3 
Galvanized....... per 100 tbs. 4 00 ROGGICEH’'S. .osicccces per doz. $6 00 9c 64c 5c Sc 44c 44c she 

Wrought. Mouse ond Rat —— — in 5-tb. boxes, ber tb.: 

‘ In. 
* ee a - Holdem Mouse............. $2 25 10c 7c 6c Ske A. Sc 4c 
Staples, pe Hooks and PAGING RAB coc 5 ica cesicecs 4 00 
Se rear 80& 10& 10% Sure Catch Mouse.......... 15 WEDGES. 
WMATA REAV YS Sissies a dies ciclo os 75&1 0% S DS a i.s kein aw ict vine per doz. $0 30 
are: Cate RAG. ss ésccceecs 60 
GOMIND aii k6sdceweceues per tb. 10 
STEELYARD. Delusion Mouse............. WR Sai oo loovcosmeranvarecc “ 
Discount 25%. TROWELS - WEANERS. 
Brick alt. 
STONES. - Fuller's, per doz.. -$2 00 to $2 50 

Axe. Clover MM A oiscce ale ea teint xe 30% Tyler’s Safet er doz. 1 85to 2 40 
EUINGOCtAR «.. 00's as per tb.5i3@7 c] Brade’ 15&5 y Mp 
More Grit i Oc PES 0606s bh seesaw ane % —— Ss, es : = to os 

* lace “ nn 30 oosier, per doz..... 3 S0to 4 6 
Washita............. 38 ¢ 88 a % Shaw Perfected...... 3 00to 3 75 

OIG ive hot sinaic sao d 60% @60&5% MOD sag tein cee RRR Robe 20% 

Oil—Mounted. Plasters’. WEIGHTS. 
oa re i eee 40% | Hitching...... eee perth. 2 
Hindostes.......... ‘per tb. 64@ot Disston's Rita eb Sis eras u1e Wieere seas 25% —— Piss ser Sam 23 00 

Oil—Unmounted. W. & MeP.............00000. 25% | Common Railroad...... per doz. 17 00 
Arkansas Hard......per tb. $2 40 Heavy Railroad........ 24 00 
Arkansas Soft....... ‘2 TRUCKS Panama Steel ae 7 ee a 39 00 
gee: aa “ a ag opt mk 2239 ee oe. a 

machita........... “ 38 eel De aiaiecelscd clave wig Battlers 50&10% WHEELS. 
eats “ CORMMEMIE 566, 26:6: 6 s:bde wees 708& 108&5 
WOMENS 0 t606:0.n ese | MS | a 1 2 3 

Scythe. Hai Jroned based $300 3.85 5 50/Fmm....---..----. ON Coates 

Black Diamond........ per gro. $8 00 ul troned...... 345 450 6 45 . : 

Oe ee i 4 25 Per doz..$3 00 4 20 S| 40 15 00 
Gem Corundum...... sae 7 50 TUBS, WASH. WIRE. 

G Mountain..... 2 4 50|Standard, Wood. Ex. | Barbed. Painted. Galv’d 
La Moille.. a ? 2h car 7°00) Nos... 3 2 1 large} Carloads, per 100 tbs. "= 59 $3 29 
P g A 
ys iis eaues ae ib 6 00 Per doz...$5 00 600 700 9 50 Lessthancar ‘ 2 74 3 44 
je - 3 75 Dowell. Brass. ' oi 

a , Per doz... 5 35 635 700 950 FiO 6 iecc ccthemeasecnnnms 
STOPS, BENCH. ee In 1-tb. spools, new list........ 50% 

RON ha Steke.cdtsatous - $3 50 ° bt 

aa. per iow $2 O0| Per doz... 6 10 7 10 7 90 10 80 Sa ae 
Indurated. i 
Aiea Per doz... 8 55 9 45 10 80 13 50 Te ee 20%; 

CORMNIE. 55555 iais sais ad per doz. $0 40 i-th, se list 50&10% 

Crown. were e ge tees ™ 45 Galvanized. oe ere me emer ise : 

Gem, flat, painted...... e Wee s ica miaseaves 1 Y 3 a th. 

Gem, cor’d, decorated. . se 70 WOE GOB. 6 vc cscce 470 550 625 — con An’ eal’d pr 100 tbs. ” 80 

ne ee eae “ 90 Nos. 6 to 9, Galv’d, 2 20 
ee 70@85 2 

Skinner’sCommonSense “ 8 TWINE. Per th Hair—New List.............+6- 60% 

= : 3-ply Cotton Wrapping........... 28c | Market. 

lcaigenebetligeaap cette lis leis ieee rete 2kc| Bright, full bdles........... 7585% 

STOVE BOARDS—See Boards. /4 ,, “ Extra Wrapping Be cue 27¢ Bright, ——— bee eeeeeeee a 

A 4" “ ee. oppere u (Pe 
STOVE POLISH—See Polish. aed 5 Wineelng va a 27¢ Coppered, broken bdles..... «st10% 
STRAPS ts Pa 5 ** cones..... 25¢ — oes proces ganion 
RAPS. rhe of si “ se se inned, broken bdles....... 
eee per doz. prs., $1 80 India Hemp, iP: ope re ees ¢~ PiiienTe elie... 807 808 10% 
SS ee ce 60@70 “ “ 1-tb. Soe one eek doz. 75c In 5-Ib. spools ~ RA per 1 S avaca 
yc Ge a 7 | cee l6c 
STRETCHERS. SDI PGEEL BUDie cde coon sceces 15c WRENCHES. 

Carpet. ute Wrapping, }- om [2 ae! 14c A Cite 50&10% 
Bullard’s Heioeeewaed per doz. % = ute Wool, 1-tb balls.............. 94c iiee ta. 3 ne 
ee wa “ 79 | Seins Always Ready... .-- +--+». 50% 
Perfection........... oe 6 30 Lag AO y s é a2 - Ss gre rate PEE oMMCR oN 75 aa 

si vip 6600.8 a < K Ic is USTADIC.. ccc ccccccccces 
King TUNTC CCC O Te 4 50 Me * tog per I 2c 3 4 30¢ Malleable a aie per Ib. O’e 

Wire. Hard...... a 34c _33c} Malleable.............-0.- 08c 
N. S. Elwood’s.. -per doz. Ye 00] Staging, 2-Ib. ball, size 21 eee eis Stillson Pipe........2sseeees 75&10% 
O. S. Elwood’s....... a en em Cc Call’s: 

Little Giaht.0sceese ss $ 75 a aa ‘ 27 steees 264¢ a $ 40&5%; Adjustable s 
BS increases —_— ©... "err rerrrere 23c Pipe, 40&5%; Briggs’ Pattern, 
aie... “ 6 25 rig Ae B" in hanks Sree ee 18c 40%: Combination Bright. . .50% 
Canton Tackle Block. % = 9 50] 4°) Be wee eeeeeeees 58¢! Steel Handle Nut........... 50&5% 
WAIMEE 66.0.2 0 5268008 6 25 3- Silver Finsh, in hanks... | _37c a epebee Sodesde 
SWIVELS. Fodder or —_ ‘i Double End Adj. S,........ 40&5% 
ae q EGO SEPANG 6 6c ecc wo dececcenewes c 

Wrccuae tenet aoe al onl oe 5 50 ; Ree Renae _—e WRINGERS. 

No. 500, Royal . Bae nae per doz. = bo 

— VISES No. 300; Novelty 2.2.‘ 3000 

pone 60 Co Wi sinaloexa nas sles MIS as cai ssasass oad a eae Sioitle 30% | No. 310, Keystone Suissa 7s = ps 
POPTICATN WONG a's: 60:0. 0.0'0.5.08-0 : ‘ No. 100, Rival ........ = 

Bill Posters’ Cut ranean, ron Te, No. 380E, Galwassss Raise. 35 00 

Blued Carpet......... Inches.... 24 3 34 43 _ I No. 790, Guarantes.... ° 39 00 

Tinned Carpet....... Each..... $1 25 150 185 275 No. 770, Bicycls....... ° 35 0 

GDP se 6c sees rrccees Parker’s Parallel................ 20% | No. 110, Guarantee... « 34 00 

Upholsters’ Cut....... EMO OV CMOS sain as eo 'ba ven eee 20% | No. 110, Domcstic..... o 30 00 

Upholsters’ Wire...... zi Parker’s Swivel Base............ 20% | No. 110, Brighton...... bai 26 00 

TPO FOMCOG s os 0:0.56'0:0-0'80:0 ..- -90% | Parker's Re-inforced............. 20% | No. 740, Bicycle....... xi 35 00 

Ms sick sc sivcivtsreaeee's per th., 34c | Parker's X Series................ 20% No. 22, Guarantee.... “ 34 00 

Canvas Nail..........-.+-+.+0. 7 Parker’s Combination............ 20%, No. 22, Domestic..... - 30 00 

Clout Nails..............+0. 408& 10% COCO carrer rrr 40&5% | No. 22, Pioneer....... “ 26 00 

Hungarian Nails............ 40& 10% Williamson’s Universal........... 60% | No. 2,Superb....... _ 23 5@ 
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AMERICAN ARTISAN AND HARDWARE RECORD 





ADVERTISERS’ INDEX 


ALPHABETICAL LIST 


PE Eo caccseecssvwseonse 


American Furnace Co.. 


American Sheet & Tin Plate Co...... 
American Steel & Wire Co........-- 


Ashton Mfg 


Berger Bros. 


Berger Mfg. 
Bernz, Otto 


A. © ee fesweseseee 


Wiis akhs se oesnsevey >< 
Cio ciccocdevesevevescs 


Bertsch & CO... .-.e cece ceereeeceee 
Bicalky Fan Co.......-+---+++e0++5 
Birkenstein & Sons, 8........-+-+-- 
Boynton Furnace Co.....-+++++++++ 
Brauer Supply Co. A.G.....+--.---- 
Bullard & Gormley Co......--+--+-- 
Burgess Soldering Furnace Co......- 


Burton Co., 


WeDo cowccpcnsscn02s0% 


Champion Stove Co......+-++++++++ 
Clark-Smith Hdw. Co.......-+-+++> 
Clayton & Lambert Mfg. Co......-- 
Cleveland Castings Pattern Co...... 
Cooper Oven Thermometer Co...... 
Cope Stove Pattern Wks., Pe Wiss0<s 
Corbin Screw Corporation.......--- 
Danville Stove & Mfg. Co....-.---- 
DeKalb Wagon Co.......--+-+-++++" 
Delta File WKS.....-.--+--++++e00% 
Dixon Curcible Co., J.....+-+-+++++ 
Double Blast Mfg. Co.....-------+++> 
Dreis & Krump Mfg. Co........-++- 
Forest City Fdy. & Mfg. Co.......- 
Foster Stove CO... -..eeeere re eeeee 
Friedley-Voshardt Co.....--+++-++> 
Globe Stove & Range Co.......---++- 
Globe Ventilator Co..........+-++> 
Harrington & King Perforating Co... 
Haynes-Langenberg Mfg.Co......-- 
Heller Bros. Co.......-+- by eke de oe 


Hemp & Co. 


Henry Furnace Co., T. E....-+----- 
Highton & Sons Co,, W.......--++-- 
Hussey & Co., C. G...ccccccccecere 
Illinois Retail Hdw. Assn.........-- 
Imperial Furnace Co. .....+.++-+++: 


Inland Steel 


CO. cccecrevvccesvcees 


Iver Johnson’s Arms & Cycle Wks... 
Kimball Bros. Co.....ccccccecseees 
Lalance & Grosjean Mfg. Co........ 
Lufkin Rule Co.......cccceesseeees 
Lyon, Conklin & Co., Inc........... 
Magee Furnace Co........++eee++0% 
Malleable Iron Range Co..........-- 
Meyer Furnace Co.......+..0+.-+05 
Meyer & Bro. Co., BF... .cccccccsece 
Michigan Safety Furnace Pipe Co... . 
Milwaukee Artistic Metal Ceiling Co. 


Monroe Fdy 


Munseli Co., 


. & Furnace Co......... 


Ricad ese osneresbares 


National School of Pattern Drafting. . 
Niagara Machine & Tool Wks....... 


Nickel Plate 


Stove Polish Wks....... 


ee 6 eee ee 
EE OVS 90 0 on ccc ccseesesee 
Robinson Co... Mi. W...cccccccccece 
Robinson Furnace Co.............. = 
Rock Island Mig. Co.......cccccees 
Scheible-Moncrief Heater Co........ 
PEED. keke cdchebscswisnns 
Schwab & Sons Co., R. J.......... 


Smith, Chas. 
Sprague Fdy 


So A 6 eee 


Standard Furnace & Supply Co...... 
Standard School Heater Co.......... 
Standard Ventilator Co............. 
Stark Rolling Mill Co.............. 
ENO ate ons kines eS sea cons 
Sullivan-Geiger Co.........ccccee0- 
Symonds Register CO.............. 


Tanner & Co 


Vaughan & Bushnell Mfg. Co........ 
Vedder Pattern Wks............... 


~] 
wb 


75 


10 
79 
74 
67 
75 
76 
73 
10 


79 


12 


| Berger Mfg. Co., 


CLASSIFIED INDEX 


Arms—Fire, 
Iver Johnson’s Arms & Cycle Wks., 


Bicycles. 
Iver Johnson’s Arms & Cycle Wks. 


Boilers—Steam. 
Boynton Furnace Co., Chicago, Ill, 


Schwab & Sons Co., R. J 


Bolts and Nuts. 
Corbin Serew Corporation, 


Braces—Ratchet, 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Brakes—Cornice. 


Bertsch & Co., Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Niagara Machine & Tool Works, 
Buffalo, N. 


Brass and Copper. 
Hussey & Co., C. G., Pittsburgh, Pa. 


Caps—Chimney. 
Globe Ventilator Co., Troy, N. Y. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Ceiling—Metal. 


Canton, O. 
Burton Co., W. J., Detroit, Mich. 
Friedley-Voshardt Co., Chicago, Ill. 


Milwaukee Artistic Metal Ceiling Co., 
Milwaukee, Wis. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Chain, 


Corbin Screw Corporation, 
New Britain, Conn. 


Chisels, 


Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 


Chutes—Coal, 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Clips—Damper. 


Stover Mfg. Co., Freeport, Il. 


Cookers—Steam. 
Peerless Cooker Co., Buffalo, N. Y. 


Cornices. 
Canton, O. 
Tetroit, Mich. 
Chiesxo, Ill. 


Berger Mfg. Co., 
Burton Co., W. J., 
Friedley-Voshardt Co., 


Cut-Ufts—Rain Water. 
Sullivan-Geiger Co., Indianapolis, Ind. 








Fitchburg, Mass. 


Fitchburg, Mass. 


Milwaukee, Wis. 


New Britain, Conn. 





Drivers—Screw. 
North Bros. Mfg. Co 





Elevators. 


Enamel—Iron, 
Nickel Plate Stove Polish Works, 


Enamel Ware. 
Lalance & Grosjean Mfg. 


Co., 
Chicago, Ill. 


Faces—Ventilating. 


Highton & Sons Co., W., 
Nashua, N. H. 


Facings. 


Dixon Crucible Co., J., 
Jersey City, N. J. 


Fans—Power, 
Bicalky Fan Co., Buffalo, N. Y. 


Fencing—Wire. 


American Steel & Wire Co., 
Chicago, Il. 


Files, 


Delta File Wks., Philadelphia, Pa. 
Heller Bros. Co., Newark, N. J. 


Freezers—Ice Cream. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Furnaces—Soldering. 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, O. 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Double Blast Mfg. Co., 

North Chicago, Ill. 
Lyon, Conklin & Co., Inc., 
Baltimore, Md. 


Gearing—Skylight. 
Weiss & Co., H., New York, N. Y. 


Grease—Graphite. 


Dixon Crucible Co., J., 
Jersey City, N. J. 


Grilles, 


Highton & Sons Co., W., 
Nashua, N. H. 


Hammers, 


Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 


Handles—Boiler, 
Berger Bros. Co., Philadelphia, Pa. 





Hangers—Door. 
Wagner Mfg. Co., Cedar Falls, Ia. 








Philadelphia, Pa. 


Kimball Bros. Co., Council Bluffs, Ia. 


Chicago, Il. 


Heaters—Warm Air. 


American Furnace Co., St. Louis, Mo. 
Boynton Furnace Co., Chicago, Ill. 
Danville Stove & Mfg. Co., 
Danville, Pa. 
Forest City Fdy. & Mfg. Co., 
Cleveland, O. 
Globe Stove & Range Co., 
Kokomo, Ind. 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 
Henry Furnace Co., T. E., 
Cleveland, O. 
Imperial Furnace Co., 
Marshalltown, Ia. 


Magee Furnace Co., Boston, Mass. 
Meyer Furnace Co., Peoria, Ill. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Robinson Furnace Co., Chicago, Il. 


Scheible-Moncrief Heater Co., 
Cleveland, O. 
Schill Bros. Co., Crestline, O. 
Schwab & Sons Co., R. J. 
Milwaukee, Wis. 
Smith, C., Chicago, Ill. 


Sprague Fdy. & Mfg. Co., 
Council Bluffs, Ia. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
Standard School Heater Co., 
Chicago, Il. 
Wrought Iron Range Co., 
St. Louis, Mo. 


Iron—Soldering, Self Heating. 


Lyon, Conklin & Co., Ine., 
Baltimore, Md. 


Insurance, 


Illinois Retail Hdw. Assn., 
Elgin, Ill. 


Jobbers—Hardware. 


Bullard & Gormley Co., Chicago, Ill. 
Clark-Smith Hdw. Co., Peoria, Ill. 


Liquid—Soldering. 
Allen Co., L. B., Chicago, Ill. 


Machinery—Culvert. 
Bertsch & Co., Cambridge City, Ind. 


Machines—Crimping, 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Metals—Old and New. 
Birkenstein & Sons, 8., Chicago, Ill. 


Metals—Perforated. 


Harrington & King Perforating Co., 
Chicago, Ill. 


Mica, 
Brauer Supply Co., A. G., 
St. Louis, Mo. 


Munsell Co., E., Chicago, Ill. 


Miters. 


Friedley-Voshardt Co., Chicago, Ill. 


























































